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duplicated. 


The New Convoluted Tub Line, covered by U. S. and 
Canadian patents, will “pep up” every discouraged sales 
organization. No more stale sales presentations—a new 
Seventeen hundred and ten extra cleans- 
ing water currents—a water action not duplicated in any 
other washer, and easily demonstrated or explained. 
A story with 


story to tell. 


Cleaner clothes in less time. Less wear. 


“The Reason Why”. This to sell at no extra cost 
above ordinary washers—but at prices high enough 
for profit. 


New and beautiful in appearance. Something to 
get pepped up about. 


This is why alert dealers everywhere are ordering 
samples. If yours are not on the way—order them 
today. Retail prices $59.95, $64.95, 69.95, and 
$79.95. Conventional models $34.95 to $59.95. 


THE BARTON CORPORATION 
West Bend, Wisconsin 





When competition gets 
tough and prices are being 
cut, there is but one answer 
...and Barton has this answer 


NEW — EXCLUSIVE — WORTHWHILE AND PAT- 
ENTED FEATURES—Merchandise around which you 


can build a convincing sales story that can’t be 





Barton patented W ater 
Action diagramed. 15 
jets of water shot back 
through clothes from 
convoluted tub wall— 
1710 additional cur- 
rents of suds per min- 
ute—faster, more thor- 
ough. New double- 
action agitator im- 
proves action. Note 
clutch at top— most 
convenient, simplest. 
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Just 


Among 
Ourselves 


By CHARLES J. HEALE 


Editor, Hardware Age 


Taxation— 
Within the United States there 


are 175,417 governments author- 
ized to raise revenue through taxa- 
tion. It is no wonder that our 
annual tax bill mounts up faster 
than we can afford to pay it. Pro- 
fessor William Anderson is au- 
thority for these figures. In his 
recent study of the units of gov- 
ernment in this country he gives 
the following details: 


Counties . , 3,053 
Incorporated places 16,366 
Towns and townships 20,262 
School districts. . . 127,108 
Other units 8,580 

175,369 
States 48 


Governments with power 
to raise revenue 175.417 


A New NRA?— 


Maj. George L. Berry, Coordi- 
nator for Industrial Cooperation 
(new name for Administrator of 
“hoped for” revised NRA) is 
hopeful that some new form of 
bullet-proof NRA can be devel- 
oped. He has called a Washington 
conference for trade association 


officials to be held Dec. 9. The 
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announced purpose of this meet- 
ing is to “discuss the necessity for 
strengthening and _ continuing 
NRA.” Apparently the Major 
hopes the conference, in the name 
of organized business, will sponsor 
some form of legislation that will 
provide a new NRA. The hard- 
ware industry is not so disposed. 
The National Retail Hardware As- 
sociation, the National Wholesale 
Hardware Association and the 
American Hardware Manufac- 
turers Association will not partici- 
pate. They had enough of the old 
NRA and are not going to help 
promote a new one. According to 
recent press notices Major Berry 
issued 5000 invitations to business 
groups and received a total of 73 
per cent affirmative replies. “Af- 
firmative” in this case means 
agreeable to attendance and cannot 
be construed to indicate approval 
of the real purpose of the confer- 
ence. The Major is quoted as 
saying that the decision to pro- 
mote such legislation will rest 
with the conference. If so there 
probably won’t be any such ac- 
tion. If however, the procedure 
follows that practiced during the 
NRA period, the steam-roller plan 
will be followed and the confer- 
ence will find its objections over- 
ruled. 


Evidence— 
It is known that both the U. S. 


Chamber of Commerce and the 
National Association of Manufac- 
turers will be represented and 
that their spokesmen will be 
armed with overwhelming busi- 
ness opinion opposing a new NRA 
or any other form of attempted 
regimentation. In this connection, 
C. L. Bardo, president of the 
NAM declared that Major Berry 
is proceeding “on the arbitrary as- 
sumption that the lengthening of 
hours and reduction of pay have 
been a widespread practice” since 
the Supreme Court eliminated the 
NRA. Mr. Bardo further said that 
among NAM members, employers 
generally have maintained labor 
standards and have in many in- 
stances increased wages. This 
comment is inspired by Major 
Berry’s invitation which  an- 
nounces the conference as for the 
discussion “on unemployment, ac- 
celeration of recovery and main- 
taining of standards, etc.” 


Store Traffic— 


Until such time as price main- 
tenance legislation is more widely 
exercised, campaigns against the 
“loss-leader” scheme of building 
store traffic appears somewhat 
futile. The late NRA code struc- 
ture couldn’t and didn’t curb this 
vicious practice among chains, 
mail order and department stores. 
The current movement for State 
legislation controlling resale 
prices is not far enough along to 
be a sure help. As a result the 
loss leader idea is being widely 
followed by many retail fields and 
must be reckoned with as an es- 
tablished competitive factor. The 
obvious idea of this type of mer- 
chandising is to attract store traf- 
fic. The sale of the goods adver- 
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tised and/or displayed at the cut 
price is a mere incident in the 
plan. These stores could not sur- 
vive on the sale of the loss leaders 
alone but their experience is that 
getting people in their stores is 
worth a lot of money. As long as 
this is so, hardware merchants 
must follow the same procedure 
to obtain current business. An 
item with a small margin, if used 
continuously, and therefore sold 
frequently, has the merit of bring- 
ing regular prospects into the 
store for other purchases on which 
the margin is more attractive. 


Razor Blades— 


A splendid example of this 
problem is safety razor blades. 
The better-known brands carry a 
small margin, yet are in constant 
demand if priced competitively. 
Following a recent discussion of 
this subject, an executive of one 
well - known blade manufacturer 
made the following comment: 
“The general complaint seems to 
be that there is not enough margin 
of profit from the sale of our 
blades. The hardware dealer 
seems to overlook the most im- 
portant thing in our scheme of 
merchandising, that is, the per- 
centage of profit does not neces- 
sarily merit the handling of an 
item —it is the turnover that 
counts. Is it not a fact that the 
margin of profit from, say, ciga- 
rettes is lower than that received 
from most articles; yet, can you 
think of a dealer in the tobacco 
field who does not carry all of 
the nationally advertised brands. 
The answer is simply this: When 
a dealer carries a nationally ad- 
vertised product, the consumer ad- 
vertising creates the sale. and all 
the dealer does is act as a service 
station, to hand a package over 
the counter when it is specifically 
asked for, and in doing so makes 
a profit in the transaction.” 


Test Case— 


Wisconsin is knee deep in a 
test case concerning its Alfonsi 
Law, or Fair Trade bill, which 
legalizes intra-state resale price 
control. In New York State the 
fair trade bill (Feld-Crawford 
Bill) has been the winning survi- 
vor of the first round in the battle 
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against price cutters. A Brooklyn 
razor blade producer sued a cut 
rate drug store and won an in- 
junction which stops this druggist 
from cutting the established re- 
tail price on the manufacturer’s 
blades. The druggist had openly 
defied the law and the blanket or 
omnibus contract between the 
manufacturer and wholesale dis- 
tributors. His defense was prem- 
ised on an alleged preferential 
cost price and augmented with a 
counter-attack to prove the law 
unconstitutional. California had 
the first law of this kind. There 
are now ten states with such legis- 
lation on the books. Progress in 
utilizing the provisions of legal 
resale protection has been very 
slow with only a few manufac- 
turers taking the initiative. If 
these laws are to be effective 
wholesale and retail distributors 
will have to put up a coordinated 
fight. Otherwise these bills will 
become akin to the “no smoking” 
and “keep off the grass” signs, 
for impotency. 


Sales Tax Repeal— 


Last week, New Jersey repealed 
its retail sales tax law. Governor 
Harold G. Hoffman signed the 
bill at once, using red ink to stress 
his belief that it was a necessary 
tax to keep the State’s budget bal- 
anced, while relief funds were so 
urgently needed for the unem- 
ployed. Nevertheless, he signed 
the repeal bill because the tax 
had proved extremely unpépular. 
During the primaries in Septem- 
ber the sales tax was an important 
issue and voters showed their will 
as very much opposed to this tax. 
The tax started last July. In this 
experience there may be precedent 
for other states to follow, show- 
ing as it does that the will of the 
voting citizens is still a potent 
factor ‘in deciding issues affecting 
the pocket-book. Politicians rise 
and fall on the decision of the 
voting majority. Those seeking 
office can be made to understand 
how the public feels about sales 
taxes and the procedure in New 
Jersey offers the clue. 


Mailing Lists— 
A new racket is breaking out 
in Michigan preying on the retail 


shoe trade. The same idea may 
spread to include an attempt to 
fool retail hardware merchants. 
Here is the plan—a salesman of- 
fers mailing lists, to be sent each 
week over a four months’ period. 
giving names of men in the trad- 
ing area whose wives’ birthdays 
would fall due during that week. 
Letters were to be addressed and 
ready for mailing, inviting these 
men in and mentioning hosiery as 
a suitable birthday gift. The sales- 
man is said to have claimed the 
lists were obtained from insur- 
ance companies. Schoff’s Shoe 
Store, of Cadillac, writes Boot and 
Shoe Recorder that when it did 
not receive the service, after sign- 
ing a contract and making advance 
payment, a letter was written to 
the company. The letter was re- 
turned and investigation showed 
the company was unknown. In 
checking this story with insurance 
authorities, they report “no insur- 
ance companies release lists of 
names of policyholders or of 


ages.” 


Quality Tools— 


The recent announcements of 
the new high quality Disston hand 
saw to retail at six dollars each 
is encouraging for two basic rea- 
sons. It means that Disston has 
the courage of its convictions: 
that there is a market for better 
quality tools and that the hard- 
ware trade has the courage, the 
facilities and the desire to sell 
such tools. It is also a further 
definite indication that general 
business is on the upturn and 
that there is money in this country 
available to the seller who has 
confidence in the genuine value of 
better grade merchandise. While 
this move may not herald a gen- 
eral movement back toward better 
quality, better margins and better 
profits, it is a real contribution 
toward such goals and merits con- 
sideration and support. The tear- 
ing down of quality, margin and 
profits went merrily along un- 
checked for the past four or five 
years and the hardware trade felt 
it. Here is a move in the other 
direction, which will certainly 
serve as a test case for consumer 
reaction on the subject of quality 


goods. 
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ALF A CENTURY of service in the hard- 
ware industry, or in any business, is a 
record of which any man might well be 
proud. It is an achievement that comes to too few 
of us in the scheme of things. The hardware indus- 
try is blessed with the accrued wisdom which comes 
to men who have spent fifty useful and active years 
in the business. Such men merit some special rec- 
ognition and the appreciation of the entire indus- 
try. To that end the Harpware AcE FIFTY-YEAR 
CLUB dedicates itself—a new organization with- 
out dues, obligations, rituals, conventions or as- 
sessments. Men who entered the hardware business 
prior to 1885 are eligible. HARDWARE AGE salutes 
these half century veterans and will welcome ad- 
ditional members— 


FREDERICK PFEIFER, 
often referred to as “the dean of 
eastern hardware salesmen,” is 
well liked and much respected 
by the trade in the territory he 
has covered tor 53 years. His 
hardware career began in 1882. 
when he was employed by The 
Payson Co., Chicago. A year 
later he became sales representa- 
tive for the same company in a 
territory embracing a part of 
New England, New York State, 
and the region north of the Dis- 
trict of Columbia. He has repre- 
: sented the company in a similar 
FREDERICK PFEIFER Capacity ever since. He has also 
served as a director of The Pay- 

son Co., and, in addition to serving that company at the 
present time, he is also representing The Paine Co., Chi- 
cago, and The Threadwell Tap & Die Co., Greenfield, Mass. 
His sales office and stockroom is at 79 Barclay St., New 
York City, and two sons, Clarence and Fred Jr., are as- 
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HARDWARE AGE 
FIFTY-YEAR CLUB 


sociated with him in the business. Mr. Pfeifer was the 
first president of the New York City Hardware Square 
Club, and is a very active member of the Hardware 
Boosters. From 1911 to 1915 he served as Commissioner 
of Ridgewood, N. J. His greatest hobby, at 74, is the same 
as it has been for many years, that of helping others, and 
as a secondary diversion he enjoys baseball. 


Z. E. MARTIN, president and 
“salesman” of The Martin-Senour 
Co., and Martin Varnish Co., 
Chicago, completed 51 years of 
continuous service with the com- 
pany last September. As the com- 
pany’s products are principally 
sold to hardware merchants, it is 
a privilege to welcome Mr. Mar- 
tin to membership in the Hagrp- 
warE AGE Fifty Year Club. He 
was born in Canada in 1862. Fol- 
lowing graduation from Knowlton 
Academy, in 1882, he began his 
career in the paint industry 
through finding a position in Chi- 
cago, with a Lake Street paint 
firm. In 1884, another Chicago 
paint concern, The Senour Co., installed paint mills, and 
became the Senour Mfg. Co. Mr. Martin was the first 
salesman to be employed by the new paint manufacturing 
company, and to this date he prefers to be called a 
“salesman.” He has always been keenly interested in im- 
proving conditions within the paint industry, and is one 
of the original members of the Educational Bureau of the 
Paint Manufacturers’ Assn. He also has many other in- 
terests, including the development of improved varieties of 
flax. In this endeavor, he and his son, Wells Martin, 
vice-president and general manager of the Martin Varnish 
Co., operate an experimental farm near Winnipeg, which 
has more than 1000 acres under cultivation. He has served 
as president of the National Paint Manufacturers Asso- 
ciation of the United States, and as trustee of the Young 
Men’s Christian Association College, Chicago. He is a 
director of the Sherwin-Williams Co., Cleveland, with 
which company The Martin-Senour Co., became asso- 
ciated in 1916. For many years he was vestryman of the 
Church of the Redeemer (Episcopal) in Chicago, and is 
now its junior warden. He is a member of the Chicago 
Athletic Assn.; the South Shore County Club, Chicago, 
and the Wausaukee Club, Schaf, Wis., where he maintains 
his country home. His principal hobby is making sales 
and he also enjoys travel and country life. 





Z. E. MARTIN 
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How Van 


Michigan Hardware 
dealer does a com- 
plete job of merchan- 
dising holiday lines. 






OU can gain from this 
story of the VanDer- 
voort Hardware Co. of 
Lansing, Mich., much that 
will add to your volume and 
profit this Christmas. The 
main point to be observed is 
that Van goes about his 
Christmas merchandising 
with creative imagination and 


a thoroughness that makes ’ _ oe 
i ; This imposing building was formerly Uncle Sam’s postoffice in Lansing, Mich. 
se trade — conscious of A new post office in that city left this building exposed to Van’s imagination— 
anDervoort’s. Now Santa Claus calls it home when in Lansing. 
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By J. A. WARREN 


Managing Editor, Hardware Age 


ITIZENS of Lansing, Mich- 
C igan, population about 85,- 
000, intelligently invite 
Santa Claus to make their city the 
main headquarters of his Christ- 
mas journeys. As soon as you turn 
into the business section you are 
made aware of the fact by the 
hundreds of small evergreen trees 
placed in the flag pole sockets in 
the sidewalks. Added to this ex- 
cellent decoration are several gaily 
lighted trees at the street inter- 
sections. The whole business area 
seems to radiate Christmas cheer. 
It is a civic idea that may well 
be copied by any city or town, 
large or small, in the country. 
The next pleasant discovery for 
the rambling reporter of a hard- 
ware paper is that the hardware 
firms have educated the Lansing 
citizenry to look to the hardware 
stores for Christmas gift merchan- 
dise and toys. You can find this 
season’s goods in any price range 
you wish and all the items are 
up to date and worthy of any gift 
maker’s attention. 


Use Separate Store 


Among the several aggressive 
Christmas merchandisers in Lan- 
sing is the VanDervoort Hard- 
ware Co. For the store wishing 
to put on a real Christmas Carni- 
val, this store offers many ideas 
to attract young and old. It has 
been this firm’s practice for years 


to conduct its Christmas campaign 


in a separate store. Other years 
a nearby empty store was utilized, 
but last year the opportunity pre- 
sented iteself to obtain a recently 
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Brings Christmas to Lansing 





Entrance The revolving doors of the former postoffice keep crowds moving 
in orderly fashion for VanDervoort’s. Here we see the main 
entrance to Santa’s castle, a focal point for Christmas shoppers in Lansing. 





: At the rear of the main display floor, the Christmas shopper 
Main Floor finds Santa, the cowboy minstrels, Buck Rogers and many 
other entertaining features. 
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All Who Enter Here— 


find themselves in this interesting doll 


palace at VanDervoort’s. 


vacated post office. While this par- 
ticular building presented many 
difficulties, it also had many 
unique points that, with clever 
handling, made it very useful. 
The illustrations show this to 
good advantage. A revolving door, 
part of the post office original 
equipment, helps to handle the 
large crowds. As one enters the 
main floor a display about ten 
feet from the door features wheel 
goods of high quality. It is placed 
in the center of the floor in order 
to divert traffic right and left of 
the entrance. 

The open display tables are fit- 
ted with heavily framed glass 
which formerly did duty as 
screens in the old post office. This 
is just the right height to allow 
children to look through the glass 
at the toys and games, but does 
not permit handling them. 
Only an adult can reach over to 
handle the merchandise. Natu- 
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rally this helps to minimize shop- 
lifting. One is impressed by the 
wide variety of playthings dis- 
played on these tables. Chemistry 
sets, microscopic instruments of a 
good quality, even a_ practical 
printing press on the same prin- 
ciple as the regulation press, type 
and complete equipment, books 


(which, by the way, are cleverly 
arranged to lend gay color to a 
particularly dull corner of the old 
“letter dispenser”). Every imagin- 
able Christmas want is there. Even 
a standard portable typewriter is 
displayed on these tables. 


The Candy Corner 


A candy corner is installed to 
add interest, and cold drinks are 
available for large and small kids. 
One of the very interesting cor- 
ners is the doll house. This has 
been partitioned off and artistical- 
ly made to look like the facade 
of an old castle. Cellophane win- 
dows are realistically pelted with 
“snow” and the effect is attrac- 
tive. In this small girls’ heaven 
are dolls of every description, in- 
cluding the well known groups 
of five—quintuplets, they call ’em. 
The given names of another fa- 
mous five are attached, care being 
taken to omit the surname. Then, 
there is a doll that has been en- 
dowed with the usual baby’s abil- 





ity to require fresh “didees.” A 
bottle of water is part of the equip- 
ment with this doll and proper 


release completes the picture. 
Other dolls are the Dickens char- 
acters and character dolls from 
all nations. 

But the show must go on, so let 
us look at the carnival aspect 
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again. Santa Claus sits on two 
huge yule logs in a great fire place 
—logs not burning—and greets 
all the children. It is a treat to 
see some of those little faces light 
up shyly, but none-the-less ex- 
citedly. He asks them the usual 
questions about their behavior and 
what they want for Christmas. 
Santa’s sponsor, A. D. VanDer- 
voort, made good use of his mate- 
rials. He places Saint Nick just 
where the old post office elevator 
was and still is. By a graceful 
move Santa can back into his ele- 
vator, behind the scenes and go 
upstairs. Elevators being what 
they are, he can also come down. 


The Chimp Is No Chump 


Immediately to the rear of the 
elevator shaft is a platform on 
which one of the oddest and most 
interesting attractions ‘does his 
stuff. A trained chimpanzee, dis- 
turbingly human, laughs, shakes 
hands and behaves like an un- 
offending gentleman. Behind him 
is a pile of packages. For 25c. he 
will hand you a package and 
shake hands. It is said that this 
is going the limit in appreciation 
of patronage and is recommended 
here and there. To the right of 
this educational display is a log 
shack and display of cowboy 
clothing for movie hero worship- 
ers. In front of this two hand- 
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BoysanéGirls! IT OPENS SATURDAY 
VAN aN = IOYS, S 


O84 Pom Office Buikding — Michigna st Cant 


1018 


VISIT 


A Miniature Village Just Filled With Dolls 


The PETITE Furniture Mart 


Complete Furnishings for the Children 


EI The Men on the Piping Trapene 
Connie the Clown 


Real Circus Performers—im a whole act. 

















SMT 
CASTLE 


noneat in the ov > Office Building 
the State Capitol 
ge oe Michigan 


Our ground floor arrangement with 
wide aisles makes shopping easy. 
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Take a Tip from Santa 
“Select Early and Lay Away 
We'll Deliver Any Day” 
































=|VANDERVOORT’S [*=8=== 


A'S CASTLE 
The os my Office Building in the 
Shadow of the State Capitol—Lansing 






Sem ! 








Debver! 








Van’s Ads are large and effective. 
Left: General view of main floor. 


some young school boys of Lan- 
sing, dressed for all the world 
like Tom Mix, play concertina and 
banjo and sing songs of the range 
—and very good songs, too. They 
are the envy of the other boys 
and the admiration of the girls. 
When you have heard their con- 
cert you step into the small movie 
theatre—beg pardon, the “televi- 
sion” reception where the young- 
sters are given a glimpse of what 
is going on in the interplanetary 
squabbles of Buck Rogers with 
the Martian bad men. This pic- 
ture, shown from behind the 
(Continued on page 95) 
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They Bring Up the Hardware 


Forward planning of displays and advertising, coupled with 
Christmas gift merchandise for Smith-Winchester Company of 





embracing all departments 

throughout the year as 
well as at Christmas time is the 
aim of the Smith-Winchester Com- 
pany at Jackson, Mich. In the 
past, small toys have comprised 
an important part of its Christmas 
merchandising, but last year these 
were not included in their selling. 
Quality playthings such as elec- 
tric trains, erector-sets, wheel 
goods, were retained in the dis- 
plays and given prominence, but 
the very small items were elimi- 
nated. It must not be thought that 
the company is opposed to the 
idea of hardware stores handling 
toys. Both C. J. Watts, general 
manager and C. B. McKee, dis- 
play and advertising manager, be- 
lieve them to be excellent items 
for the weeks immediately pre- 
ceding Christmas, but they prefer 
to put the energy and investment 
of advertising that is required for 
small toys into promoting sales 
for their regular lines. 

Such items as high grade ba- 
rometers, sporting goods, high- 
grade cutlery—in fact, every de- 
partment of a hardware store is a 
gift department, says Mr. McKee. 
Tools are popular choice among 
women as gifts to their men folks. 
Whether they aim to keep dad and 
the boys interested at home crafts- 
manship or not they buy a lot of 
tool sets of high grade. Tool sets 
are progressive, too. When a man 
has been presented with a set of 


\ WELL-BALANCED trade 
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woodworking tools he’ usually 
adds to it of his own accord 
throughout the year. This is par- 
ticularly true of the rapidly grow- 
ing business in power driven tools. 
One power driven tool is almost 
certain to give birth to the idea 
of a complete workshop. Once the 
start is made, subsequent selling 
expense becomes less and less. 
Here, then, is one instance where 
the Smith-Winchester policy of 
giving regular hardware lines the 
benefit of its best thought. 


Sporting Goods 


Sporting goods also make ex- 
cellent Christmas gifts and this 
hardware store makes the most 
of its opportunity. Every season’s 
requirements may be sold, almost, 
at this season. The girl who plays 
tennis is glad to receive a new 
racquet even though she may not 
be able to use it until spring. 
Footballs are prominent on the 
tables of the Smith-Winchester 
store at the Christmas season as 
well as in their regular season. 

Housefurnishings come in for 
their share of Christmas attention, 
particularly since they have taken 
on their gay colors. Not only 
have housewares been brightened 
up of late but they have included 
many new and unique ideas. Now- 
adays girls are taught cooking in 
the schools and these schools use 
the very best and latest of utensils 
and equipment. Such high grade 
equipment in the schools has en- 
gendered a high regard in the 
pupils’ minds for them. They are 
not satisfied with inferior equip- 
ment in their homes. Soon they 


will be equipping their own 
homes, so Smith-Winchester Co. 
have the foresight to cultivate the 
girl pupils. Their interests are 
considered in the advertisements, 
and letters acquaint them with new 
items. If too much attention is 
given to the seasonal selling of 
small toys, this firm believes, the 
regular lines which pay well and 
are the store’s mainstay through 
the other eleven months, are over- 
looked. This firm believes that 
the advertising percentage re- 
quired to move regular lines is 
so much lower that they should 
receive all the Christmas sun they 
deserve, for they are permanent 
prestige builders. 

The same policy that prevails 
in the Smith-Winchester Com- 
pany’s selling in the store also 
prevails in their advertising and 
window displays. All departments 
are given their rightful play. “I 
believe in scattered shot,” says 
Mr. McKee. When an overheavy 
amount of space is given to one 
department or one item you are 
reducing the number of people to 
whom you are appealing, where- 
as the ad with a well selected list 
of items actually widens your ap- 
peal. It would be hard to find 
a store where better window dis- 
plays are averaged throughout the 
year. Mr. McKee’s displays have 
won many prizes given by vari- 
ous manufacturers of hardware 
lines. These prizes were in com- 
petition nationally and his inter- 
est is wholly in bringing the 
Smith-Winchester store to the fore 
as a merchandising force. He 
wants Smith- Winchester to be 





HARDWARE AGE 





be 
J 


i 


with 
y of 





Jackson, Michigan ... . 





among the winners. His en- 
thusiasm has made such a result 
on many occasions. 

The window displays are tied 
in with the store’s advertising and 
store displays. Every idea that 
Mr. McKee can garner is saved 
and worked in wherever possible. 
Ideas from the trade papers, ideas 
from large department stores, are 
all grist to his mill. His windows 
for next year are all planned and 
built. There is no last minute, 
poorly executed window display 
put in these window spaces, be- 
cause it is recognized that the 
space is too valuable. Often win- 
dow trimmers do not value their 
space, but if they were paying 

(Continued on page 94) 
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Advertising 


Greatly reduced re- 
productions of the 
advertising that has 
proved successful for 
Smith-Winchester Co., 
Jackson, Mich. The 
upper part shows two 
pages ,of a four-page 
announcement of their 
Christmas gift offer- 
ings. These items are 
practically all regular 
hardware lines carried 
by the store through- 
out the year and given 
special attention in 
displays and advertis- 
ing during the Christ- 
mas season. Lower: 
A six-col. ad with 
good position, sur- 
rounded by reading 
matter. 






Regulars for Christmas 


balanced merchandising makes hardware items first class 
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These windows will help you double your trade 


By Christmas| 


HERE will be a lot more 
Christmas business done this 
year than in recent years. 

It will be done largely by those 

















This is the arrangement of fixtures 
for the window on this page 
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who make a real bid for it, and 
the nearest medium of appeal is 
your window space. These win- 
dows are designed to put the hard- 
ware store in the front ranks of 
attractive centers for Christmas 
shoppers. Both may be installed 
with a reasonably small amount 
of time, since they use the Harp- 
WARE AGE interchangeable dis- 
play fixtures, and motion may also 
be introduced with little trouble. 
The owl’s eyes provided with a 
pair of blinking lights will add 
more selling power than the effort 
costs and the rising and lowering 
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sun in the other window can be 
attached to a string on a set of 
pulleys attached to your door so 
that each time it is opened the 
sun will rise and proclaim the 
number of days left for shopping 
before Christmas. 


Clean Windows 


Absolutely clean windows are 
important and as much light as 
you can get into your windows 
without causing a glare will make 
the cash register busier than it 
has been. In the window featur- 
ing sporting goods the glass screen 
for the sun may be “frosted” over 
with whiting and the letters wiped 
out with a rag. If it is inconveni- 
ent to get a large piece of glass 
for this purpose, you can use wall 
board with equal success, letter- 
ing the sign in the regular way. 

To back up your windows, use 
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your advertising. Whether you 
use newspapers or direct mail, 
call attention to your window dis- 
plays and keep doing it right up 
to Christmas. People are looking 
for attractions as well as gift mer- 
chandise at this time of the year, 
and if you announce window dis- 
plays that will interest them you 
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will bring them that much nearer 
your sales floor and your cash 
register. 

Arrange your store displays so 
that they will also reflect the win- 
dow displays and in a way that 
will cause people to circulate 
through the store. One way to do 
this is to have the wrapping coun- 
ters and cash registers located 
toward the rear. People will fol- 
low a five-dollar bill to the cash 
register, no matter how far it is 
away from the point of sale, and 
in so doing they are exposed to 
further sales. Have some small 
items in the nickel and dime price 
range near the cash register so 
that when customers get their 
change they will be tempted to 
include these items in their pur- 
chases. 

Keep the slogan in mind: 
“Double your Christmas business 
this year.” 
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Old English Capitals 


For Holiday Show Cards 


HRISTMAS and the holi- 
C day season is the time of 

all times when the show 
card becomes conspicuous every- 
where. Cards lettered in bright 
colors give the interior of the 
hardware store a festive appear- 
ance and they are an attractive 
and valuable asset to every win- 
dow display, whether it be the 
price tickets placed in the mer- 
chandise or the descriptive card 
which tells the story. 

The giving of practical gifts 
seems to be growing in favor each 
year and the hardware store is the 
mecca for the largest and best as- 
sortment of practical gift sugges- 
tions. The writer found a Christ- 


mas list in the train and was. 


interested to note that six items 
out of the ten could be purchased 
in a hardware store. 

The Old English alphabet is a 
general favorite for holiday show 
cards, and if used for illuminated 
capitals greatly enhance the ap- 
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pearance of the card. They look 
well in connection with the lower 
case Roman letters. 

Holly leaves are made by first 
making long ovals in dark, green 
and then using the tip of the brush 


to make the sharp thorn points 
around edge of leaves. The bright 
red berries are just little red 
dots made with the tip of the 
brush in clusters of four, five or 


(Continued on page 98) 
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Mark Yourself Down 
and Cheer Up 


ECENTLY here in New 
R York there was a very in- 
teresting series of meet- 
ings held under the auspices of 
the International Association of 
Sales Executives. Most of the 
speeches were very good. Several 
were terrible. One man got up 
and read a long speech. It took 
about an hour. Everything he said 
everybody knew already. But he 
was on the program and nothing 
could stop him. The audience 
suffered in silence. One man at 
my table when he finally finished 
remarked: “That speaker was cer- 
tainly a High Priest of the Ob- 
vious.” 

However, in this world, to dig 
out a little good we have to go 
through a lot that is bad. Pro- 
fessor and Madam Curie had to 
handle tons and tons of clay to 
finally get that little pinhead of 
radium. But the radium was worth 
all the time and trouble. So, when 
you go out to listen to speeches 
and to attend conferences, you 
must expect to wade through a 
lot of clay to get the radium of 
an occasional brilliant thought. 

One of the speakers had a lot 
of statistics about consumption in 
the United States. This speaker 
gave all of us not only many good 
laughs, but a whole lot to think 
about. He stated that his facts 
were gathered from the records of 
goods manufactured, dividing 
these records by the number of 
people in the United States, and so 
he was able to arrive at the per 
capita consumption of a long list 
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of goods used per annum in the 
United States. For instance, what 
is the average number of breeches 
used and worn by each man and 
boy in this country per annum? 
The answer is less than one pair 
per year. The exact figures are 
one pair in fifteen months. It 
would therefore appear that there 
is a great field for development 
in the sale of breeches. American 
men and boys buy one overcoat 
every three years per capita. But 
what surprised me most was that 
men, women, boys and girls on 
the average buy two pairs of shoes 
a year. Doesn’t it seem funny that 
they only have one pair of breeches 
but two pairs of shoes? But upon 
inquiring into the matter, I find 
that in the average family there 
is great wear and tear on shoes, 
more so than other items of dress. 
This is especially true of children. 
They are very hard on shoes, and 
the price of children’s shoes com- 
pared with other shoes seems very 
high. It is not surprising that in 
a large part of the country chil- 
dren go barefoot, and as far as 
that goes, grown-up people, too. 
On a trip the past summer to a 
Southern state, it seemed strange 
to me to see barefoot men stand- 
ing on the station platforms. 
While those of us who live in 
cities and towns have the impres- 
sion that practically every home 
in the United States has running 
hot and cold water and electricity, 
when the actual figures for the 
entire country are put down on 


paper, it is found that millions 
of homes have none of these lux- 
uries. Statistics in regard to 
plumbing, toilets, wash tubs, etc., 
indicate there is still a tremendous 
field for the sale of what most of 
us consider necessities, in a vast 
number of homes in the country 
who now think of those things 
as luxuries. They are still hauling 
water from the well and heating 
it in the wash boiler on the kitchen 
stove. 

This particular talk was inter- 
esting because it indicated the pos- 
sibilities of a great buying field 
in this country. Of course, this 
field is limited because of lack 
of buying power. I was startled 
to learn that the average income 
per family in the United States 
is just over $1,000 per annum. 
When the big item of food and 
the other big item of rent is paid 
out of this, very little is left for 
luxuries. Therefore, the great 
problem of the country is to in- 
crease the average income and 
so increase buying power. The de- 
sire for all these things is there. 
The field for selling is almost un- 
limited. 

The other day I had occasion 
to rise at daylight and take an 
early morning train on the Penn- 
sylvania Railroad for Harrisburg, 
Pa. After passing through Phila- 
delphia we were soon traveling 
through one of the most remark- 
able dairy farming counties I ever 
saw. From a fellow passenger I 
learned it was Lancaster County. 
Many of the farm houses and even 
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the barns were built of stone. A 
group of farm buildings in extent 
looked almost like a manufactur- 
ing plant in Connecticut. It was 
a rolling country and very well 
drained. There were frequent 
small creeks or rivers. Every barn 
had a large silo, and in the fields 
were countless herds of Holstein 
cattle. This county is one of the 
richest agricultural counties in the 
United States. There is only one 
other county that competes with 
it, and that, I believe, is Alameda 
County in California. 


Signs of Prosperity 


As we passed the various sta- 
tions, I studied the people, and 
they all looked prosperous. There 
were quite a few cars drawn up 
at every station, many of them 
new. I am sure the men in this 
section of the country have more 
than one pair of pants a year. 
Also they have electricity and 
modern plumbing in every farm 
house. The road passes through 
the enterprising manufacturing 
towns of Lancaster and York. On 
all sides, especially in the farm- 
ing districts, were signs of pros- 
perity, and one of the signs was 
that these farmers used paint on 
their buildings. Almost all the 
farm houses, and even the build- 
ings in the cities through which 
we passed seemed to have been 
freshly painted. What a difference 
as compared with the farms in 
Ohio, Illinois and Indiana. Why 
don’t the farmers in these latter 
states paint up? Why are the 
farmers in Lancaster County, Pa., 
so much more prosperous than 
they are in these other states? In 
answer to these questions I was 
told that these farms in Pennsy]l- 
vania were very old, the mort- 
gages long since having been paid 
off. The descendants of the orig- 
inal Dutch and German settlers 
are frugal and industrious. They 
are first-class farmers, and in this 
particular section through which 
I passed, they devoted their at- 
tention to dairy farming, using 
the most modern methods. 

Pennsylvania is a curious and 
interesting state. It is full of all 
kinds of cults and religions. There 
are the Quakers, the Shakers and 


the Mennonites, not to mention 
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many others. I have an old-time 
print of a Shaker meeting. One 
of the tenets of their faith, and 
they get their name from this pecu- 
liarity, is that a good way in 
which to get rid of sin is to shake 
it out of their system, so the men 
and women stand up on each side 
of the church and worship by a 
sort of dance, which thoroughly 
shakes up the whole system. This 
may seem odd, but, after all, it 
has its historical foundations. In 
ancient days dancing in the tem- 
ples was an important part of all 
religious ceremonies. The Romans 
and the Greeks all danced, and 
even in the Bible you will find 
references to worship, singing to 
the psalter and the harp, accom- 
panied by dancing, and in one 
place you will remember it states 
that “David danced before the 
Lord.” 

But how I do wander around. 
What I started out to write about 
were the people I meet almost 
every day, who before the depres- 
sion were very well off. These 
people have lost their money. 
There is nothing surprising about 
that. We are told that wealth 
takes wings. But the unfortunate 
thing is that they have not only 
lost their money but their nerve 
as well. And they have not only 
lost their nerve but their sense 
of humor, too, which is the great- 
est calamity of all. 


Despair 


These people come in to see me, 
and my problem is to try to cheer 
them up and get them into a nor- 
mal way of thinking again. They 
have lost confidence in them- 
selves. When I suggest plans by 
which they can again get a start, 
they hem and haw and actually 
have not enough confidence in 
themselves to start carrying out 
any of these money-making plans. 

One young fellow who lost his 
job told me he was just on the 
verge of committing _ suicide. 
“Well,” I told him, “that is per- 
fectly all right if it is necessary. 
But are you quite sure that you 
have reached the end of your 
string?” Then I told him some 
stories about some of the men who 
made the greatest successes in the 
world, but at one time in their 
careers had contemplated suicide. 


One of them, strange to say, was 
Napoleon. It is said of him that 
for years he carried a deadly 
poison in a vial on his person, so 
that whenever the time came that 
he decided he wanted to die, he 
would be prepared. However, that 
time never came. He lived through 
countless battles. He had his ups 
and downs, and finally died in a 
bed at Longwood in St. Helena. 


Melancholy Lincoln 


Another famous man who con- 
templated suicide was Abraham 
Lincoln. Lincoln at one time 
thought he was losing his mind. 
He disappeared into a remote 
place in the woods. A friend had 
to go after him and bring him 
back. Lincoln didn’t see anything 
in life worth living for. As a mat- 
ter of fact, it is well known among 
students that all through his life 
Lincoln, while a great story teller 
and a humorist, was afflicted with 
a profound melancholy. You, of 
course, remember that his favorite 
poem was, “Why should the spirit 
of mortal be proud.” Just read 
that poem. If the spirit of mortal 
were proud and read that poem, 
it would soon get over that pride 
and relapse into a state of melan- 
choly. But Lincoln loved that 
poem and frequently recited it. 
He knew it word for word. 

I sometimes think when people 
get to a certain state of melan- 
choly, they enjoy it. In fact, when 
I attempted to cheer up some of 
my friends who are in that state, 
they became angry with me, say- 
ing I didn’t appreciate the terrible 
situation they were in, that I 
lacked feeling, etc. I suppose I 
would have been all right if I 
had fallen on their necks and 
wept copious tears with them. 

Now let me say to those in 
these times who are enjoying 
themselves passing through the 
depths of the valley, that I find 
even now we are having about 
the average amount of sunshine. 
The flowers blossom, the birds 
sing, and it is surprising how lit- 
tle food we need to keep alive. 

One day one of my depressed 
friends came in to see me, and 
in the course of our conversation, 
asked: “Well, what do people 
think of me? I am out of a job.” 

(Continued on page 100) 
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Homeworkshop in the Model Home of America, Atlantic City, N. J. 





Thousands Visit Homeworkshop in 


Atlantic City Model Home 


F particular interest to hard- 
O ware men is the complete 

home workshop in The 
Model Home of America at Atlantic 
City, N. J. Its inclusion in the ex- 
hibit, at a time when interest in 
home-craft is keen, has enabled 
thousands to view the workshop dis- 
play as an integral unit of the 
modern home. 

A great number of people visit 
Atlantic City for their holidays or 
to attend conventions. Many have 
already visited and many more will 
see the Model Home and thus the 
idea of a home workshop for rec- 
reation or profit will be instilled in 
their minds. The dealer can take 
advantage of this potential market 
by selling the same idea to his own 
community. 

Representing an investment of 
several thousands of dollars, the 
workshop has every modern me- 
chanical device for woodwork, gen- 
eral home “puttering” and all forms 
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of woodcraft. Manufacturers who 
have equipped the workshop are: 
Walker-Turner Co., Inc., Plainfield, 
N. J., wood and metal working ma- 
chinery; workbench by New Britain 
Machine Co., New Britain, Conn.; 
saw, files and garden tools by Henry 
Disston & Sons, Inc., Philadelphia, 
Pa.; Stanley tools by Stanley Rule 
& Level Plant, New Britain, Conn.; 
portable sanding machine by Porter- 
Cable Machine Co., Syracuse, N. 
Y.; vises and clamps by Columbian 
Vise & Mfg. Co., Cleveland, Ohio; 
power driven paint sprayer by W. 
R. Brown Co., Chicago; lathe 
chucks by Watson Mfg. Co., Toledo, 
Ohio; Le Page’s Glue by Russia 
Cement Co., Gloucester, Mass.; 
paint, lacquer and varnish by John 
Lucas & Co., Inc., Philadelphia; 
Plumb hammers by Fayette R. 
Plumb, Inc., Philadelphia; and 
Yankee screw drivers and drills by 
North Bros. Mfg. Co., Philadelphia. 

The Model Home of America was 


first opened June 22 and 23 for a 
preview by the exhibitors, officials of 
Atlantic City and others by invita- 
tion. The official opening to the 
public was on June 27 and during 


(Continued on page 52) 
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PROGRESS being made by REA toward farm 


electrification was emphasized by 


the announcement on Nov. 4 of Administrator Cooke 
of approval of seven electrification projects involving loans 
totaling $2,339,612 and calling for the construction of 2040 


miles of line to: serve 8286 farms. 


Also at that time, Mr. 


Cooke said, these projects calling for loans between $30,- 
000,000 and $40,000,000, were under consideration. 


The approved projects and their sponsors follow: 


Boone County, Ind., $567,926; 
587 miles; 2200 farms; Indiana 
State-Wide Rural Electric Mem- 
bership Corporation, sponsored 
by State Farm Bureau. 


Rhea County, Tenn, $38,058; 
38.9 miles; 215 farms; city of 
Dayton, Tenn. 


Scott’s Bluff and Sioux Coun- 
ties, Neb., $310,000; 226.5 miles; 
839 farms; Roosevelt Rural Pub- 
lic Power District. 


Scott’s Bluff County, Neb., 
$65,000; 47 miles; 143 farms; 


Gering Valley Rural Public 
Power District. 

Miami County, O., $254,000; 
193 miles; 690 farms; Miami 
Rural Electric Cooperative, Inc. 


Bell County, Tex., $33,000; 30 
miles; 110 farms; Barlett Com- 
munity Light & Power Co. 


Dallas County, Ia., $6,100; 
three miles; 50 farms; Central 
Power Co. 


Twenty-two counties in South 
Carolina, $542,328; 511 miles; 
2128 farms; South Carolina 
Rural Electrification Authority. 





























Shelby county, O., $350,000; 
270 miles; 1005 farms; Shelby 
Rural Electric Cooperative, Inc. 


Monroe county, Miss., $81,000; 
35.3 miles; 361 farms; Monroe 
County Electric Power Associa- 
tion. ’ 

Meigs County, Tenn., $92,200; 
78.6 miles; 545 farms; Meigs 
County Electric Membership 
Corpn. 
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Flectritication Makes Gains 


Government's REA program of construction will provide electricity for 8,286 farms, 


giving them safe, economical and convenient power. Opens vast new market for 
appliances, sundries, lamps and power equipment and benefits rural families and 


hardware merchants in all parts of the country .. . 


AKING a practical ap- 
peal on the basis of safe- 
ty, economy, convenience 


and the banishing of drudgery, 
the Rural Electrification Adminis- 
tration is achieving real headway 
in its vigorous effort to sell the 
idea of electrifying rural Amer- 
ica. 

Through conferences and liter- 
ature, REA is emphasizing these 


points. As a result, it is enlisting 
the cooperation of farm interests, 
manufacturers of electrical appli- 
ances and privately and publicly 
owned power plants. Not alone 
the farmer but his wife as well, 
is taking an active part in this 
campaign to modernize the farm 
by bringing to it all the comforts 
enjoyed by her urban sister. Be- 
ing visualized for her is the day 


when she, too, can have code hours 
and with her husband and family 
have leisure that now is denied 
to 90 per cent of the farms of the 
nation. For only one farm out of 
ten has electricity. In consequence 
the vast bulk of the farming com- 
munity suffers a tremendous eco- 
nomic loss through the wastage of 
time and therefore of money, to- 
gether with denial of recreation 





A farm kitchen in North Carolina, more than 150 years old, modernized by the coming of electricity to rural sections. 
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and their health-giving qualities. 

The drudgery of endless tasks 
still prevails for nine out of ten 
farm wives and farmers. Toting 
water, stoking the fireplace, hand- 
washing, bathing in wash tubs, 
cooking and ironing over hot 
wood fires, keeping food in the 
old spring-house with much of it 
spoiled because of poor refrigera- 
tion, is still the order of the day 
for the farm wife as she plods 64 
to 77 hours a week, with no holi- 
days. Meanwhile, the farmer 
milks by hand, grinds corn by 
hand, pumps or draws water by 
hand, has inadequate and danger- 
ous lights for performing night 
chores and otherwise generally re- 
sorts to his own man-power for 
a livelihood. Every fifteen min- 
utes, according to REA, a rural 
building is burned. And once the 
fire is started it is most often the 
case that it has comparative free- 
dom of destruction against the un- 
availing attacks of dashes of water 
carried in buckets, pails, pots and 
pans, for even the effective port- 
able fire extinguisher is relatively 
a rarity on the farm. Fire takes 
an estimated toll of 3500 lives 
on farms in the United States an- 
nually, or about ten lives each 
day. Property damage by fire in 
rural America amounts to $250,- 
000,000 annually. The absence of 
adequate protection against fire, 
such as would be afforded by high- 
pressure through electrification, 
obviously means high insurance 
rates. Given such protection there 
would result not only the safety 
to life and property, but also 
economy through reduced insur- 
ance rates. 


Shorter Wife-Week 


Probably there can never be a 
definite work week set for the 
farm wife any more than one can 
be fixed for the city wife, but as 
a mark at which to shoot, farm 
women are being supplied with 
practical arguments which point 
to a 40-hr. week for them. Elec- 
trical appliances plugged into 
homes wired in from lines run- 
ning along the nearby highway, 
made available throughout rural 
America under the REA plan, are 
to be put in the reach of farm 
wives. 

Progress toward electrification 
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has been started by the Tennessee 
Valley Authority, but under the 
expanded EFHA, the REA has a 
potential hook-up to reach all 
over the country’s agricultural 
communities. Electric stoves, elec- 
tric irons, electric refrigerators, 
electric vacuum cleaners, electric 
washing machines, radios and 
other electrical appliances are be- 
ing offered as mechanical slaves 
for the farm wife, just as electrical 
appliances are being offered to 
work for the farmer through at- 
tractive financing costs. 


A Wide Market 
Clearly a wide market, EFHA 


estimates that in the next few 
years, indirect and direct sales, 
due to operations of REA, will 
aggregate $350,000,000. EFHA 
will lend money for the purchase 
of electrical appliances. REA will 
make loans to private utilities and 
cooperative organizations as well 
as to states and municipalities for 
the construction of rural electric 
lines. Loans will be made nor- 
mally for a period of twenty years 
at a rate of three per cent. De- 
tails of financing by both organi- 
zations were outlined in Harp- 
WARE ACE of Sept. 12 

The active interest of rural 
America in the electrification is 
denoted by cooperation being 
given by the American Farm Bu- 
reau Federation and the Associ- 
ated Women of the American Fed- 
eration. The Rural Electrification 
Committee of the Farm Bureau 
has called upon all of its state 
representatives to join in an ef- 
fort to get construction of rural 
electric lines started before frost. 
Rural electrification will be one 

















of the major topics at the na- 
tional conference of the Asso- 
ciated Women on Dec. 6 and 7 
in Chicago. 

The Federation’s Committee is 
giving special attention to foster- 
ing activity by existing or newly 
formed electric service coopera- 
tives through which organized 
groups of farmers may build and 
operate their own power and light 
lines. The committee, however, ac- 
cording to REA, plans to promote 
the extension of rural service by 
all feasible methods. The fullest 
information on present rural elec- 
trification activities is being gath- 
ered by the committee. To this 
end it has distributed a question- 
naire to each state. When the in- 
formation is prepared a regional 
conference of State Farm Bureau 
representatives for rural electrifi- 
cation will be called. 

Mayors of Indiana cities have 
pledged themselves to extend their 
electric lines into rural areas, it 
has been announced, even if there 
is no hope of profit, “as a mat- 
ter of duty to their supporting 
territory.” The mayors took this 
action at the first meeting of the 
Indiana Municipal League, held 
in Indianapolis on Sept. 20. The 
meeting was attended by Boyd 
Fisher, head of the Cooperatives 
Section of REA, who is cooperat- 
ing with groups joining in the 
electrification movement. REA 
representatives also will attend a 
conference in Kansas City, Mo., 
and Kansas, Nov. 7, of managers 
of municipal power plants. While 
the primary purpose of the con- 
ference is to bring together munici- 
pal plant managers and operators 
for discussion of their common 
technical and operating problems, 
attention also will be paid to the 
possibilities of collaboration be- 
tween the plants and REA. Over 
600 municipally owned plants, or 
more than a third of the total num- 
ber, have already expressed inter- 
est in rural electrification through 
their trading areas, according to 
REA. 

The REA also is receiving co- 
operation at the hands of the 
private power industry, the man- 
ufacturers of electrical and plumb- 
ing equipment, the National 
Association of Master Plumbers, 
and other agencies. 
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LETTERS 
to the EDIT 


Mr. Willis Writes Mr. Tuttle and Fully 


Agrees With Him 


Penns Grove, N. J.—I have read 
with considerable interest your ar- 
ticle “We Are Lost—Unless We 
Come to Our Senses” in the Oct. 10 
issue of Harpware AGE, and I fully 
agree with everything you have said, 
and it is te be hoped that more men 
of your caliber, ability, and courage 
with vision and foresight such as you 
have shown may spring up and voice 
their disapproval of our present gov- 
ernmental system in the manner in 
which you have. 

You have spoken of the NRA as 
“dastardly nonsense.” May I state 
that you are, in my opinion, entirely 
too modest, for in my opinion, the 
NRA and its many kindred alpha- 
betical monstrosities are a lot of 
senseless childish nonsense, impos- 
sible of any accomplishments of 
value to the real cause they are in- 
tended to help and as unworkable 
as they are extravagant. It seems 
overwhelmingly evident that the 
minds which conceived the NRA 
were without any experience what- 
ever that is gained by contact with 
the world, or else incapable of ma- 
ture deliberation in the first place, 
one or the other, for the reason that 
it was an unworkable jumble of 
ideas, impossible of application, 
even if legal, and it is to me, a 
(Democrat) indeed humiliating to 
think our party has sent representa- 
tives to Washington who are so 
utterly lacking in either apprehen- 
sion or comprehension. 

I have learned that one of our 
representatives in Washington, a 
Senator, I believe, has suggested 
(sarcastically, of course) that the 
next step which should be taken 
looking toward further useless 
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squandering of additional billions of 
the taxpayers’ money, would be to 
take a tree census of all of the trees 
over the United States and to set up 
bureaus for the management of 
same. While sarcastic, this sugges- 
tion, if carried out, would be no 
more senseless in my opinion than 
some things that are in vogue at the 
present time. 

It is my opinion that we are head- 
ed for political slavery and a com- 
plete collapse of our old system of 
government and liberty, even to the 
extent that we shall shortly be de- 
nied freedom of speech if we do not 
awaken, THINK and ACT. 


R. F. Wiius, President, 
R. F. Willis & Brother. 





Money’s Worth 
Forty-Fort, Pa.—Enclosed is a 
check for one dollar for HARDWARE 
Ace—don’t ever let it stop—many 





single issues are worth more than 


one dollar to me. 
B. L. Dissrow. 





Prices on Butts 


HAVERHILL, Mass.—lIn these days 
of mad maniacs even in our Govern- 
ment no doubt you get your fill of 
these kind of letters. 

Just calling your attention to one 
specific instance. 4 x 4 butts list 
at $34.51 per hd. pair, 44% x 44% 
butts list at $76.80 per hd. pair. 
only % in. larger, 2% times the 
price. If this were the only instance 
of inconsistency by the manufacturer 
could likely pass it over, but there 
are hundreds just as ridiculous as 
this. I suppose it’s NRA efficiency. 
Don’t expect you to do anything 
about it, just calling to your atten- 
tion, though you probably have the 
lists. 

S. E. Staptes, Prop., 
Staples Hardware Co. 





Brings Big Dividends 

SEATTLE, WasH.—Inclosed please 
find our check No. 3081 in payment 
of subscription to HarpwarE AcE 
for the year ending Nov. 1, 1936. 
We consider this a dollar well spent. 
Each issue brings us big dividends. 

Thank you for our copy of the 
“Who Makes It” a wonderful book 
for information. 

James P. STRAKER, 

Straker Hdwe. & Auto Supply. 





What Is A Jobber? 


Lincotn, Nes.—I was very much 
interested in your editorial discuss- 
ing what a jobber is, and how to de- 
termine his status. You will no 
doubt remember that the Supreme 
Court defined very clearly what a 
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jobber was, and what function he 
performed as one. It does not seem 
as if manufacturers should have any 
difficulty in determining who a job- 
ber is and what his relations are to- 
ward the trade. A quantity price 


does not recognize this definition of 
a jobber when they have attempted 
to let anyone qualify based on quan- 
tity purchased. 

E. E. Henk te, President, 

Henkle and Joyce Hardware Co. 





Favors Quantity 


Manitowoc, Wis.—We have just 
read your editorial on ammunition 
and wire cloth. We are heartily in 
accord with the quantity basis in de- 
termining discounts as the functional 
basis lends itself to too much abuse 
because of the difference of opinion 
and the latitude of interpretation 
which it offers to not only the sup- 
pliers themselves but their salesmen 
calling on the trade and turning in, 
if not erroneous reports, at least re- 
ports which are more favorable than 
they should be, in order to permit 
favorite accounts to enjoy prices 


Discount Basis 


they are not entitled to on the basis 
of their volume as well as function. 

We hope the wire cloth set-up will 
not break down like the ammunition 
set-up did, although we might say 
that the ammunition picture has im- 
proved considerably as the season 
advanced, showing that even those 
jobbers who deviated from their 
policy were wrong, and it was neces- 
sary to make a profit if they wanted 


_to stay in the ammunition picture. 


ArtHur G. STANGEL, Vice-Pres. & 
Sales Megr., 
J. J. Stangel Hardware Co. 





Favors Functional Discount Basis 


Witmincton, Det.—We are em- 
phatically in favor of the principle 
of functional basis as a requirement 
for jobbers or wholesale distribu- 
tors against the factors of quantity 
only. 

To us there can’t seem to be any 
question that just as much goods will 
be sold by manufacturers if they 
adhere to the functional basis. If 
manufacturers of wire goods sell our 
customers, it would certainly appear 
that they are not obtaining more 
total business than if they permitted 


us, as wholesale distributors, to 
carry out our wholesale functions in 
the plan of distribution from manu- 
facturer to wholesaler to retailer to 
consumer. 

We certainly appreciate your own 
efforts in this behalf and feel that 
if wholesalers themselves would 
really support the functional plan, it 
would go a long way in eliminating 
some of the abuses now prevalent. 

I. B. Finxerstetn, Vice-Pres. & 

Treas., 
Delaware Hardware Co. 





Likes Convention Issue 


New York City—I want to com- 
pliment you on the Convention Is- 
sue of HarpwareE Ace (Oct. 24, 
1935). It is comprehensive, interest- 
ing and instructive, and I feel that 
you folks have done a real good job. 
Wm. B. Pautscrart, Vice-President, 

R. K. Carter & Co. 





Approves Editorial 


Ottumwa, Iowa—Your editorial 
on the subject of ammunition and 
wire cloth is a very good one indeed. 
We believe you have thoroughly 
analyzed the situation and we are 
quite in accord with your suggestion 
that these plans for stabilization 
should be given a fair and thorough 
trial before judgment is passed upon 
them. No doubt both plans will be 


found imperfect in some respects 
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but suggestions for revisions can 
better be made after a fair trial than 
before. 
C. S. Harper, President, 
Harper & Mclntire Co. 





Henry Ford—A Builder 


Brooxtyn, N. Y.—A recent visit 
to the Ford plant at Detroit amazed 
me to think that in one generation a 
human could possibly organize and 
create an institution so vast and com- 
plicated with such coordinated work- 
ing unity that this plant represented. 

Here are thousands of men and 
machines each doing a part in the 
building of cars. 

Impressive as this sight was it 
faded into insignificance when we 
approached a room where people 
who were blind, others who were 
crippled and women whose husbands 
had been hurt or were former em- 


ployees all working and all having 
special jobs that were within their 
power to do. 

These people have special care 
while at work and transportation to 
and from their jobs and all receive 
pay equal to the normal average 
worker. 

It was to me the one great answer 
to the pressing problem of relief. It 
was adding a dignity to the indi- 
vidual and a respect for labor that 
doles or like subterfuge can never 
do. 

The problems of money standardi- 
zation, business regimentation, farm 
relief and the other matters which 
we have been so acutely living with 
are all ones that time itself will set- 
tle; but unemployment relief deals 
with an age old problem that has 
been set on a new pedestal. 

It has been changed from a chari- 
table foundation to a political puz- 
zle. One who thinks at all must 
realize that Henry Ford at Detroit 
has pointed out one cure. There 
must be others, 

The man or woman willing to 
work must be helped but there can 
be no room in our American system 
for the drone who would seek and 
partake of the fruits of another’s 
labors or who believes that the world 
owes him a living. 

It is fitting that in this particular 
month one might turn to the pages 
of the early history of this country 
and note that thrift and work was 
the main foundation that our prog- 
ress has been made under. 

Handicapping the initiative for 
labor and capital by impounding its 
results should be approached with 
caution. 

R. J. ATKINSON. 


Will Rely On It 


PitTsBuRcH, Pa.—We are very 
glad to tell you how much we 
like the “Who Makes It?” issue of 
HarpwareE AGE and expect to use 
it a great deal. It is most com- 
plete in its information and we 
shall rely upon it when making 
purchases, as it is a time-saver and 
most convenient to handle. 

There is no doubt that we shall 
use it to full advantage during the 
coming season and any sugges- 
tions we might have will pass on 
after it has been used for a time. 

The copy arrived in excellent 
condition and rest assured we 
shall use it. Thank you. 

H. Mayserry, Manager, 
Graff Brothers, Inc. 
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More than 1500 Dealers Attended the 


Geo. Worthington Fall Fair 


Held Sept. 30 to Oct. 4, 1935, at Company’s offices and 
warehouses in Cleveland, Ohio. Third Annual Fall Fair 


ORE than 1500 dealers 
from Michigan, New 
York, Pennsylvania, 


West Virginia and Ohio attended 
the Third Annual Fall Fair spon- 
sored by The Geo. Worthington 
Co., Cleveland, Ohio, hardware 
wholesalers. Official registration 
was 1596 and indicated that some 
dealers came more than 400 miles 
to attend. An executive of the 
company explains the purpose of 
the fair idea as follows: 

“The purpose of these fairs is 
to display all of the various lines 
of seasonable fall and holiday 
merchandise so that dealers can 
look over all of this merchandise 
and place their requirements for 
the balance of the year. 

“In this way, they not only have 
an opportunity to look over con- 
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The pictures on this and following pages were taken at the Geo. Worthington 


Fall Fair in Cleveland. 


veniently at one time and in one 
place practically all of the mer- 
chandise which they will need for 


the holiday season but in addi- 
tion they get many valuable ideas 
for arrangement and display 
which they can use in their own 
stores. 

“This year’s Fair was the third 
one which we have held and its 
success convinces us that we 
should continue to make these 
Fairs an annual event. 

“The Fair was announced to 
the dealers through four different 
mailings. A general announce- 
ment went out August 1 giving 
no date but merely stating that 
there would be a Fall Fair, the 
date to be announced later. The 
second mailing was a folder giv- 
ing full particulars and inviting 
dealers to attend. This folder 
also showed views from the 1934 
Fair. The third mailing was an 
enlarged ‘Santa Claus Telegram.’ 
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The fourth and last mailing was a 
final reminder in the form of a 
letter signed by H. E. Hulburd, 
first vice-president and sales man- 
ager. This was addressed to each 
dealer personally. 

“In addition the company’s 
salesmen carried photographs of 
last year’s Fair and urged their 
dealers to attend. All salesmen 
within easy driving distance of 
Cleveland were urged to come in 
and if possible bring some of their 
dealers with them. 

“Many of the larger dealers 
sent in their entire staff of clerks, 
some coming one day and some 
the next, explaining that these 
people sell the goods and so 
should have the opportunity of 
looking over this merchandise and 
seeing how it should be displayed. 

“One of the big attractions was 
the Buffet Restaurant, housed in 
a large tent erected in a suitable 
space between two of the firm’s 
warehouses. The catering in this 
restaurant was done by Hotel 
Cleveland. Delicious lunches 
were served without charge to all 
Fall Fair visitors every day from 
noon until closing time in the 
evening. 

“A group of floor salesmen were 
continually on hand to take care 
of visiting dealers. These had 
previously gone over all of the 
exhibits with buyers and depart- 
ment managers so were thor- 
oughly familiar with the goods 
on display. This floor sales force 
took care of all the business 
which could not be handled by 


outside salesmen themselves. Of 
course, outside salesmen received 





full credit for all orders which 
were placed by their dealers.” 





Atlantic City Model 


the first three days there was at- 
tendance of 1,002, 1,340 and 2,230 
on each day respectively. At the 
end of the fourth week, more than 
32,000 had paid admissions of 10 
cents each to inspect the home. It 
is estimated that a half million 
people would visit the exhibit each 
year. 

In The Model Home of America, 
the products of 126 progressive na- 
tionally known manufacturers set 
forth all new home developments 
for public inspection in a perma- 
nent exhibition. The purpose is to 
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(Continued from page 45) 


acquaint the public with every new 


American idea in _ construction, 
building materials, home appli- 
ances and furnishings. The home 


is also to serve the purpose of in- 


Home 


forming the manufacturers of the 
public’s general likes and dislikes, 
thus enabling them to comply with 
popular desires in all phases of the 
home. 





Segal to Market Rigid 


_ Or Gem Type Razor Blade 


Segal Safety Razor Corp., 270 Broad- 
way, New York City, plans the market- 
ing of both a single-edge blade of the 
Ever-Ready type and a double non- 
flexible blade of the Gem type, and a 
one-piece razor, the invention of H. R. 
Segal. It is said to be simple to oper- 


ate and of sturdy construction and to 
incorporate natural balance and a per- 
fect shaving angle. It is claimed that 
the new razor, although only exposing 
one shaving edge at a time, allows for 
rapid changing of blade edge and elim- 
inates the inconvenience of removing 
the blade from the razor in order to 
get at the second shaving edge. 
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Old Age Pensions and 
Unemployment Insurance 


By HARRY RINEHART 


Assistant Secretary-Treasurer National Machinery & Supply 


Distributors’ Association Explains to N.W.H.A. at Atlantic 


City, Oct. 22, 1935, the Provisions of the Social Security Act 


Affecting All Business 


ik attempting to discuss and explain to you the provisions of the 


Social Security Act and particularly the taxes imposed by the sec- 


tions dealing with Old Age Pensions and Unemployment Insurance, 


it is possible to become involved in a very technical and complicated 


talk. I want to try to avoid that if I can and tell you in a simple manner 


some of the highlights of the law, so that you will more or less under- 


stand the principles involved. 

I think a great deal of misunder- 
standing has developed because you 
have not clearly differentiated be- 
tween Old Age Pensions and Un- 
employment Insurance. They are 
separate, distinct and apart with 
separate taxes, separate administra- 
tive provisions and separate pro- 
visions covering payments, and 
whenever you think of this law and 
the taxes that it imposes on you, 
bear that in mind. 

Under Old Age Pensions (1) all 
employers are subject to the taxes 
imposed by these provisions of the 
law. That means every one, whether 
it is an individual, a partnership or 
a corporation. 

In contrast with that, under the 
Unemployment Insurance Section of 
the law (and you should under- 
stand, gentlemen, I am talking en- 
tirely about the Federal law) only 
employers of eight or more persons 
are subject to federal tax. Anyone 
who has only six employees is out. 

Under Old Age Pensions (2) the 
taxes become effective January 1, 
1937. 

Under Unemployment Insurance 
the taxes are in effect January 1, 
1936. By going into effect I mean 
you become subject to the tax. You 
have to make a tax return to the 
Bureau of Internal Revenue on or 
before January 1, 1937, on which 
date the taxes for 1936 become pay- 
able. Those taxes may be paid at 
one time or in four quarterly install- 
ments, as you wish. You have the 
privilege on that. 

Under Old Age Pension, under the 
actual tax section (3) an excise tax 
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HARRY RINEHART 


is levied upon you as employers 
and an income tax is levied upon 
your employees. Both taxes are at 
the same rate and you, as employ- 
ers, are liable for the payment of 
both. 

Under this section the law pro- 
vides, under Old Age Pension, that 
you are to deduct that tax from the 
wages as and when they are paid. 

Now in sharp contrast to that, 
under Unemployment Insurance, an 
excise tax is levied on you as an 
employer, provided you are in this 
eight or more group, and no tax is 
levied upon the employee. Here 
again you are liable for payment. 

Now there is a sharp difference 
between the two sections of the law 
in connection with the application 
of the tax. Under the Old Age Pen- 
sion Section (4) wages subject to 
taxes include all remuneration up 
to $3,000 per year. Any remunera- 


tion in excess of three thousand dol- 
lars per year is exempt. In other 
words, if a man receives a salary of 
$5,000 a year, he pays a tax on the 
first $3,000, or the tax is applied to 
the first $3,000, and the other two 
are tax exempt. 

Under Unemployment Insurance, 
wages on which taxes are levied in- 
clude all remunerations. There are 
no exceptions of any nature for 
wages in excess of any particular 
amount, provided the employer is 
subject to the law as set forth in 
No. 1, namely, employees number- 
ing eight or more. 

Now as to tax rates, under the 
Old Age Pension Section (5), the 
rate of taxation starts in 1937 at 
1 per cent and increases gradually 
to 3 per cent in 1949, and there- 
after. 

Under the Unemployment Insur- 
ance section the rate of increase is 
much more rapid. It starts at 1 
per cent in 1936, 2 per cent in 1937, 
and 3 per cent in 1938. 

Now here is another important 
distinction in these laws. Old Age 
Pensions are purely a federal mat- 
ter. No state laws are required. Ad- 
ministration of the law and payment 
of the benefits is entirely in the 
hands of the federal government. 
(No state laws under Unemploy- 
ment Insurance.) State laws are re- 
quired for the payment of benefits. 
In other words, your employees will 
not receive any benefits unless there 
are state laws, but “Federal taxes 
are collected regardless of the en- 
actment of a state law.” That means, 
gentlemen, if you are in a state in 
which there is no Unemployment 
Insurance law, you pay the federal 
government the tax imposed by the 
federal law, but the employees re- 
ceive no benefits. 

The following states have enacted 
Unemployment Insurance laws: 
Alabama, California, District of Co- 
lumbia, Massachusetts, New Hamp- 
shire, New York, North Carolina, 
Utah, Washington and Wisconsin. 

Now here is another important 
feature. Under Old Age Pension, 
Section (7) no credits are allowed 
because of payment under a state 
or private pension system. Whereas, 
under the Unemployment Insurance 
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Section “Credits are allowed against 
the federal tax for payments under 
state laws.” The maximum credit 
may not exceed 90 per cent of the 
federal tax. 

Now just to apply this a little bit, 
so you will get an understanding of 
how it works, we have a chart here, 
“How to Estimate Unemployment 
Insurance Taxes.” The following 


table shows how to figure your lia- - 


bility for federal Unemployment In- 
surance taxes, assuming your annual 
payroll is $10,000, and a federal 
and state rate of 3 per cent. For the 
sake of mathematics, we have just 
arbitrarily assumed that 3 per cent 
applies in both cases. If there be a 
federal tax of 3 per cent or $300, 
presuming the state has a tax of 
3 per cent, that also would be $300. 

Now the law specifies that you 
may credit against your federal tax 
any payment you make under a 
state law up to 90 per cent of the 
federal tax. So that, in this par- 
ticular case, you have a_ possible 
maximum credit against your fed- 
eral tax of $270. You would, there- 
fore, pay your state $300—the full 
amount, and the federal government 
the difference between this credit 
and the full amount $300, or $30, so 
that your total tax for that year 
would be $330. 


Old Age Pensions 


Now under Old Age Pensions an 
entirely different setup exists. Here 
the tax is figured on the wage the 
employee receives and not your pay- 
roll. As pointed out here, it says, 
“Bear in mind this tax is applied 
to the wages paid an employee, not 
total payroll.” 

The following figures are for the 
years 1937, 1938 and 1939, when the 
tax rate is 1 per cent. Now this is 
a very simple case. We have as- 
sumed that you have only one em- 
ployee in each of the different wage 
brackets, merely to bring out a prin- 
ciple, and illustrate how it works. 
One employee at $15 a week, the 
annual wage received is $780. Now 
your exemption there is $300, so that 
is all taxable. One employee at $25 
a week, $1300. $1300 is taxable. 
One employee at $40 a week, $2,080 
annual wages—entire amount tax- 
able. One employee at $80 a week 
now his annual wage is $4,160, but 
the tax applies only to the first 
$3,000, so only $3,000 of that is tax- 
able. The same as in the case of 
an employee getting $200 a week. 
His total annual salary would be 
$10,400, but, here again, the $3,000 
limit comes in and only $3,000 is 
taxable. 
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Now in this set-up the total an- 
nual wages received by employees 
would be $18,720, but *the amount 
upon which taxes are paid is only 
$10,160. 

The employer and employee are 
both taxed 1 per cent on taxable 
wages. The Employer is liable for 
both, or 2 per cent, that is his 1 per 
cent and the 1 per cent the employee 
must pay; hence his liability is 2 
per cent of $10,160 or $203.20. 

It can become very complicated 
in connection with state laws, and 
we will not attempt to go into that 
now, but if any of you gentlemen 
have any questions you would like 
to ask about the law and its appli- 
cation to your business, I will en- 
deavor to give you the answer. I 
would like to say, however, that cer- 
tain sections of the law are subject 
to administrative regulations by the 
Social Security Board. That is a 
board set up by the law and charged 
with the administration of the act. 
They will undoubtedly have to pass 
rulings on certain peculiar condi- 
tions and cases that arise from time 
to time. What they are nobody 
knows. No official announcements 
have as yet been made by the board 
on any particular questions, al- 
though questions are pending and, 
on a case like that, an answer, of 
course, is obviously impossible; but 
with that exception I will be glad to 
tell you anything I can, or answer 
any questions you gentlemen have 
in mind. 

Question: Suppose the man works 
part time, what becomes of him? 

Answer: The law says the taxes 
apply to any remuneration he re- 
ceives, and deducted from him, too, 
if he only works a week out of a 
year, or a day. 

Question: The reason I am asking 
that question is because I want to 
bring out the fact that it is neces- 
sary for the industry to stabilize its 
employment as much as possible. 

Answer: That comes up in con- 
nection with credits. There are cer- 
tain credits for stabilizing your 
employment. However, they cannot 
be claimed until after 1937 and then 
the credit you get depends a great 
deal upon the character of the state 
law. That comes under the Unem- 
ployment Insurance section. Your 
credits in some cases depending 
upon the law the state law is writ- 
ten, may not be obtainable until you 
have had three years of compensa- 
tion experience, so that it may be at 
least five years. It cannot be until 
after 1937 and if you have a law 
now and you have three years of 


compensation experience, it will 
probably be five years before you 
could get those additional credits. 

Question: I would like to ask Mr. 
Rinehart a question. Prior to the 
New Deal we rather understood that 
it was perfectly proper to avoid 
taxes, but that it was wrong to evade 
taxes, and during the last few years 
we have wondered whether it is still 
proper to avoid taxes. I believe it 
is, and I am wondering if you have 
any suggestions as to how our mem- 
bers can minimize their tax bills 
under the Social Security Act. 

Answer: Yes, there are several 
ways that that can be done. In the 
first place, the law says that the 
taxes apply to remunerations. Now 
that does not include expenses; 
therefore, if you gentlemen are pay- 
ing any of your employees, particu- 
larly salesmen, a flat rate per month 
to cover salary and expenses, you 
should split that up and show on 
your records what covers their re- 
muneration and what covers their 
expenses. Now the same thing could 
be done if you pay them a commis- 
sion rate. You could split that com- 
mission and say, let’s say they are 
getting a straight 5 per cent and 
pay their own expenses; well, you 
split it up any way you want—part 
of it to cover their remuneration and 
part to cover their expenses; but 
the important thing to bear in mind, 
in connection with that, gentlemen, 
is that YOU must do the splitting 
up—the Government will not do it 
for you. You cannot say to the Gov- 
ernment, “Will I pay John Smith 
$200 a month as salary and ex- 
penses,” and let the Government 
handle it any way it sees fit; unless 
you make the split-up, the tax will 
apply on the total payment to him. 

Now there are also in connection 
with bonuses in some instances an 
employee may receive a bonus in 
1936 for service rendered in connec- 
tion with employment. I think that 
is the way it is worded in law, dur- 
ing the year 1935. Well, of course, 
the smart thing to do this year is to 
pay that bonus before the first of 
January if you can. If you cannot 
so keep your records, indicate on 
your records that the payment made 
after January Ist was for service 
rendered in connection with employ- 
ment in 1935. 

Now the same principle applies 
during the next few years because 
under the law the tax rate gradually 
increases, and you want to have 
your records in such shape that you 
can prove that what a man got in 
January as a bonus payment specif- 

(Continued on page 97) 
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Put a 


Yaradstick 


By MURRAY C. FRENCH 


HARDWARE dealer asks: 
A ‘cm you give me a 

definite yardstick by which 
I may measure whether or not 
my collections are coming in 
satisfactorily?” 

Yes, indeed. There are two 
standards used by credit men: 
First, the “number of days’ credit 
business still on the books.” Sec- 
ond, the “collection percentage.” 
Both are easy to compute after 
we understand clearly just what 
they mean. 

Forget about installment sales 
for a moment and think only of 
ordinary open credit business. 
Look at Chart A. If a merchant’s 
open credit sales are $24,000 for 
the year, his average is $78 per 
day, figuring 308 business days 
to the year. Then if his accounts 
receivable are $5000 it is easy to 
figure he has 64 days’ credit busi- 
ness still on his books. 

Is this figure, 64 days, good or 
bad? Well, it’s not at all bad, 
certainly as good as the average. 
The hardware dealer who can 
keep this figure down around 55 
days has his accounts in splen- 
did condition. If it gets up to 85 
or 90 days his accounts are get- 
ting too old. They need more 
attention. 

There is one yardstick. But it 
needs to be adjusted to fit the size 
of your community. For many 
reasons, some good, some bad, 
merchants in the smaller towns 
are slower collectors than those 
in the larger cities. As a general 
rule, the smaller the town the 
slower the collections. 
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on your 





COLLECTIONS 





the year.) 
a. 308)24,000 


b. 78) 5,000 





A merchant sells $24,000 a year on open credit. His 
accounts receivable are $5,000. How many days’ credit 
business is still on the books? (Figure 308 business days to 


738 His credit sales average 
$78 a day. 


64 He has 64 days’ 
business still on the books. 


credit 








CHART A 





ginning of June. 





A merchant’s accounts receivable are $5,000 at the be- 
His collections during June are $2,000. 
What is his “collection percentage”? 


5,000) 2,000 
Answer: 40 per cent “collection percentage.” 


40 








CHART B 


Note: A “40 per cent collection percentage” and having “64 days’ credit business 
still on the books” mean about the same thing. 


Yet these slower collections in 
the smaller towns do not neces- 
sarily result in greater bad debt 
losses, for these small town debt- 
ors, while slow, eventually pay 
up almost as well as those in the 
larger communities. 

While we hope, expect and de- 
mand that customers pay their ac- 
counts promptly in 30 days, still 
the average account in the aver- 
age hardware store runs well over 
two months before it is paid. 

A very enlightening practice is 
the monthly listing of accounts 
according to their age. A gen- 
eral plan for estimating their 


value might be stated thus (sub- 
ject to much criticism) : 


Age of account _ Probable worth 
Up to 3 months ...... 100% 
3 to 6 months ....... 60% 
6 to 12 months ...... 30% 
Over 12 months ...... 10% 


Look now at Chart B. The “col- 
lection percentage” is found by 
dividing the accounts receivable 
at the beginning of the month into 
the collections during the month. 
This method is the one more com- 
monly used by department stores. 

When the collection percentage 
is 40 per cent it is about aver- 
age, or better than average. The 
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hardware merchant who gets it 
up to 50 per cent is doing a very 
fine job. If it slacks down to 
around 32 per cent, collections 
are coming in too slow. Of 
course these figures, too, need ad- 
justing according to the size of 
the community. 

So far all this refers strictly to 
open credit business. What about 
installment sales? While the 
same process of arithmetic is used 
in figuring both, yet the yardstick 
must be altered when measuring 
installment collections to deter- 
mine whether they are up to stand- 
ard or not. 


“Time” payments come in so 
much slower than open credit pay- 
ments that the collection percent- 
age will not average over 15 per 
cent instead of 40 per cent. This 
means that ordinarily there will 
be around 170 days’ installment 
business still on the books all the 
time—more than half the year’s 
installment sales. 

How different these figures are 
from the averages on open credit 
business. For that reason the ac- 
counts receivable (for open 
credit) must not be lumped to- 
gether on the books with the notes 
receivable (for installment sales). 


Unless the two are kept separate 
there is no yardstick which will 
give an accurate measure on col- 
lections. 

How much may we expect to 
lose in bad debts? It seems that 
no credit grantor can escape en- 
tirely with loss. In general, if 
this loss can be kept below 1 per 
cent of the open credit sales, it 
should be reasonably satisfactory. 
If it rises above 2 per cent of the 
open credit sales, it is beginning 
to deserve criticism. The losses 
on installment sales are likely to 
be at least double those on open 
credit. 





Here's a Valuable Pipe Bending Chart 


HIS chart will be found useful 

for determining the average 
radius of bend that should be given 
to common forms of pipe bends, 
numbers 1, 2, 3, and 4, as shown 
at the right, column E. 

Also, knowing the radius of bend, 
the size of pipe, and the form of 
bend, column D gives the expan- 
sion allowance of that bend. 

For example a 5 in. pipe was bent 
to a radius of 40 inches, the bend 
being a common U-bend as shown 
by No. 2 in column E. What ex- 
pansion may be allowed? 

The dotted line drawn across the 
chart shows how the chart is used. 
Run a straight line through the 5 
column A and the 40 column B and 
locate the intersection with column 
C. Then from that point of inter- 
section run over to the mark in 
column E opposite the Figure 2 and 
the intersection through column D 
gives the answer as 1.5 in. expan- 
sion allowance. 

If the size of pipe were the same, 
5 inches, the average radius 40 
inches and the bend were a “No. 4” 
bend, the expansion allowance would 
be 3.7 inches. If the bend were a 
“No. 1” bend the expansion allow- 
ance would be 0.75 in. 

Similarly if the expansion allow- 
ance is already known, if the form 
of bend is known, and if the size 
of pipe is known, the average radius 
to which the bend should be made 
may be determined. In other words, 
knowing any three of the four fac- 
tors given in columns A, B, D and 
E the fourth or unknown factor is 
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easily determined by following the 
method as explained above. 

The chart is based upon the fol- 
lowing rules: 

For Bend No. 1—Square the average 
radius of bend in inches and multiply 
by 0.0026 and then divide by the out- 
side diameter of the pipe in inches. 

Bend No. 2—Same as No. 1 but use 
0.0052. 
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Bend No. 3—Same as No. 1 but use 
0.0104. 

Bend No. 4—Same as No. 1 but use 
0.013. 

In the chart all of these opera- 
tions are already performed—the 
radii are squared, exact outside 
pipe diameters are employed, and 
the proper factors are used. 
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HARDWARE CURIOSITIES 


By ROBERT PILGRIM 
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~A FREAK PATENT- 
A LG. PATENT WAS GRANTED 
AN AMERICAN INVENTOR FOR 
A. MOUSE TRAP THAT CONSISTED 
OF A PLYWOOD CAT PAINTED WITH 
PHOSPHORESCENCE AND SCENTED 
WITH PEPPERMINT— 70 6 LACED 
BEFORE A MOUSE HOLE TO 

SCARE THE MICE TO 

DEATH / 











HARDWARE EATER. |, 
SWALLOWS NA/LS, JACKS, 
RAZOR BLADES, 
AND GLASS, 
WITHOUT ILL EFFECT 
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NY “ 
ODD CNCLE RATIO 
BICYCLE, INVENTION 
OF A BIRMINGHAM, 
ENGLAND, MAN - 
/7/1S GEARED FOR 
# SPEEDS AND THE INVENTOR CLAIMS 

/7 /S MORE COMFORTABLE TO RIDE 
THAN AK ORDINARY ‘BUCE"- EVEN 


THIS STRANGE ME-TELLING DEVicE, 
LISED IN SOME VILLAGES OF INDIA, WORKS LIKE 
THIS: THE BOWL FLOATING IN THE WATER HAS A 


SMALL HOLE IN THE BOTTOM WHICH CAUSES IT To = SHOULDER 
SINK IN ONE HOUR. A POUCEMAN EMPTIES THE HIGH / 
BOWL, REFLOATS IT , PUSHES OVER ONE OF THE: ° 


ON THE STRING NEARBY, AND BEATS A GONG, PASSERS-BY 
CAN TELL THE TIME BY COUNTING THE BLITTONS 
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Hardware 


Early shingle-making in Connecticut. 
Red cedar shingles being rived and 
scraped by hand. 


Display of early Connecticut tinware. 
The forerunner of the great hardware 
industry in the state. 


Held at Hartford, October 
2nd to 12th, 1935, and at- 
tracted more than 200,000 


visitors 


“The Yankee Peddler” symbol of the Connecticut exposition, held in the State Armory, Hartford. 
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Plays Important Part 


In Connecticut Tercentenary Exposition 


tenary industrial Exposi- 

tion vividly portrayed the 
state’s past and present eminence 
in the industrial field. Many 
hardware men were among the 
200,000 persons who viewed the 
exposition. They found it es- 
pecially interesting, as many 
splendid examples were shown of 
the important contributions the 
state has made to the progress of 
the hardware manufacturing in- 
dustry. The manner of presenting 
the exhibits was particularly ef- 
fective, as manufacturers of sim- 


(Upieer, ba . Tercen- 


ilar lines jointly displayed their — 


products in the same space. The 
exposition was held at the State 
Armory, Hartford, October 2 to 
12, 1935. Related exhibits were 
also grouped together by indus- 
tries, and in the case of hardware, 
by divisions of the industry. The 
exhibits of special interest to 
hardware men were: 


Accessory Hardware—In this 
exhibit, seven manufacturers dis- 
played metal products accessory 
to smaller assemblies, such as fit- 
tings for furniture, luggage, up- 
holstery, saddlery and drapery ar- 
ticles, and for still smaller ob- 
jects. As with many other 
branches of the hardware industry 
the manufacture of this line began 
with the village blacksmith, who 
copied English-made products of 
this character at the outset, and 
as time went on, invented other 
articles as the need arose. In the 
early days, knobs for desk and 
sideboard drawers were turned by 
hand from brass and ivory. The 
Connecticut Yankee was usually 
ingenious, and highly skilled in 
using the tools of the day. These 
traits enabled him to contrive new 
hardware accessories and to im- 
prove on the old ones. As a con- 
sequence, the state has made 
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steady progress in the manufac- 
ture of accessory hardware. 

Brass and Non-Ferrous Prod- 
ucts—Forty manufacturers dis- 
played their products in this ex- 
hibit, in which the raw materials 
and finished products were shown 
side by side. Three paintings pic- 
tured the casting of metal, extru- 
sion of metal rod and rolling of 
metal sheets. Having its begin- 
ning with the manufacture of 
brass buttons for southern gentle- 
men in 1802, Connecticut’s brass 
industry has since made rapid 
strides. 

Clocks and Timepieces—T he 
displays of eight manufacturers 
were shown in this exhibit. A 
feature was the showing of many 
famous old clocks of early hand 
fabrication in a colonial setting 
accurately reproducing the living 
room of a prosperous 18th cen- 
tury home. Hundreds of modern 
clocks and watches were also ex- 
hibited and the speed of modern 
production was demonstrated by 
girls actually engaged in the as- 
sembly of wrist watches. Thomas 
Nash, in 1638, was Connecticut’s 


first clockmaker. The industry 
became important through the 
standardizing of clock movements 
by Eli Terry in 1802. Other for- 
ward steps in the development of 
the industry were made when the 
Seth Thomas Co. made an alarm 
clock; when Chauncey Jerome 
made a brass wheeled one-day 
clock, and when Samuel Ingram 
contributed the sharp Gothic case. 
Jerome also produced a_pre- 
modern, all-metal timepiece, and 
was the Henry Ford of the clock 
industry. 

Electrical Products—The prod- 
ucts of ten electrical manufac- 
turers were displayed in this 
exhibit which embraced wiring 
sundries, fixtures, radio parts, 
motors, and table and major elec- 
tric appliances. Features were a 
completely equipped modern elec- 
tric kitchen adjoining a faithful 
reproduction of a kitchen of three 
hundred years ago. Another sim- 
ilar contrast was shown by a very 
complete display on the evolution 
of illuminating devices. Elihu 
Thompson, father of electrical 

(Continued on page 104) 





General View of the Connecticut Exposition, State Armory, Hartford. 
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ADVANCES BECOMING EFFECTIVE 


Externally Operated Switches 
Steel Wool 
Mop Sticks 
Angle Fence Posts 


Rubber Fruit Jar Rings 
Cotton Sash Cord 


Jute Twine 


Oakum 


DECLINES BECOMING EFFECTIVE 


Better Grade Screen Doors 


Large Extension Window Screens 


Opening prices for 1936 are 
out on screen doors, window screens, 
and accessories— all subject to 
change after Feb. 15, 1936. In gen- 
eral, the selling plan follows that of 
1935, with resale prices recommended 
by the manufacturers. A discount of 
5 per cent is established for retailers 
ordering $300 worth or more, with 
a 5 per cent also on early orders to 
be included in the makers’ usual pool 
car assemblies. April first dating is 
offered. 

Prices on screen doors are un- 
changed on several popular-priced 
patterns, but are dropped a little on 
some of the better-grade numbers. 
Some new cheap doors are added for 
the Southern market exclusively. Ex- 
tension window screens range from 
no change on the smallest, to a drop 
of about 10 per cent on the larger 
sizes, compared to the 1935 schedule. 


* * * 


Fence posts, of the popular 
angle type, were advanced one dollar 
per ton on Nov. 5 by American Steel 
& Wire Co. and others. Differentials 
granted for various quantity orders, 
ranging up to a carload, are the same 
as on previous schedules. Post or- 
ders are now being solicited, with 
fencing and gates on 1936 spring 
terms. It is considered likely, how- 
ever, that mark-ups on all these lines 
will follow the basic steel advances 
recently initiated. 


* + 


Spring orders for screen wire 
cloth and for poultry netting are 
coming in to the jobbers very slowly. 
There was much pre-season selling 
at old prices throughout the South, 
and in some other sections, and while 
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this has ended many retailers are 
playing a waiting game to see how 
firmly the market will be held. So 
far as the manufacturers are con- 
cerned, they are working in harmony, 
and are holding strictly to their ad- 
vanced schedules announced early in 


October. 
* * * 


In prices of enameled ware 
and tinware, while there is no definite 
mark-up, wholesalers note that con- 
cessions formerly obtainable are 
gradually being withdrawn, and the 
whole price structure is steadier. 
Most manufacturers have been able 
to keep comfortably busy, and all of 
them expect the current good de- 
mand to continue for several months 


at least. 
* * * 


Rubber fruit jar rings have 
been advanced four cents per gross 
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1935 Wholesale Hardware SALES 
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Months of 1934. (National Aver- 
ages.) 
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over last season’s opening costs, and 
sales for the past season have been 
great enough to thoroughly clean out 
old stocks. 

* * * 

Prices on mop-sticks were 
marked up November first an aver- 
age of one dollar per gross, with 
quantity discounts about as before. 


«= ¢€ © 


Cotton sash cord has been ad- 
vanced two cents per pound, and an- 
other increase of one cent per pound 
was made late last month on jute 
twine. Oakum also advanced about 


one cent per pound. 
* * * 


Storage battery prices show a 
stronger tendency due to the higher 
recent costs of lead, but the effect 
has been more in the withdrawal of 
concessions than in any definitely 
announced mark-up. A similar up- 
ward trend is noted on “B” batteries 
for radio use. 

* * * 

Externally operated switches 
advanced recently 10 to 15 per cent. 
There had been a strenuous price 
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HARDWARE Business ? 





war on this line during which the 
price had dropped as much as 30 per 
cent on some of the faster-selling 
items. 

* * * 

Makers of nuts and bolts are 
encouraged by strengthening steel 
prices to keep their current quota- 
tions firm, and there is almost a dis- 
appearance of the price-cutting by 
the smaller manufacturers who have 
frequently been “irregular” in the 
past. Industrial and jobbing buyers 
recognize that bolt prices are still 
low, and it seems likely that the pres- 
ent steadiness may be the forerun- 
ner of a slightly higher market. 

* * * 


Steel wool advanced on Nov. 
15 one-half cent per pound, the ad- 
vance varying in percentage because 
of the different sizes of packages. It 
is understood that this advance was 
widely heralded and that most whole- 
salers were given an opportunity to 
cover themselves at old costs. The 
full effect of such. a change may 
therefore be delayed in reaching the 
retailer. 

* * * 

With November ushering in 
the start of the real Christmas shop- 
ping season, there are indications 
that holiday sales this year in the 
hardware stores will set a new high 
record. Among merchants every- 
where there is a strong spirit of op- 
timism. Out in the farm areas rising 
prices are helping retail sales appre- 
ciably. Farmers, according to the 
Bureau of Agricultural Economics, 
sold $13,000,000 worth of their prod- 
ucts more in September than in Sep- 
tember, 1934, and by the end of this 
year will have received total income 
from farm marketings, rental 
and benefit payments, close to 
$6,800,000,000, as compared with $6,- 
387,000,000 in 1934. If to this $413,- 
000,000 gain in farm income there 
be added the increase in factory 
employment in the smaller towns, it 
may be readily seen that there is 
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ground for the prevailing high sales 
expectations. 
* * * 


Current hardware selling has 
been proceeding at a quieter pace 
than in the two or three preceding 
months, but maintains moderate 
gains over last fall’s records. Espe- 
cial stimulus has come to the north- 
west and other sections where cold 
weather has followed a period of un- 
seasonable mildness. 

The good corn crop has kept sales 
very lively on mittens, gloves and 
huskers. A large yield of apples has 
bettered the movement of presses 
and parers. Canning supplies have 
enjoyed a busy fall. Toy stocks of 
some wholesalers are already show- 
ing shortages—and a famine in sev- 
eral popular toy lines is certain 
throughout the remainer of the year. 

Open fall weather has encouraged 
the movement of tools, paints, roof- 
ing and other building materials, and 
of outdoor goods in general. Elec- 
trical appliances and the better 
grade housewares are very active, 


She Hondwar ( 


both in their current utility deinand 
and in their sharing of early holiday 
buying. 

* * * 

New orders for oil burners 
during September reached 33,385 
units—the highest volume of any 
month since January, 1933, the De- 
partment of Commerce reported. Or- 
ders were nearly double those of 
August. During the first nine months 
of this year the 160 manufacturers 
reporting received new orders total- 
ing 107,729 units, compared to 72,- 
915 during the same period last 
year. 

* * * 

Makers of steel furniture, 
shelving, fireproof safes and lockers 
report September gains averaging 
nearly 70 per cent ahead of 1934. 
Totals for this year to date are about 
22 per cent ahead. - 

* * * 


Machinery and machine tool 
orders continue on the upgrade, as 
more and more manufacturers are 
expanding operations, and replacing 
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obsolete equipment. Because of the 
scarcity of properly qualified ma- 
chinists, most machine tool builders 
are content to have orders in their 
line gain gradually, rather than with 
a rush. 

* * * 

The Bureau of Agricultural 
Economics released on November 4 
its annual agricultural outlook re- 
port, the most optimistic in several 
years. It predicts that “consumer 


buying power in the United States . 


will be increased about 10 per cent 
in 1936 and this upward trend will 
continue through the next two or 
three years. The present upward 
march of farm income will continue 
in 1936 and cash income for farmers 
probably will be higher this year 
than in any year since 1929, with 
the largest gains in the north cen- 
tral states. The income of industrial 
workers in 1936 probably will be 
about 10 per cent higher than in 
1935. Industrial production in 1935 
will average about 88 per cent of the 
1923-25 average and will show a fur- 
ther increase of about 10 per cent 
in 1936. Building activity in 1936 
will probably be at an appreciably 
higher level than in 1935, owing 
chiefly to an expected expansion of 
about 50 to 100 per cent in residen- 
tial construction.” 
* * * 


Construction activity has be- 
gun a sharp climb, the most recent 
survey of F. W. Dodge Corporation, 
building statisticians, showing ac- 
tivities for October at the best level 


exception, the most favorable since 
the fall of 1931. October construc- 
tion work in the 37 states east of 
the Rockies totaled $200,863,700, 
compared with $167,376,200 for Sep- 
tember, 1935, and $135,224,800 for 
October, 1934. 

Part of the construction increase 
was attributed to private activity, 
though the momentum of the PWA 
program was an important factor. 
For October the residential build- 
ing total reached $55,100,300, more 
than twice the record for October of 
last year. For the ten-month period 
which ended with October, residen- 
tial building amounted to $394,007,- 
800, as against $214,379,900 for the 
first ten months of 1934. Reports to 
the Federal Home Loan Bank Board 
show housing vacancies decreasing 
and rentals rising in practically 


every section. 
&¢ #& 


Employment gains this fall 
were the first increase of any impor- 
tance since September, 1933, when 
the Blue Eagle took effect. The 
American Federation of Labor con- 
firmed reports that 427,000 jobs had 
been given unemployed Americans by 
private industry from August to Sep- 
tember, 1935. The federation pointed 
out, however, that the gain would 
have been much larger had working 
hours not been lengthened since this 
summer. By September, 1935, in- 
creasing production had lifted em- 
ployment to the level of November, 
1931, but production had risen 20 
per cent above the November, 1931, 
level. 


Despite slackening demand 
the domestic price of copper is hold- 
ing firm at 914 cents per pound. 
Copper sales in the United States, in 
October, fell to 133,386,000 pounds, 
the smallest total since June. Sep- 
tember sales totaled 171,706,000 
pounds, while the August volume of 
249,200,000 pounds was the largest 
for any month since the world war. 
Conversely, statistics released by the 
American Zinc Institute show deliv- 
eries of zinc during October were 
47,063 tons, an increase of 5000 tons 
over the preceding month, nearly 17,- 
000 tons over the corresponding 
month a year ago, and the largest 
for any month since October, 1929. 
For the ten months ending with Oc- 
tober, American zinc shipments have 
totaled better than for any calendar 
year since 1930. 

+ & 


Electrical goods manufactur- 
ers booked 40 per cent more business 
in the third quarter of this year than 
in the corresponding period of 1935, 
according to the U. S. Department 
of Commerce. Included in this rec- 
ord are motors, storage batteries, 
domestic appliances and _ industial 
equipment. 

* * * 

More electric refrigerators 
were sold in only nine months this 
year than in all of the record year 
1934, according to the National Elec- 
tric Manufacturers Association. Man- 
ufacturers reporting to the associa- 
tion had sold 1,295,274 units up to 
September 30, compared with 1,046,- 
287 in the corresponding nine 
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In the above -chart the purchasing power of several important 
farm products, as applied to various hardware and related articles 
is shown, with the contrast being between present prices and those 
prevailing at the lowest point of recent years. 

Courtesy—The Country Home 
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months of 1934, and 1,264,000 for all 
of last year. 
* * * 

General Electric factories 
making electric ranges are running 
on a full-time schedule, this being 
the first year that constant produc- 
tion has been maintained from the 
beginning of the year. Employment 
and wages in this division are the 
highest ever reached. 

* * * 


The Atlas Tack Corp., Fair- 
haven, Mass., through William J. 
Mahnken of its new business depart- 
ment, reports that its business as at 
the end of September 30, was equiv- 
alent to all that of 1934, which is 
indicative of the fact that splendid 
progress is being made. Mr. Mahn- 
ken also says: “We are most 
optimistic about 1936, and there is 
every reason to believe that this com- 
pany will enjoy a larger business 
than any since 1929.” 

* * * 


The usual slack season in the 
paint and varnish industry was fore- 
stalled by the shift toward earlier 
1936 automobile showings, and some 
of the large manufacturers reported 
the best October paint volume in 
their experience. These gains were 
augmented by a number of new out- 
lets for paint and by the trend of in- 
dustrial design toward the use of 
more color on every-day products. 

* * 

With steady improvement in 
the demand for safety glass, produc- 
tion of plate glass continues above 
1934, and output of window glass 
also was larger than last year. The 
American Glass Review states, too, 
that blown and pressed glassware, 
flat glass and glass bottles and con- 
tainers all share in the industry’s 
marked improvement. 

* & 

Confidence that the paint and 
varnish industry has staged a definite 
“‘“comeback’”’ was expressed by 
Ernest T. Trigg, president of the 
National Paint, Varnish and Lacquer 
Association, in addressing the recent 
48th annual convention of that or- 
ganization. Mr. Trigg said in part: 
“Whether or not we approve of all 
that has been done by Congress and 
the Federal Administration during 
the past twelve months and regard- 
less of political prejudices or affilia- 
tions, the paint industry has made 
very definite progress. This is sum- 
med up in the fact that the industry 
shows an increase for this year, up 
to September 30, of 18.6 per cent 
over the corresponding period of 
1934, while 1934, in turn, showed an 
increase of 27.5 per cent over 1933.” 
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Farmers’ sales of principal 
products totaled $4,215,217,000 in 
the first nine months of this year, 
compared with $3,892,052,000 in 
1934, and with $3,238,853,000 in 
1933. The figures do not include 
government rental and benefit pay- 
ments. All major regions except the 
South Atlantic and South Central 
show increases this year. By states, 
decreased receipts are reported for 
Maine, Nebraska, North Carolina, 
South Carolina, Florida, Alabama, 
Arkansas, Louisiana, Texas Wyo- 
ming, New Mexico and Arizona. 

* * * 

Farmers cooperating in six ag- 
ricultural adjustment programs, dur- 
ing July and August, the first two 








WHOLESALE HARDWARE 
COLLECTIONS 


CHICAGO—The per cent of change 
from September last year in whole- 
sale hardware accounts outstand- 
ing was plus 8.6 per cent; collec- 
tions were plus 21.5 and the ratio 
of accounts outstanding to net 
sales was 170.0 per cent. 


ST. LOUIS — General collections 
during September reflected moder- 
ate betterment. Representative in- 
terests reported on September col- 
lections as follows: fair, 54.9 per 
cent; good, 37.8 per cent; excellent 
4.9 per cent, and poor, 2.4 per cent. 


ATLANTA—tThe percentage of the 
accounts and notes receivable out- 
standing at the first of September 
which were collected during the 
month was 39.4 in September, 
1935; 38.3 in August, 1935, and 
34.2 in September, 1934. 


SAN FRANCISCO — The percent- 
age of wholesale hardware collec- 
tions during September to the total 
amount due from customers (out- 
standing) on first of month was 
43.2 per cent in September, 1935, 
— 38.6 per cent in September, 
1934, 


DALLAS—tThe ratio of wholesale 
hardware collections during Sep- 
tember to accounts and notes out- 
standing on August 31, 1935, was 
39.8 per cent. 


NEW YORK — The per cent of 
wholesale hardware charge ac- 
counts outstanding August 31, 
1935, collected in September, was 
44.3 per cent in 1934, and 46.8 per 
cent in 1935. 


RICHMOND — The percentage of 
September 1, 1935, wholesale hard- 
ware receivables collected during 
the month was 41.4 per.cent. 


KANSAS CITY—Wholesale hard- 
ware outstandings on September 
30, 1935, were even with September 
30, 1934, and plus 1.2 per cent as 
compared to August 31, 1935. The 
amounts collected in September, 
1935, were plus 10.4 per cent as 
compared to September, 1934, and 
— 6.0 as compared to August, 


months of the current fiscal year, re- 
ceived rental and benefit payments 
totaling $71,612,285.41, according to 
the monthly report issued on Novem- 
ber 11 by the Comptroller of the 
Agricultural Adjustment Adminis- 
tration. Rental and benefit pay- 
ments accounted for the greater part 
of the total expenditures of $80,111,- 
906.60, reported for the period. 
Other disbursements included re- 
moval and conservation of surplus 
expenditures of $549,569.36; drought 
relief and disease eradication, $3,- 
046,275.35; trust fund operations, 
$2,176,224.21; administration, $7,- 
114,622.23; and tax refunds, $4,612,- 
930.04. 
+ + 

Higher steel prices may result 
in a firmer trend in hardware quota- 
tions. Starting with the dollar per 
ton rise in pig iron, there was a 
mark-up, November 5, of $2 per ton 
on semi-finished steel, including 
blooms, slabs, billets and sheet bars. 
Such a move had been expected for 
several weeks. Steel men said the 
increasing cost of fuel, alloys and 
raw materials was responsible for 
the raise, which will undoubtedly re- 
flect in the prices of finished steel, 
particularly bars, wire products and 
sheets. The rising cost of living 
points to a likelihood of higher steel 
wage rates. The recent price in- 
creases were the first in six months, 
and the recent betterment of order 
volume has probably encouraged the 
mills to strengthen their price struc- 
ture before the opening of the new 
year. 

* & 

The country’s steel opera- 
tions, for the week beginning Novem- 
ber 11, were announced by the Amer- 
ican Iron and Steel Institute at a 
rate of 52.6 per cent of capacity, a 
gain of 3.3 per cent over the pre- 
ceding week. Throughout all classes 
of steel users, there are accumulat- 
ing evidences of expanding demand. 
Iron Age points out that automobile 
production of more than 300,000 
units is claimed for both November 
and December. Construction, with 
the rapid maturing of numerous 
WPA and other government-spon- 
sored projects, is taking increased 
tonnages of iron and steel. The 
railroads, following recent gains in 
car loadings, are making needed but 
long deferred expenditures for roll- 
ing stock and maintenance of way. 
Beyond the indications of actually 
increasing steel consumption, the 
prospect of price increases is likely 
to stimulate steel buying between 
now and December 31, when cur- 
rent contracts will generally expire. 

(Continued on page 114) 
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Likes Trade Names 
Index 
CLEVELAND, OHIo—We _ aac- 


knowledge receipt of and thank 
you for the Directory Number of 
HarpwareE AcE dated Sept. 26. 

We take this opportunity of 
congratulating you on getting out 
such a complete and comprehen- 
sive edition. 

We have occasion to refer to 
this Directory a number of times 
for items not regularly classed as 
mill supplies. ; 

Another feature on which you 
are to be complimented is the 
trade names as listed on pages 
561 to 588 inclusive. 

Wo. KE LLey, Purchasing Agent, 
The W. M. Pattison Supply Co. 





Valuable Book 


Lincotn, NEB.—We are pleased 
to acknowledge receipt of your 
HarpwareE AcE Directory. Upon 
very careful examination it seems 
very complete and up-to-date, and 
no doubt is a valuable book for 
anyone in the wholesale hardware 
business. You have had a good 
deal of work as well as expense 
in compiling this Directory, but 
what the HarpwarE AGE does it 


64 
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TELLING 





always does well, therefore, it was 
not any great surprise this book 
was complete. 
E. E. HENKLE, President, 
Henkle & Joyce Hardware Co. 





Valuable 


New Brunswick, N. J. — We 
are pleased to acknowledge receipt 
of the new directory of HARDWARE 
AcE, for which please accept our 
thanks. 

We feel that same is very valu- 
able for reference, etc., and know 
that we will use it a lot. 

A. A. Hastincs, President, 
Strong Hardware Company 





Used Constantly 


EvizaBeTH, N. J.—Your “Who 
Makes It?” issue of HARDWARE 
AGE was received in very good 
condition. 

We find this a very handy Direc- 
tory for information we are con- 
tinually in need of. 

WiLLiamM GramppP, 
Grampp Hardware Company, Inc. 





Grateful 


MANSFIELD, On10 — We have 
just received a copy of the Harp- 
waRE Ace—“Directory Number” 
of Sept. 26, 1935. 


Us 


Many Wholesalers and Retailers Ex- 
press Appreciation for Hardware Age 
Directory and Catalog Edition Just Out 


This volume impresses us as 
being very complete and will 
prove useful among those who are 
fortunate enough to possess a 
copy. 

We are, indeed, grateful for the 
copy just received. 

W. B. Martin, 
The Martin Hardware Co. 
N.R.H.A. Director 





Given Prominent Place 


New York, N. Y.—I want to 
acknowledge receipt of the Direc- 
tory Number of Harpware AGE. 

I feel that you folks are en- 
titled to a great deal of credit for 
the work you have done in con- 
nection with this publication and 
you can rest assured that it will 
be given a prominent place in 
our library. 

Wan. B. Pautscrart, Vice-Pres., 
R. K. Carter & Company 





Saves Many Hours 


PitTsBuRGH, Pa.—We have all 
heard many times over the old 
expression “like two peas in a 
pod.” This expression gives you 
an idea of what we think of Harp- 
wakE ACE Directory, for our buy- 
ing department and your Direc- 
tory are like this. Wherever you 
find one you find the other and 
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there is not a day that passes that 
we do not use it. 

Not having spent many years 
in the jobbing business, I am at 
a loss to know how in the world 
the old timers managed to secure 
information where to buy certain 
articles and repairs asked for by 
the retailers. 

During the past year I know of 
but one time that it was necessary 
for us to write you to find out who 
made a certain branded item. In 
all other cases, we found the de- 
sired information in your publi- 
cation. 

Through its use we save many 
hours of time. Without it, it 
would be necessary to write, which 
would take many letters, en- 
velopes and considerable postage. 
When all facts are assembled to- 
gether, I really do not know how 
we would get along without it. 
You are to be congratulated in the 
completeness of this new Direc- 
tory. 


Wm. M. Stout, Gen. Manager, 
American Hardware Supply Co. 





Invaluable 


Wasuincton, D. C.—I want to 
tell you that we could get along 
without “Who Makes It?”—but 
‘I also wish to hastily add that I 
think it is invaluable. Our several 
departments use it practically every 
day and itreadily gives us informa- 


tion that undoubtedly would 
waste much time in_ locating 
otherwise. 


Leo C. May, Vice-president, 
F. P. May Hardware Company 


Indispensable 


Lone Beacu, Cat.—The Direc- 
tory arrived in good condition 
and we use it quite often. In fact 
it is almost indispensable to one 
who has calls for odd items such 
as our two stores have. 

R. B. Isner, President, 
Poston Hardware Company 


Very Beneficial 


GREAT BARRINGTON, Mass.—We 
received our copy of the Directory 
or “Who Makes It?” issue of 
HarpwarRE AGE in first class 
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condition and, as in the past, we 
shall find this very beneficial in 
looking up various manufacturers 
with whom we are not familiar. 
While we have not had an op- 

portunity to go through this issue 
entirely, we believe it to be much 
improved over your previous 
issues. 

F. E. Harmon, 

F. H. Turner & Company 





Used Many Times 


GLENDALE, Cat. — Our copy 
of HarpwareE AcE Directory re- 
ceived in good order and we ap- 
preciate it. 

Many times during each year 
we use it to find the name of a 
manufacturer. 

Want to very highly congratu- 
late the HaRDWARE AGE in your 
efforts on the “Who Makes It?”. 

Hoping we may receive it from 
year to year. 

D. H. Wess, 
Glendale Hardware Company 


Is First Thought 


Los ANGELES, CaL.—We wish 
to say that we received our copy 
of the Harpware Ace Directory 
a few days ago and it came to us 
in very good condition. 

All of the buyers in our organ- 
ization refer to this Directory 
quite generally, and when refer- 
ring to a directory for informa- 
tion we always think of it first. 
It is very well compiled and 
thoroughly covers listing of all 
factories who manufacture hard- 
ware and kindred items. We trust 
that this directory will be a perma- 
nent one. 

W. R. Reap, 


California Hardware Company 


Always Useful 


Los ANGELES, CaL.—We find 
your Directory “Who Makes It?”, 
issued by your company, to be 
very helpful and a useful book. 
We are able to find use for this 
entire Directory at all times and 
wish you to know it was received 
in good condition. 

Maurice J. HELLMAN, 
Hellman Hardware Company 


Proud to Possess It 


Datias, Tex.—We are pleased 
to advise that we have received 
the Directory issue of HARDWARE 
AcE dated Sept. 26, 1935. While 
we have not had the time to care- 
fully examine this issue, we know 
from past experience with the 
former issues that it is something 
every hardware man in the coun- 
try is proud to have in his pos- 
session. 

L. W. Boone, Pur. Agent, 

Walter H. Allen Company, Inc. 





Buyers Use It 


MINNEAPOLIS, Minn. — Might 
mention we received your copy of 
the Directory and have it here in 
the office and know the buyers will 
refer to it frequently. 

I think the Directory is of value 
to the hardware industry and hope 
you will keep it up, although, I 
am not in the game enough to 
make any definite suggestions. 

G. E. Hat, President, 
Hall Hardware Company 





Likes Arrangement 


Quincy, ILt.—We received the 
“Who Makes it?” you sent us 
and like the way it is arranged. 
We are sure we will find it help- 
ful. 

Thanking you for supplying us 
with a copy, and with kind per- 
sonal regards, I am, 

Rupotpeu TENK, Pres., 
Tenk Hardware Company 





Used a Great Deal 


WILLIAMsporT, Pa. — Wish to 
advise that we received the latest 
HarpwareE AcE Directory and 
wish to thank you for it. We use 
it a great deal and find it a very 
handy reference book. 

E. E. Cowprick, Pur. Agent, 
Neyhart’s, Inc. 





Really Essential 


Sr. Paut, Minn.—We wish to 
acknowledge receipt of the new 
“Who Makes It?” Directory. This 
Directory is used by four or five 
buyers in our establishment and 
we could not very well get along 
without it. 

G. H. Boyp, Dept. Mgr., 
G. Sommers & Company 
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A. M. PHELAN HEADS 
HARDWARE BOOSTERS 

At a meeting of the New York 
Hardware Boosters held at the 
Hardware Club, 53 Broadway, 
New York City, Saturday after- 
noon, Oct. 26, Archie M. Phelan, 
representative of Sharon Hard- 
ware Mfg. Co. and Earle Hard- 





| 
| 
ARCHIE M. PHELAN | 
| 


ware Co., was elected president. | 
Robert L. Hammond of Billings | 
& Spencer Co. was elected vice- | 
president; John H. Tracy of The | 
Rawlplug Co., secretary, and Al- | 
bert Westphal of Corbin Screw 
Corp. was reelected as treasurer. 


Retiring President E. R. Sandi- 
ford of HarpwareE ACE in his last 
address in an official capacity ex- 
pressed his appreciation for the 
honor of serving the group and | 
thanked the members for their co- 
operation. 

The annual reports of the sec- 
retary and treasurer were read 
and the latter report which 
showed a comfortable balance was 
accepted with the highest com- | 
mendation. Roy C. Schmidt of | 
The Stanley Rule & Level Plant, | 
chairman of the entertainment 
committee, read his annual report 
on the various Booster activities 
of the year. 


President Phelan introduced 
for consideration the possibility 
of changing the meeting day. In | 
discussion, the evening of the last 
Friday of the month was found to 
be more acceptable to those mem- | 
bers present. However, the mat- | 
ter was laid over until the officers 
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| comptroller. 


could obtain the reaction of those 
members not in attendance at that 
meeting. 


CARBONDALE CORP. 
APPOINTS OFFICERS 


Carbondale Machine Corp., Har- 
rison, N. J., recently organized as 
a subsidiary of Worthington Pump 
and Machinery Corp., to cover the 
manufacture and sale of all classes 
of refrigeration, ice manufacture 
and air-conditioning equipment, 
has announced officers and direc- 


tors as follows: H. C. Ramsay, | 
president; H. A. Feldbush, vice- | 
| president; A. H. Baer, vice-presi- 


dent in charge of sales; A. L. 


Prentice, secretary and treasurer; | 


W. Lehman and F. D. Talmage, 


assistant secretary and assistant | 
treasurer, and C. A. Packard, | 
The directors are | 
| A. H. Baer, H. C. Beaver, Hugh | CLEVELAND FIRM RENTS 
| Benet, H. A. Feldbush, H. C. | 


Ramsay, C. E. Searle and C. E. 
Wilson. 


VIRGINIA RETAIL ASSN. 
TO MEET FEB. 18-19 


MISS. GOVERNOR WISHES 
TO REPEAL SALES TAX 


Governor Sennet Conner in a 
statement made at a joint session 
of the House and Senate of Mis- 
sissippi stated that he would mike 

'to repeal the 2 per cent retail 
| sales tax. The special session of 
the Legislature was called some 
time ago by the Governor “to give 
|the people of Mississippi relief 
| from excessive taxation.” 

When the Legislature gathered, 
Governor Conner asked to have 
the ad valorem taxes on property 
reduced or abolished. Nothing was 
said about theretail salestax. After 
five weeks of arguing, the Legis- 

| lature had accomplished nothing 
and Governor Conner told! them 
to give the people tax relief if 
they had to repeal the sales tax. 





ST. LOUIS BUILDING 


| The Astrup Co., 
| Ohio, manufacturers of awning 
| hardware and distributors of cot- 
|ton duck and manila and cotton 
rope, has leased a two-story build- 
| ing at 1908 Locust St., St. Louis, 


Cleveland, | 





The Virginia Retail Hardware | Mo. O. L. Kuhs, former sales man- | 


| Association will hold its annual | ager of the Wenzel Tent and Duck | 


convention at the John Marshall | Co., will be in charge of the St. | 


1936, it was announced by Secre- 
tary Thomas B. Howell. 


| Hotel, Richmond, Feb. 18 and 19, | Louis branch. The Astrup concern | 


has branches in New York, Miami 


} and California. 








Bert and Walker Lanham are holding the 5%4-ft. Atkins Blue 


| End saw No. 55 which they used in winning the log-sawing contest, 
| Oct. 4, at the Mountain State Forest Festival. The saw, which cut 
| 40 in. of wood in one minute and 15 seconds, is a new pattern 


recently introduced by E. C. Atkins and Co., Indianapolis, Ind. 


Hemlock, W. Va. 


| The Lanham brothers are with the Moore-Kepple Lumber Co., 
They were presented with the same type saw 


and a pair of No. 33 handles. C. R. Bartgis, representing Atkins, 


saws. 


| conducted several demonstrations on properly filing and setting 


| 


STANTON HARDWARE 
CHANGES NAME 


After 23 years of business un- 
der the name of Stanton Hard- 
ware Co., the present manage- 
ment has decided to change its 
name to Stebbins. The firm is 
located at Stanton, Mich., and in 
addition to a line of general hard- 
ware, it carries paints, plumbing 
and heating supplies and building 
materials. 

It was established in 1876 as 
John W. S. Pierson & Co., under 
the name of the founder and was 
incorporated in 1891 when E. S. 
Stebbins, who had acquired a 
financial interest, became secre- 
tary and treasurer of the com- 
pany. In 1908 upon the retire- 
ment of Mr. Pierson, Mr. Stebbins 
purchased a controlling interest. 
In 1911 the firm was called the 
Stebbins-Gaffield Co., and in 1912 
the name was changed to The 
Stanton Hardware Co. 





BUHL SONS ADDS TO 
INDUS. SALES STAFF 


Buhl Sons Co., Detroit, Mich., 
have added two salesmen to its 
industrial sales staff. They are: 
A. A. Vogler, formerly with An- 
chor Packing Co., Chicago, who 
will handle mechanical rubber 
goods, and W. M. Nelson, who 
will represent the company’s line 
at Grand Rapids and along the 
west coast of Lake Michigan. 





COREY TO REPRESENT 
ALUMINUM INDUSTRIES 

Aluminum Industries, Inc., Cin- 
cinnati, Ohio, has appointed R. 
L. Corey district sales represen- 


| tative for the states of Indiana, 


Illinois, Wisconsin, Iowa, Mis- 
souri and Minnesota. Mr. Corey 
will make his headquarters at the 
new Chicago office, 616 South 
Michigan Ave. 

N. R. Patterson, for the last 


| year affiliated with Permite Prod- 


ucts as sales engineer, will also 
have his headquarters in the Chi- 
cago office. 


CALIFORNIA ASSN. 
TO MEET FEB. 3-5 
Le Roy Smith, manager-trea- 


| surer of the California Retail 
| Hardware Association, has an- 


nounced that its convention and 
exhibit will be held in Santa Cruz, 
Cal., at the Casa del Rey Hotel 
on Feb. 3, 4 and 5, 1936. 
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AGE—WHILE IT’S NEWS 


| THE TRADE 





Executive Changes, Meet- 
ings, Current Events in 


the Hardware Trade 
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HARDWARE JOBBERS URGED TO 


WORK FOR WILDLIFE RESTORATION | 





Darling and Beck Address Convention Guests of Remington 
Arms Co. in Atlantic City, N. J., October 23, 1935 


In stirring speeches which 
stressed the need for nationally 
organized effort in game and 
fish restoration, Hon. Jay N. 
Darling, chief, U. S. Bureau of 
Biological Survey, and Hon. 
Thomas H. Beck, president of 
the newly formed American 
Wiidlife Institute, addressed over 
200 delegates to the annual con- 
vention of the National Whole- 
sale Hardware Association at 
Atlantic City in October. The 
distinguished authorities on 
America’s wildlife resources were 
guest-speakers at a luncheon ten- 
dered the convention delegates 
by the Remington Arms Com- 
pany October 23, at the Marl- 
borough-Blenheim Hotel in At- 
lantic City. 

Declaring that active partici- 
pation in conservation programs 
for wildlife restoration by those 
who profit from fish and game 
is no less than the application 
of sound business principles, Mr. 
Darling and Mr. Beck urged that 
every hardware and _ sporting 
goods dealer in the United 
States cooperate with the Ameri- 
can Wildlife Institute in its ef- 
forts to bring about the coordi- 
nation of wildlife interest and 
the formation of a productive 
national wildlife policy which 
will save threatened species from 
extinction and insure the per- 
petuation of America’s tradi- 
tional sports—hunting and fish- 
ing. 

“Conservation is not enough,” 
said Chief Darling. “We must 
RESTORE our wildlife re- 
sources. This continent has been 
pretty thoroughly looted of its 
natural resources and is several 
billion dollars short in raw ma- 
terials of its original inventory. 
Untold wealth in forests, min- 
erals, soils and wildlife resources 
has been extracted, fabricated 
and largely dissipated. You can- 
not rob the soil, denude the for- 
ests and remove mineral trea- 
sures and still have as much as 
you had to begin with. Con- 
gress, the President of the 
United States, and all the reso- 
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jlutions of all the clubs in the 


world cannot put them _ back. 
And in this respect, wildlife is 
little different from any other 
natural resource. The many fac- 
tors which play a part in its 
increase or decrease make the 
problem of its rehabilitation 
more complex. We need a com- 
prehensive and restoration pro- 
gram for the nation—and we 
need it badly. It can be secured 
only through the organized and 
unified efforts of those who have 
a definite interest at stake. A 
federation of all the country’s 
conservation organizations, if 
banded together for a united 
purpose, could set in motion a 
national wildlife policy which 
would be productive in a satis- 
factory degree. It is toward this 
end that the American Wildlife 
Institute is working.” 

In emphasizing the necessity 
for active support of the Insti- 
tute’s program, President Beck 
stated that wildlife resources 
mean considerable “bread and 
butter” to the hardware indus- 
try. “Every man and woman 
here,” he said, “is interested in 
seeing that wildlife is preserved 
for the enjoyment of future gen- 
erations for all times. Such al- 
truistic desire is only natural. 
But aside from this, the hard- 
ware industry has a more tan- 
gible stake in the status of 
wildlife. More fish and game 
mean more sales in scores of 
different kinds of the merchan- 
dise in which you deal. More 
sales means more dollars to you. 
So it is merely a matter of 
business insurance for you to 
support and participate in wild- 
life restoration programs of both 
local and national scope. The 
American Wildlife Institute was 
organized by your kind of men 
—business and industrial execu- 
tives who realize the necessity 
for the application of sound busi- 
ness principles in the adminis- 
tration of affairs pertaining to 
the conservation and restoration 
of wildlife. And we believe we 
are approaching the problem of 








wildlife restoration in a business- 
like manner. Yours is not the 
only industry to which wildlife 
resources is directly important. 
I doubt if there is a single in- 
dustry in this country which 
does not, directly or indirectly, 
derive some revenue from wild- 
life interest. Then there are ten 
million men and women in this 
country who buy hunting and 
fishing licenses each year. They 
are surely interested in the 
restoration of wildlife. There 
are millions more who are 
nature-lovers — millions of out- 
doors people. One of the pri- 
mary purposes of the Institute 
is to consolidate the thought and 
effort, the interest, of all these 
people and industries under a 
powerful central channel to at- 
tain, through badly needed co- 
operation, the ends which they 
all want—more game and more 
fish. Join with us in this worth- 
while undertaking. Help us to 
help you, and all mankind will 
be benefitted. For when you re- 
store for wildlife you restore for 
man. We will gladly supply 
more details if you will write 
our headquarters located in the 
Investment Building, Washing- 
ton, D. C.” 

At the luncheon, C. K. Davis, 
president of the Remington 
Arms Co., presided and _intro- 
duced the speakers. Others who 
spoke were W. M. Bonham, 
president of C. M. McClung & 
Co., Knoxville, Tenn., and of 
the Southern Hardware Jobbers 
Association, and Leslie M. Strat- 
ton, president of the Stratton- 
Warren Hardware Co., Memphis, 
Tenn., and of the National 
Wholesale Hardware  Associ- 
ation, both of whom are mem- 
bers of the Wildlife Institute’s 
Board of Trustees. 





S. CAL. ASSN, TO 
CONVENE FEB. 11-13 


The Southern California Retail 
Hardware Association, Ltd., will 
hold its annual convention and 
exhibition in the Ambassador Ho- 
tel Auditorium, Los Angeles, Feb. 


11, 12 and 13, 1936, it was an- | 


nounced by Managing Director 
J. V. Guilfoyle. 


| F. B. CONNELLY CO. 
EXPANDS OPERATIONS 


The F. B. Connelly Co., with 
headquarters at Seattle, Wash., 
| and branches at Portland, Spo- 
| kane, Billings and Great Falls, 
announces its entry into the dis- 
tribution of hardware and house- 
furnishing specialties as of Nov. 1. 

The Connelly firm was founded 
50 years ago in Billings, Mont. 
Its principal business heretofore 
has been the distribution of a 
limited number of electrical spe- 
cialties, including refrigerators, 
washing machines and radio, 
which will be continued. 

Display and warehouse facil- 
ities are being enlarged at all 
points to accommodate the addi- 
tional products and a new $50,000 
building is being constructed at 
Billings, which is the home of 
Senator F. B. Connelly, founder 
of the business. The Montana 
houses of the Connelly organiza- 
tion (known as the Connelly Ma- 
chinery Co.) distribute construc- 
tion and farm equipment in ad- 
dition to other products. The 
firm has announced its new prod- 
ucts and its enlarged service in a 
150-page catalog. 

The Connelly operations also 
include a finance division, known 
as the Connelly Acceptance Corp., 
with headquarters at Seattle. This 
corporation purchases dealers’ re- 
tail time-payment contracts re- 
sulting from the sale of the prod- 
ucts distributed by the Connelly 
merchandising departments. 





AMERICAN ZINC INST. 
OFFERS SALES BOOKLETS 


American Zinc Institute, Inc., 
60 E. 42 St., New York City, are 
offering copies of “Facts About 
Galvanized Sheets” and “Direc- 
tions for Laying Galvanized Roof- 
ing.” <A supply of the booklets 
is available from the Institute to 
wholesalers for distribution to 
dealers. 

NORTH COAST ASSN. 

CHANGES CONV. DATES 


North Coast Hardware & Imple- 
ment Association has changed its 
convention dates from Feb. 7 and 
8, 1936, to Jan. 31 and Feb. 1, 
1936, it was announced by Secre- 
tary-Treasurer Ray Cavanaugh. 
The Olympic Hotel, Seattle, 
Wash., the place of meeting, re- 
mains the same. 
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FOUR GLASS MFRS. 
FORM SALES AGENCY 


The Fource Glass Co., with 
general offices at Clarksburg, W. 
Va., has been formed as an ex- 
clusive sales agent for four inde- 
pendent flat glass companies. The 
companies are: Adamson Flat 
Glass Co., Clarksburg, W. Va.; 
Blackford Window Glass Co., Vin- 
cennes, Ind.; Rolland Glass Co., 
Clarksburg, and Scohy Sheet 
Glass Co., Sistersville, W. Va. In 
addition to these plants, the new 
company owns the following 
plants: Allegheny Glass Co., Mt. 
Jewett, Pa.; Jeanette Glass Co., 
Point Marion, Pa.; Homewood 
Glass Co., Mannington, W. Va.; 
Quertinmont Glass Co., Fair- 
chance, Pa., and Flat Glass Spe- 
cialty Co., Clarksburg. 

The officers of the new com- 
pany are: Eugene Rolland, presi- 
dent; Frank Bastin, vice-presi- 
dent; W. M. B. Sine, secretary, 
and John B. Scohy, treasurer. The 
general offices will be at Clarks- 
burg, W. Va. Mr. Rolland, head 
of the Rolland Glass Co., has been 
engaged in the manufacture of 
flat glass for many years and was 
one of the first to adopt the ver- 
tically drawn method of making 
glass. He is well known in the 
industry and to the trade alike. 
Speaking of the new company, 
Mr. Rolland said: 

“The Fource Glass Co. has been 
organized with a view to better 
serving the buyers of flat glass. 
Here are nine companies whose 
activities have been overlapping. 
Each of these companies uses the 
same process in the manufacture 
of flat drawn sheet glass—that is 
the vertically drawn method, 
which produces a perfectly flat 
sheet of glass. By joining forces 
and having one organization han- 
dling the entire output of these 
plants, there will be no overlap- 
ping—distributién, warehousing, 
shipping and sales will be facili- 
tated. Furthermore, from years 
of experience each of these com- 
panies has made improvements 
and refinements in the vertically 
drawn process and these ideas will 
now be pooled for the benefit of 
all. The brand names of the com- 
panies will be dropped and all 
glass sold by the Fource Glass Co. 
will be merchandised under a new 
brand name. The available ca- 
pacity will be in excess of four 
million boxes, in window, crystal 
sheet, photo and bulb edge glass.” 





VAN CLEEF BROS. 
ADD TO SALES STAFF 


Van Cleef Bros., Chicago, have 
appointed W. C. Floyd to have 
charge of sales on Dutch Brand 
products in North Carolina, South 
Carolina, Florida and Virginia. 
George Bills, who formerly cov- 


68 





ered this territory, will now devote 
his full time to Tennessee, Ala- 
bama, Mississippi, Kentucky, and 
parts of Indiana, Florida and Illi- 
nois. By this arrangement Van 
Cleef Bros. will be able to give 
customers in these territories co- 
operation and help in promoting 
the sale of Dutch Brand products. 


WASH. ASSN. HOLDS 
ANNUAL FALL STAG 


The annual fall stag party and 
business meeting of the Retail 
Hardware Association of Wash- 
ington, D. C., was held Oct. 30, 
at the Mayflower Hotel. Presi- 
dent Thomas W. Whigham pre- 
sided over the group which num- 
bered 229. 

W. Glenn Pearce, managing di- 
rector of PASHA, and Ernest 
Johanessen, president of the Balti- 
more Retail Hardware Associa- 
tion, were guest speakers. Mer- 
chandising, advertising and store 
display were discussed. Mr. Jo- 
hanessen urged the Washington 
merchants to attend the PASHA 
exhibition to be held in Baltimore 
in February, 1936. 

Guests at the affair were: S. 
Burton Lyons of New York Jour- 
nal of Commerce; Frank Lane, 
sales manager of Boston Varnish 
Co., and Stanley C. Dunning, sales 
manager of The Muralo Co. Af- 
ter a brief business meeting there 
was entertainment and music fol- 
lowed by a buffet supper. 


ASSN. OF CAROLINAS 
TO MEET IN JUNE, 1936 


The Hardware Association of 
the Carolinas will meet June 9, 10 
and 11, 1936, at the Frances Mari- 
on Hotel, Charleston, S. C., it was 
announced by Secretary-Treasurer 
Arthur R. Craig. The association 
does not hold an exhibit. 





CLIFFORD DIST. SALES 
MGR. FOR REPUBLIC 


George E. Clifford has been 
appointed district sales manager 
for Republic Steel Corp., Youngs- 
town, Ohio, in the Los Angeles, 
Cal., district. Mr. Clifford was 
appointed following theresignation 
of George F. Emanuels who has 
been in charge of that office for 
several years. He will devote his 
time to the direction of sales of 
all Republic products in the Los 
Angeles territory. 

From 1919 to 1925 Mr. Clifford 
was connected with the sales of 
the Atlas Powder Co. at Pittsburgh, 
Pa. He then became district rep- 
resentative in Cincinnati, Ohio, 
for the A. M. Byers Co. Two years 
later he was made manager of the 
central district for Byers and 
afterwards was made manager of 





the Pittsburgh district. He joined 
Republic in 1930 as assistant man- 
ager of sales in the pipe division. 





DAYTON RETAIL ASSN. 
TO NOMINATE OFFICERS 


Nomination of officers of the 
Dayton (Ohio) Retail Hardware 
Dealers Association will take 
place at the meeting, scheduled 
for Dec. 2. President Wallace 
Jones will appoint a nominating 
committee at that time and it is 
held possible two slates of candi- 
dates will be selected for the an- 
nual election to be held on Jan. 6. 

At the meeting of the organiza- 
tion on Nov. 4, the matter of co- 
operative advertising through a 
handbill by a number of neigh- 
borhood stores was discussed. 
Several members decided to enter 
into such an arrangement. It is 
expected a number of members 
will join together in the cooper- 
ative buying of merchandise, in- 
cluding Christmas tree decora- 
tions and tree lighting equipment, 
such as has been the custom for 
several years past. 





NEW BOOK STRESSES 
HARDWARE FOR HOME 


The hardware trade will be in- 
terested to learn of the appear- 
ance of a new annual reference 
volume known as the Home Own- 
ers Hand Book. The book is said 
to provide, for the first time, the 
twenty million home owners of 
America with a comprehensive, 
but easily understood guide to the 
repair and remodeling of an old 
home or the construction of a new 
one. 

The volume has numerous sec- 
tions dealing with the use of 
hardware, both in modernizing 
and in new construction. It em- 
phasizes the importance of buy- 
ing products made by reliable 
manufacturers, and suggests 
scores of practical improvements, 
requiring the use of hardware and 
allied lines. 

Publishers of the book are 
Housing Publications, Inc., 25 W. 
43rd St., New York City, and it is 
being sold at 50 cents per copy by 
book stores and newsstands 
throughout the country. 





Wickwire Boys Attend First Hardware Convention 





CHAS. C. WICKWIRE, JR. 


These two young men are 
grandsons of the late Chester F. 
Wickwire, one of the founders 
of Wickwire Brothers, Cortland, 
N. Y., manufacturers of wire 
cloth, wire netting, wire nails 
and wire. They attended their 
first hardware convention last 
month when they participated in 
the Atlantic City convention of 
hardware manufacturers and 
wholesalers. Although members 
of the firm’s directorate they 
hold no official positions in the 
company and are both learning 
the business from all angles— 
production, sales, distribution, 
management, etc. Both boys 
were born in Cortland in 1913. 
Charles C. Wickwire, Jr., grad- 
uated from Phillips Academy, 
Andover, Mass., in 1931, from 
Yale in 1935 and entered the 
business this fall. He is the son 








CHESTER F. WICKWIRE 


of Charles C. Wickwire, presi- 
dent of the company, and like his 
father is quite a polo player. He 
played the game at Andover, 
Yale and Cortland. Chester F. 
Wickwire graduated from Cort- 
land High School, Mercersburg 
Academy in 1930 and from Yale 
in 1934. He entered the busi- 
ness in the fall of 1934. His 
father, the late Frederic R. 
Wickwire was an officer of the 
company for many years and 
served as purchasing agent for 
the business. Chester’s hobby 
has been outboard motor boat 
racing at which he has been 
quite successful. These two 
young men enjoyed their first 
convention experience very much 
and appreciated the opportunity 
afforded to meet other manufac- 
turers and the wholesalers who 
attended. 


HARDWARE AGE 
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GOVERNMENT’S METHOD 
OF BUSINESS EXPLAINED 


“Matters of Procedure Under 
Government Contracts,” a book- 
let by O. R. McGuire and offered 
by the Fidelity and Deposit Co., 
Baltimore, Md., has been written 
to explain to firms and individuals 
who enter into contracts with the 
Federal government for construc- 
tion work, or for the furnishing 
of supplies, the government’s 
method of doing business. They 
must comply with certain regu- 
lations, as well as with the laws 
governing such matters. Ignorance 
of either, does not excuse the con- 
tractor or supplier, in case he 
makes a mistake and suffers a 
heavy loss. The principles in- 
volved, as well as the methods of 
recourse open to contractors and 
suppliers in the event they feel 
that the demands made upon them 
by the government or its officials 
are unreasonable, are simply and 
clearly explained. 

Colonel McGuire, author of the 
publication, has been a Civil Ser- 


vice employee of the Federal 


government for 18 years. He is 
now counsel to the Comptroller 
General of the United States and 
in a position to write with author- 
ity on such matters. Copies may 
be secured without cost or obli- 
gation. 


12 LIGHTNING ROD COS. 
MERGE TO FORM CORP. 


Formation of the West Dodd 
Lightning Conductor Corp., 
Goshen, Ind., by a merger of 12 
companies which previously ac- 
counted for 90 per cent of the 
lightning rod business, establishes 
this firm, it is said, as the domi- 
nant factor in the lightning pro- 
tection industry. 

Companies involved in the mer- 
ger are Dodd and Struther, Des 
Moines, Iowa; W. C. Shinn Mfg. 
Co., Chicago; Hawkeye Lightning 
Rod Co., Des Moines; Reyburn- 
Hunter-Foy Co., Cincinnati, Ohio; 
Goshen Lightning Rod Co. 
Goshen, Ind.; St. Louis Lightning 
Rod Co., St. Louis, Mo.; Miller 
Lightning Rod Co., St. Louis; 
Varnett Lightning Rod Co., Cedar 
Rapids, Iowa; Electra Mfg. Co., 
Chicago; Cole Bros. Lightning 
Rod Co., St. Louis, and Cripe 
Lightning Rod Co., Goshen. 

Formation of the new company 
was centered around Dodd and 
Struthers, which company is cred- 
ited with development of the 
modern lightning rod and the 
pioneering work which brought 
its acceptance as necessary equip- 
ment in the protection of rural 
and isolated property. The mer- 
ger which brought the West Dodd 
Co. into existence was effected in 
an effort to overcome many abuses 
in the sale and installation of 
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lightning protection equipment 
and as a result of inactivity in 
many of the plants due to the gen- 
eral economic condition. 


The new company occupies the | 


former plant of the Goshen Light- 
ning Rod Co. An addition was 
recently built to provide floor 
space and production facilities for 
the equipment taken over at the 
time of the merger. 

Policies of the company include 
a straight manufacturer-to-dealer 
set-up with exclusive dealers in 
all territories; no sales to mail 
order houses or direct to con- 
sumer, close supervision of all 
dealer outlets to insure proper in- 
stallation. Installation of West 
Dodd equipment is peformed un- 
der the requirement of Under- 
writers’ Laboratories which en- 
titles the property owner to re- 
duced insurance rates on the 
building and contents. Much of 
the service trouble heretofore en- 








countered by property owners, ac- | 


cording to officials, was due to 
careless and improper installation 
of equipment. 
Dodd Corp. hopes to overcome. 

C. A. Schoebelen, formerly 
owner of the Hawkeye Lightning. 
Rod Co. is general manager of 
the new company. 





COLE IS SUPERVISOR FOR 
CUSSINS AND FEARN 


Earl F. Cole, manager of the 
Cussins & Fearn store at Wash- 
ington C. H., Ohio, has recently 
been promoted to supervisor of 
all the firm’s branches in the 
southern half of Ohio. Cussins 
& Fearn Co. is a retail and whole- 
sale organization operating 22 
branches in Ohio. The firm’s 
headquarters are at 38-54 W. 
Spring St., Columbus. 

Mr. Cole is an experienced 
hardware man, having served as 
manager of the Washington C. H. 
store since its opening in 1931. 
Previous to that he was connected 
with George Worthington Co., 
Cleveland, for a number of years. 
His promotion is based on the ex- 
cellent record he has made in the 
local store. 

Harold F. McCord, manager of 
the Circleville store, is being 
transferred to the Washington C. 
H. store. Mr. McCord was for- 
merly employed there as a clerk. 
Fred M. Mills who has been with 
the Lancaster store since its open- 
ing and who has been one of the 
leading salesmen of the firm has 
been promoted to the manager- 
ship of the Circleville store. 





McARTHUR SALES MGR. 
WESTERN TOOL WORKS 
C. E. McArthur has _ been 


elected general sales manager of 
the Western Machine Tool Works, 


This the West | 


Xu 


¥ 
4 le 
oy © 


- 





“ZIM’S RED-LETTER DAY” DEVELOPS 
OVER $1,000,000 IN RETAIL SALES 


ROVING that America is 
ready and willing to buy, 
salesmen for General Electric 
home appliances staged a 24- 
hour nation-wide sales drive— 


| running all through the night— 
| and netted a total of $1,365,227 


in retail sales of electric refrig- 
erators, ranges and dishwashers. 

The around-the-clock selling 
effort was a spontaneous tribute 
to P. B. Zimmerman, manager 
of General Electric’s specialty 
appliance department. The day, 
Nov. 1, was known as “Zim’s 
Red-Letter Day.” 

Salesmen throughout the 
country, after calling on pros- 
pects at their places of business 
and in their homes, turned their 
sales guns on night workers. 
They sold the policeman on the 
beat, firemen, theatre attendants, 
motormen, conductors, railroad 
workers, telephone employees, 
morning newspapermen, restau- 
rants, dance hall people, gas 
station attendants, and, in fact, 
they covered the entire field of 
people who work through the 
night. 


Directing the one-day drive 
was Jean DeJean, national cam- 
paign manager, who established 
headquarters in Cleveland’s 
Hotel Statler for the day. There 
hourly reports were received 
from General Electric distribu- 
tors in 56 of the country’s lead- 
ing cities. As these reports came 
in by telegraph and over long 
distance phone, the hourly prog- 
ress of the day’s selling was 
chalked up on huge blackboards. 
An optimistic total of a half mil- 
lion dollars in sales had been set 
up as the day’s quota. Officials 
had little hope of reaching it. 
But when the final figures had 
been compiled the sales had 
reached almost 300 per cent of 
that mark. 

A. M. Sweeney, national sales 
manager, felt so elated that he 
wired the results to Owen D. 
Young and Gerard Swope, chair- 
man and president, respectively, 
of General Electric; and he also 
sent a wire to President Frank- 
lin D. Roosevelt. 








Holland, Mich. He was formerly 
secretary and sales manager of 
the Modern Tool Co. and later 
with the Consolidated Machine 
Tool Corp. of America, after the 
Modern Tool Co. was merged with 
this corporation. 





YOUNGSTOWN PRESSED 
STEEL MAKES CHANGES 


Garrett Connors has been ap- 
pointed assistant general manager 
of the Youngstown Pressed Steel 
Co., Warren, Ohio. C. A. Morrow 
is executive vice-president and 
general manager. Mr. Connors 
formerly was vice-president and 





director of purchases of the Trus- 
con Steel Co., Youngstown. J. 
W. Farrell has been made general 
manager of sales succeeding J. B. 
Montgomery, who has resigned. 
Mr. Farrell has been assistant 
general manager of sales. Frank 
Knecht has been named as his as- 
sistant and also will have charge 
of sales promotion work and ad- 
vertising. 


CHARLES J. MILLS 
Charles J. Mills, 84, hardware 
merchant of Bay Shore, L. I., for 
more than 40 years, died recent- 
ly. He leaves his widow and a 
son. 
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CHARLES W. ASBURY DIED NOV. 6 
WAS V.-P. OF THE ENTERPRISE MFG. CO. 


Charles W. Asbury, 67, former 
vice-president and treasurer of 
The Enterprise Mfg. Co., Phila- 
delphia, Pa., passed away at his 
home, Mestha, Oak Lane, in that 
city, Nov. 6. He was the young- 
est son of T. Henry Asbury, foun- 
der of the company. He entered 
the business in 1886, as an appren- 
tice, and served in various ca- 
pacities in the shop as molder, 
machinist, inspector, etc. 





CHARLES W. ASBURY 


In the early ’90’s, he returned 
to the office in the capacity of 
purchasing agent, and in 1895 
was elected a director in the com- 
pany. In 1907 he was made sec- 
retary and in 1910 vice-president; 
in 1911, vice-president and trea- 
surer, which office he held until 
his death. 

He was a member of the Union 
League, Huntington Valley Coun- 
try Club and Hardware Club of 
New York. He was 2nd vice- 
president of the Philadelphia 
Board of Trade, and was active 
in the Hardware Merchants and 
Manufacturers Association of 
Philadelphia, in recent years be- 
ing chairman of their Award Com- 
mittee, which awards a medal to 
some prominent person in the 
hardware industry. 

He served three terms as presi- 
dent of the American Hardware 
Mfrs. Association, and served as 
chairman of the Hardware Coun- 
cil from its organization in 1925 
until it ceased activities in 1931. 

During the War, he was a mem- 
ber of the War Industries’ Board 
with an office in Washington and 
during his war activities, visited 
France with the Commission to 
inspect the industries there for 
the War Department. 

For 20 years he was also presi- 
dent of the American Phosphor- 
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ous Co., and for ten years vice- 
president and director of The W. 
J. Kingsland Co.; he was also 
connected as a director in the 
Philadelphia Mfrs. Mutual In- 
surance Co., as chairman of their 
finance committee, Keystone Mu- 
tual and the Manton Mutual In- 
surance Co. He was a trustee for 
the estates of T. Henry Asbury 
and Theodore Delany. 

Mr. Asbury leaves his widow 
and three children, Charles T. and 
T. Henry Asbury, 2nd, who are 
active in the business, and a 
daughter, Mrs. John Wilson. 


JOHN LOVELL JOHNSON 


John Lovell Johnson, 59, presi- 
dent of Iver Johnson’s Arms & 
Cycle Works, Fitchburg, Mass., 
died suddenly of a heart attack 
at his summer home at Scituate, 


Nov. 9. 





J. LOVELL JOHNSON 


Mr. Johnson after graduating 
from Worcester Polytechnic 
Institute became associated with 
the company in 1896. He was 
president since 1923. Mr. John- 
son was also president of the 
Iver Johnson Sporting Goods 
Company in Boston, Worcester 
and Fitchburg. He was vice-pres- 
ident and director of the Fitch- 
burg Mutual Fire Insurance Co. 
and held directorates in several 
Boston and Fitchburg financial 
institutions. 

He served on the Governor’s 
Council of Massachusetts when 
the late ex-president, Calvin 
Coolidge, was governor. In 1907 
he was a member of the Massa- 
chusetts Senate. In 1909-1910 he 





served as state councillor from his 
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district and in 1916 was a delegate 
to the National Republican con- 
vention. He served as chairman 
of the Fitchburg Republican City 
Committee for several years and 
also as treasurer of that committee. 

Surviving him are his widow, 
Mrs. Margaret M. Johnson and a 
young daughter, Mary Johnson, 
and a brother, Walter Johnson, 
treasurer of the Iver Johnson’s 
Arms & Cycle Works. 


OSCAR BARTH 


Oscar Barth, 83, pioneer hard- 
ware merchant of Chicago’s south 
side, recently passed away. He 
opened a hardware store in Chi- 
cago in 1888, at 547 W. 69th St., 
which he operated until his death. 
A son, Paul, and two daughters 
survive. 


EDGAR ZABRISKIE 


Edgar Zabriskie, 68, passed 
away Nov. 11 at his home, 28 
Highland Place, Maplewood, N. 
J. He had been ill with a heart 
ailment for about a year. 

Mr. Zabriskie was manager of 
the New York office, 79 Walker 
St., of Richards-Wilcox Mfg. Co., 
Aurora, Ill., manufacturers of 
garage door hardware and allied 
lines. He was manager of the 
New York office of the Wilcox 
Mfg. Co. before its consolidation 
in 1911. He was co-manager of 
the New York office of Richards- 
Wilcox until five years ago when 
he was appointed manager. He 
was associated with the company 
for 36 years. 

Mr. Zabriskie.is an Old Guard 
hardware man, well known and 
liked in the trade; a past com- 
mander of Jersey Commandery; 
member of Holland Society of 
New York; a past master of a 
Brooklyn Masonic lodge and mem- 
ber of the Maple Masonic lodge, 
N. J. He was also a warden of 
the St. George Protestant Episco- 
pal Church of New York. 

He leaves his widow and two 
daughters, Mrs. Geoffrey Tate and 
Mrs. Wm. L. Rowe, and two 
grandchildren. 


J. W. BERG 


J. W. Berg, 88, one of the or- 
ganizers of the Minnesota Retail 
Hardware Association and _ its 
second president, died Nov. 5 at 
Little Falls, Minn. Mr. Berg also 
helped organize the Hardware 
Mutual Insurance Co. 





FRANK B, INGOLD 


Frank B. Ingold, 67, owner of 
the Ingold Hardware Co., Hick- 
ory, N. C., died suddenly of a 
heart attack, Nov. 9. He is sur- 
vived by his widow, one son and 
one daughter. 


A. WINIFRED BOWMAN 


A. Winifred Bowman, 63, vice- 
president and director of the At- 
lantic Screw Works, Inc., Hart- 
ford, Conn., for 30 years and a 
prominent figure in the hardware 
trade throughout the country, 
died Oct. 29 at his home, 3 Pelham 
Road, West Hartford, after a long 
illness. 





A. W. BOWMAN 


In 1894 Mr. Bowman went to 
New Britain from Manchester, 
Vt., and for several years was as- 
sociated with several of the hard- 
ware factories there. Leaving the 
American Hardware Co., New 
Britain, Conn., about 30 years ago, 
he accepted the position of vice- 
president and director of the At- 
lantic Screw Works, Inc., which 
position he held at the time of 
his death. He traveled widely 
through the country and was well 
known by many persons con- 
nected with the hardware busi- 
ness, with which he was identified 
for more than 40 years. 

He leaves his brother, Earl C. 
Bowman and four nieces and 
three nephews. 


CLIFTON H. HOPE 
Clifton H. Hope, 81, proprietor 
of Clifton Hope & Son hardware 
store in St. Michaels, Md., for 
35 years, recently passed away. 
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WPA Will Use Hardware Industry 
For Test Case Experiment in N. Y. 


Administrator Victor Ridder appoints E. R. Masback chair- 
man of steering committee of five. Number of unemployed 
applicants with hardware training relatively small. Each will 
be interviewed by competent executives to determine fitness 
for jobs within hardware industry as available. 





The hardware industry within¢ 


the five boroughs of New York 
City will be used as a testing 
laboratory by WPA. If the plan, 
now under way, is successful, it 
is likely to be used in other in- 
dustries throughout the country. 
Victor Ridder, WPA Adminis- 
trator for New York City and 
successor to Gen. Hugh S. John- 
son, has appointed E. R. Mas- 
back, president, Masback Hard- 
ware Co., New York City, as 
chairman of a steering commit- 
tee of five which will direct the 
experimental work in the hard- 
ware trade. Other members of 
the committee are: R. J. Atkin- 
son, Brooklyn; Clement Biddle, 
Biddle Purchasing Co., New 
York City; Harold S. Graham, 
John H. Graham & Co., New 
York City; Charles Kleinhart, 
The Bronx, and Charles J. 
Heale, editor, HARDWARE AGE, 
New York City. 

From among the 227,000 ap- 
plicants to the New York office 
of WPA, only 450 are recorded 
as unemployed from the hard- 
ware field. These men have been 
subdivided into eight basic 
groups and all will be person- 
ally interviewed to determine the 
accuracy of their classifications. 
In this work a larger commit- 
tee will function so that WPA 
can immediately place with con- 
fidence such men in any hard- 
ware jobs that may be available 
in the Metropolitan area. 

The work of this group in this 
latest WPA activity is to be 
premised on a strictly business- 
like basis. Hardware employers 
are not asked to share existing 
work nor to consider additional 
personnel on the basis of help- 
ing the cause, etc. 

The committee will point out 
that men taken off relief and put 
on useful, self-respecting jobs 
is an essential to effect reduc- 
tion of taxes now necessary for 
relief purposes. In the broader 
aspect, it will be realized that 
self-supporting men increase the 
buying power of the area. Un- 
der this hardware trade WPA 
plan, men sent to available jobs 
will have the worthy recommen- 
dation of the WPA committee 
(recruited from hardware ranks) 
assuring the prospective em- 
ployer of the background, per- 
sonality, experience and fitness 
for the specific jobs in question. 

Among the 450 unemployed 
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hardware men, exactly 82 regis- 
tered as former retail hardware 
clerks, which fact indicates the 
basic stability of the hardware 
business and is a tangible piece 
of evidence that hardware con- 
ditions are relatively better than 
is found in most fields. 





G-E NAMES DIRECTOR OF 
APPLIANCE ACTIVITIES 


Charles E. Wilson of Bridge- 
port, Conn., vice-president in 
charge of the merchandise de- 
partment of the General Electric 
Co., has been assigned to the 
direction of all appliance activi- 
ties of the company. In taking 
on these duties, he assumes the 
additional responsibilities here- 
tofore directed by T. K. Quinn, 





who as vice-president has been 
in charge of specialty appliances 
at Cleveland and chairman of 
the appliance sales committee. 
Mr. Quinn has resigned. 

In 1917 Mr. Wilson came to 
General Electric from Sprague 





CHARLES E. WILSON 


Electric Co. in connection with 
the acquiring of conduit busi- 
ness by General Electric at New 
Kensington, Pa., and in 1918 





was appointed assistant general 
superintendent of the Maspeth, 
L. I., and Kensington works. 
In 1923 Mr. Wilson was trans- 
ferred to Bridgeport, becoming 
managing engineer in charge of 
conduit and wire, and in 1925 he 
was appointed assistant manager 
of General Electric’s Bridgeport 
works. In June, 1928, he be- 
came assistant to Vice-President 
C. E. Patterson of the merchan- 
dise department, distinguishing 
himself in manufacturing prob- 
lems in connection with wire 
and cable. In January, 1930, 
he was appointed manager of 
the merchandise department in 
charge of engineering, manufac- 
turing, and sales, and in Decem- 
ber of the same year was made 
vice-president and a member of 
the newly-formed appliance sales 
committee. 

In his new position, Mr. Wil- 
son will divide his time between 
Bridgeport and New York offices 
and will be principally con- 
cerned with radios and merchan- 
dising products at Bridgeport, 
refrigerators, electric ranges, and 
specialty appliances at Cleveland 
and with air-conditioning ap- 
paratus in Bloomfield, N. J. 





WINDOW DISPLAY GREETS HARDWARE GOLFERS 
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During the tenth annual golf tournament of the Hardware Golf Association at The Elms, 
Excelsior Springs, Mo. (Sept. 12 to 14, 1935), the Excelsior Springs Hardware Co., of that 
city featured this window display as a greeting of welcome to the hardware golfers. J. Howard 
Prather, proprietor of the store, participated in the tournament. The background of this display 
uses fixtures made from the plans furnished by this publication, known as the HARDWARE 
AGE INTERCHANGEABLE DISPLAY FIXTURES which Mr. Prather uses constantly as he 
follows the two original window display ideas offered in each issue. Blueprints for making 
these display fixtures are available on request. 
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Is Our Representative | ( 


By HON. CARROLL L. BEEDY 


Portland, Me., Former Representative in Congress from 
Maine, Addressing Joint October 23, 1935, Morning Meet- 
ing of the Recent Atlantic City Convention, Outlining Weak- 
nesses Inherent in All Popular Forms of Governmental Oper- 
ations and the Difficulties Encountered Despite Earnest Efforts 
to Regulate Expenditures Without Corruption. 





These ten amendments constitute 
the American Bill of Rights. By 
their terms there is reserved for the 
citizens of these United States a 
well-defined area within which no 
ambitious wielder of despotic power 
may set foot except at his own peril. 

The Constitution originally drawn 


der the Constitution of the United States a Failure?’ ” is suggested 

by the criticism of our Government which, though always current, 
has gained in intensity since the financial upheaval of 1929. Recent 
novel statutory enactments and proposals that we modify our Govern- 
ment structure as a remedy for present-day evils, stress the desirability 
of a frank discussion of our subject. 


yi DISCUSSION of the question ‘Is Representative Government un- 





Before we can intelligently answer 
the question as to whether our con- 
stitutional form of Government is a 
failure, we should ask ourselves 
what our Government was designed 
to accomplish. Once we are agreed 
upon the ends which the founders 
of the Republic desired to attain, 
we can the better decide whether 
our Government has failed or suc- 
ceeded. To all students of govern- 
ment, the first objective of our Amer- 
ican Republic is concededly clear. 
Even a casual reading of the Con- 
stitution furnishes convincing proof 
that its first object was to protect 
the people from an exercise of 
arbitrary and tyrannical power. 

The people of the thirteen colonies 
distrusted and feared a strong cen- 
tral government. Their delegates 
to the convention in Philadelphia 
knew full well that no constitution 
conferring arbitrary power upon a 
central government would meet with 
popular approval. Hence the cen- 
tral government was constituted one 
of limited powers with the right to 
act only in specifically enumerated 
cases. Furthermore, a series of 
prohibitions were written into the 
Constitution which so clipped the 
wings of each branch of the central 
government that no one branch 
might be supreme. 

But this precaution alone did not 
suffice to allay public distrust of a 
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too powerful central government. It 
is now conceded that the Constitu- 
tion would never have been adopted 
unless assurance had been given that 
amendments would be written 
further limiting the power of the 
central government. The consum- 
mation of that assurance was the 
adoption of the first ten amendments, 
each of which limits the power of 
the Federal Government. It was the 
tenth amendment, you will recall, 
which goes to the extreme of stat- 
ing that “All powers not delegated 
to the United States by the Consti- 
tution, nor prohibited by it to the 
States, are reserved to the States 
respectively, or to the people. 


and the adoption of the first ten 
amendments clearly disclose the first 
aim of our Government, namely, the 
protection of its citizens from the 
abhorrent injustices which are ever 
the spawn of unrestricted power. 

Certainly representative govern- 
ment under our Constitution has 
never failed in its first objective. 
Certain it is that our people have 
never suffered from a too arbitrary 
exercise of power by their represen- 
tatives under the Constitution. If 
any evil consequences shall befall 
our people through the exercise of 
autocratic and arbitrary power, they 
will not result from representative 
government under the Constitution. 
On the contrary, they will flow from 
an abandonment of our Constitu- 
tional government and an hysterical 
submission to dictatorial and auto- 
cratic power which is a bald denial 
of the very spirit of democracy. 

But what other great objective was 
sought in the creation of our Gov- 
ernment? Religious liberty of 
course. Has this government of ours 
failed to protect its people in their 
right to worship according to their 
will and desire. Certainly no one 
is so bereft of reason that he will 
claim any such failure. 

What further objects was our Gov- 
ernment designed to achieve? Its 
final objectives were not essentially 
different from those of older gov- 
ernments. It aimed to maintain or- 
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der, to render life and property se- 
cure, to do justice and finally “to 
secure the greatest measure of hap- 
piness to the greatest number.” This 
our Government sought to attain 
while securing to the individual a 
larger measure of civil and _ politi- 
cal rights than he had enjoyed here- 
tofore under other forms of gov- 
ernment. 

Our form of government was a 
new means by which men hoped to 
achieve an ideal. For centuries men 
had experimented with many kinds 
of government. All had failed as a 
means of attaining the ideals of 
justice, security and happiness. At 
length men refused to be drugged 
into submission by the false philos- 
ophy of the “divine right of kings.” 
A new philosophy had appeared. It 
proclaimed the God given right of 
the people to govern themselves. It 
was this new philosophy which in- 
spired the American colonists to cast 
off the tyrannies of a monarchy and 
turn to a government representative 
in form and democratic in spirit. 

In the novel device of a represen- 
tative government whose leaders 
were to be restrained by the inhibi- 
tions of a written constitution and 
the everpresent possibility of popu- 
lar rebuke through the exercise of 
suffrage as the inherent right of 
citizenship, our fathers saw by faith 
the surest means of securing civil 
liberty for the individual with at- 
tendant security and happiness for 
all. 


General Security 


Has our Federal Government ever 
failed to provide for the general se- 
curity? Certainly not. Is there 
any civilized nation whose govern- 
ment makes possible a larger mea- 
sure of civil liberty for its citizens? 
No well informed person will ever 
make such a claim. 

Where in the history of juris- 
prudence is there a record of justice 
more equitably administered than by 
the Federal Courts created by the 
Congress and by the Supreme Court 
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of the United States, the creature 
of the Constitution itself? Oh, 
there are complaints justly made of 
the “law’s delay” and a too fre- 
quent miscarriage of justice. But 
these complaints are confined al- 
most entirely to criminal cases whose 
rules of procedure and evidence are 
lacking in perfection because of too 
zealous a purpose by our Govern- 
ment to afford every advantage, the 
benefit of every doubt, to him who 
is charged with crime lest, by any 
chance, the citizen be unjustly de- 
prived of life, liberty or property. 
Let him who would complain point 
us to any government under which 
there is more of justice and less of 
tyranny? 


Happiness 


But what is to be said as to the 
success or failure of this government 
to secure for its people “the greatest 
measure of happiness for the 
greatest number?” Do conditions 
here when compared with those un- 
der other governments afford us any 
cause for happiness? Of course, 
true happiness comes only from 
within. No government of what- 
ever form can bestow happiness 
upon its people. It is nevertheless 
true that government can do much 
in the way of a purely material con- 
tribution to the general happiness. 

Our Government, from its early 
days, has favored trade policies ex- 
cluding from our markets the prod- 
ucts of low paid labor abroad. The 
result has been a high standard of 
wages and living conditions in this 
country which are at once the won- 
der and envy of the world. If time 
permitted, I should quote you sta- 
tistics showing that our laborers 
share more fully the profits of in- 
dustry, own more homes, more 
radios, more automobiles and more 
of innumerable devices conducive 
to material happiness, than is the 
case in any other nation. We ought 
to be a very happy people. 

To be sure life here is not free 
from difficulty. It probably never 
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will be. In the complete absence of 
trouble we should probably all die 
of dry rot. As it is, we make mis- 
takes. We must learn to profit by 
them. But the solution of our prob- 
lems will come not through destroy- 
ing or abandoning what we have 
builded. With a kindly tolerance 
for the opinions of others, with an 
earnest desire to discover the truth 
and with unyielding courage we 
must strive to save all that is best 
in our existing structure of govern- 
ment, buttress its foundations and 
continue to build aloft for future 
generations. 

But critics of the established or- 
der are impatient of reason and the 
marshaling of facts. To press the 
point that in the light of evidence 
our Government has attained its 
fundamental objectives and secured 
for its people religious freedom, pro- 
tection of life and property, civil 
liberty, approximate justice, and that 
measure of happiness which is the 
by-product of these fundamental 
guarantees, to press the point, I re- 
peat, is but to provoke an explosion. 
(At least this is of late a common 
experience in Congress.) 

The dissatisfied critic immediately 
indulges in a vocal outburst so ex- 
treme in volume as utterly to drown 
the calm voice of reason. The re- 
verberations of his impassioned out- 
burst are accompanied by gestures 
which are at once sweeping, in- 
dignant and calculated to convey the 
impression that all further discus- 
sion in defense of the existing order 
must end. With all the “savoir 
faire” of one who is never mistaken 
our critic exclaims, “Why beat 
about the bush?” “Why not ad- 
mit that political corruption obtains, 
that the spoils system is employed 
in appointments to public office, that 
criminal racketeering is in full 
swing, and that all is far from well 
with us.” Well, let us admit it. 

Corruption and distribution of of- 
fice through the spoils system are by 
no means lost arts and criminal 
racketeering is rampant in our large 
cities. But mark you these are evils 
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which have appeared in every age 
and under all governments of what- 
ever form. They are not the pecu- 
liar products of our Government. I 
submit they may not be used legiti- 
mately to prove that our Govern- 
ment is a failure. Those who ring 
the changes on these evils in an ef- 
fort to discredit existing institutions 
are but emphasizing evils which are 
not caused by nor inherent in any 
form of government. They are the 
whelps of selfish human nature. 
Those who seek to escape such evils 
by mere changes in forms of gov- 
ernment are doomed to bitter disap- 
pointment. We shall never escape 
them until human nature enjoys a 
vast improvement upon anything 
which I have ever known in my own 
experience. 


Heaven 


But, for the sake of argument, let 
us go the whole way with our critics 
and admit frankly that all is not well 
with us in this country. I go further 
and predict that all will never be 
well with us short of Heaven. (I 
waive for the moment any possible 
differences of opinion as to whether 
Heaven is a state of mind or a lo- 
cality and admit that for the moment 
I have touched a subject of which 
I know little.) 

I have been amused that one of 
our modern writers recently had the 
temerity to write a book entitled, 
“Heaven is My Destination.” I 
pause to remark that to be able to 
see that far ahead with any degree 
of assurance the author must have 
drawn heavily upon his reservoir of 
optimism and employed a most ex- 
traordinary set of binoculars. For 
my part, I am neither confident of 


my ultimate destination nor the ulti-' 


mate fate of my Government. If 
cornered and sharply questioned as 
to either I might be forced to resort 
to an evasion comparable to that of 
the youngster who in a classroom 
intelligence quiz was asked by his 
teacher which hand the Statue of 
Liberty holds high. The young man 
promptly responded—“The one with 
the torch in it.” 

But let us return to the criticisms 
of our Government. We are told 
that the Declaration of Independence 
proclaimed the equal right of all 
men to life, liberty and the pursuit 
of happiness; that our Government 
was founded upon the theory of 
equal rights, to put the immortal 
truths of the Declaration into prac- 
tice. We are told that this Govern- 
ment has failed in its attempt to 
demonstrate man’s right to equality. 
Please note the shift of argument. 
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From a discussion of equal rights 
to life and liberty our dissatisfied 
friends turn to discuss equality in 
general. The fact is that equal 
political right is one thing, equality 
in general conditions is another. 


Radicals 


However, we are told that this 
Government of ours has failed be- 
cause it has not brought about 
equality either in material posses- 
sions or in the realization of hap- 
piness; that under our Government 
there is in truth such an utter 
absence of economic equality that 
much of dissatisfaction, unhappiness 
and even of misery has resulted. 
Our dissatisfied radicals therefore 
denounce our form of government 
as a failure, advocate its modifica- 
tion if not its abandonment, and 
propose a so-called socialist govern- 
ment which we are assured will dis- 
tribute all wealth equally and main- 
tain economic equality. 

Let us analyze this criticism of 
our Government and the proposed 
remedy for our ills. We shall now 
perceive the fallacy which underlies 
the entire radical trend. In the first 
place the Declaration of Indepen- 
dence asserted no right of man to 
any equality in the possession of 
wealth, no, nor even in the realiza- 
tion of happiness. Its declaration of 
man’s equality is limited to life, 
liberty and the pursuit of happiness. 
The difference between possession 
and pursuit of an objective is de- 
cidedly marked. 
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To properly understand the true 
meaning of Jefferson’s inspiring 
declaration, we should have in mind 
political conditions in Europe dur- 
ing the latter part of the 17th and 
the beginning of the 18th centuries. 
Hereditary privilege, under the pro- 
tection of law, was the order of those 
days. One born of nobility came, 
in due course and by law, into his 
privileged status as a lord. As such 
he enjoyed the high privilege of a 
select society and a handsome in- 
come from his landed properties. 
Once a lord, always a lord. At the 
same time one born in the mining 
district of Wales came, in due 
course, into his heritage of under- 
ground grime and toil. His lot was 
poor wages and the squalor of a coal 
miner’s hut. Once a miner always a 
miner. 


Jefferson 


It was in protest against inherited 
privilege and a preferred status un- 
der law that Jefferson launched the 
clarion call of his Declaration of 
Independence. True, he declared 
all men to be created equal, and re- 
gardless of governments, that they 
had a God given equality of rights 
in liberty, to the pursuit of their own 
happiness. But Mr. Jefferson did 
not refer to any natural equality of 
man or even to an equality of 
natural opportunity. The common 
experience of men disproves any 
such claim. Thomas Jefferson was 
epitomizing the great truth that men 
were politically equal, and that no 
government should give the advan- 
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tage of an artificial and privileged 
status to any one man over any 
other man. Under the light of this 
great truth our Government was 
created. 

The fallacy in the contention of 
our radical friends lies in their at- 
tempt to conclude that because man 
has a natural equality of right to 
pursue life, liberty and happiness he 
therefore has a right to equal pos- 
sessions in property which right it 
is the duty of any good government 
to secure and maintain for him. 

I challenge any man to point out 
one phrase, either in the Declaration 
of Independence or in the Constitu- 
tion of the United States proclaim- 
ing or guaranteeing any right of man 
to an equality in material posses- 
sions. On the contrary there is no 
intimation in either instrument that 
man has any such right or that it is 
the duty of government even to at- 
tempt to secure economic equality 
for its people. I submit that no such 
result is possible of attainment under 
any form of government. I submit 
that any government which aims to 
maintain an equality in the material 
acquisitions of its people is doomed 
to dismal failure. 

In the first place the principle in- 
volved is contrary to the law of God 
and Creation. I assume for the mo- 
ment that all of us acknowledge 
some First Cause which, for want of 
a better name, we call God. To this 
all pervasive and ever-present power 
or force we concede omnipotence, 
omniscience and love. As a matter 
of cold logic, therefore, if happiness 
for man lies in the establishment 
and maintenance of an even level of 
general equality, an Omniscient cre- 
ator would have known it and a God 
of Omnipotence and Love would 
have builded upon it. But He did 
not. 


No Equality 


In His world there has never been 
equality. There is not even an exact 
likeness, say nothing of equality, in 
animate or inanimate form of life. 
No blade of grass is the exact coun- 
terpart of another. No glittering 
gem embedded in its mineral cham- 
ber exactly resembles any other in 
brilliance, color, or size. The finger- 
prints of no two individuals are ex- 
actly alike. No two animals, man or 
beast, are equal either in strength 
or cunning. By divine law all was 
inequality from the first. But in 
that original inequality is the neces- 
sity for contest. In that contest the 
weak is given his chance to improve 
both body and mind. He is destined 
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to many failures. But hope is ever 
an incentive to effort. Ever ahead 
is the possibility that the weak may 
earn his right to match his cap- 
ability with the strong. Thus is 
progress assured. 

Character and building power are 
never born of equality and result- 
ing ease. They are the creatures of 
inequality, recurring difficulties and 
endless struggle. This Government 
of ours was established upon a prin- 
ciple consistent with the law of God. 
It undertakes to maintain an equality 
in men’s opportunities under the 
civil law. It does not undertake and 
never has undertaken the folly of 
equalizing the equipment of every 
man at the start or of guaranteeing 
an equal outcome in the race. 

Present-day talk, therefore, about 
the failure of our Government to ac- 
complish an equal division of wealth 
is but the outpourings of dema- 
goguery. No two men, either by 
birth or by training, have an equal 
capacity for acquiring property or, 
having once acquired it, have an 
equal capacity for retaining it. 


National Wealth 


Let us consider for a moment 
what wealth there is in this country 
capable of division. There are 5,- 
698,000,000 of currency in circula- 
tion. Divide it and each of us would 
possess less than 48 dollars. A first 
payment on a new radio, the pur- 
chase of a few neckties, a string of 
beads, some lingerie and a couple 
of tickets to the movies would in two 
days exhaust the cash resources of 
the improvident majority. 

We have some 248,000 miles of 
railroad tracks and a great number 
of mills and factories equipped with 
machinery. None of it is worth a 
dollar in the absence of brains to 
direct its control and _ operation. 
Without the reward of profits, an in- 
separable incident of private owner- 
ship, the genius of direction and 
control loses its initiative and what 
was once an asset becomes a lia- 
bility. 

About fifteen years ago the gov- 
ernment of Russia took over all rail- 
roads formerly under private owner- 
ship and control. Throughout this 
time their operation by the govern- 
ment has yielded no profit. The 
same is true of the Russian Soviet 
experiment with its textile mills. 
Both railroad and textile mills have 
become an increasing liability even 
with the lowest of wage standards. 

I have sometimes thought that it 
might be wise to limit the amount of 
wealth which may be legally in- 


herited. But to resort to such an 
expedient is extremely dangerous. 
Where shall the limit be placed? 
Once we limit the right of a citizen 
to acquire property for his protec- 
tion in old age and for transmission 
to those who are the objects of his 
deepest affection, we incur the dan- 
ger of curbing initiative and seri- 
ously impairing national develop- 
ment. 

After all, the underlying spirit of 
our Government, the motivating 
force from its conception, has been 
the right of man to demonstrate 
his own worth to his family and to 
society. If this were not true, if 
each were not entitled to reward for 
his individual skill and industry, 
then there could be no such thing 
as natural justice or a career open 
to talent. 

Our representative Government 
under the Constitution is a con- 
tinued assertion of every man’s 
right, “free from governmental in- 
terference to make of his dead self 
the stepping stone to a higher des- 
tiny.” Such a philosophy of gov- 
ernment gives hope to the humble, 
a hope which has culminated in 
real achievement and made us the 
most virile nation of the world. I 
submit, therefore, that since eco- 
nomic equality was never guaran- 
teed by the government, its absence 
from our midst can not be cited as 
evidence of failure in our Govern- 
ment. 


People to Blame 


No, representative government 
under our Constitution is by no 
means a failure. It is being brought 
into disrepute. It is being subjected 
to organized assault and for the 
time being is “honored more in the 
breach than in the observance.” For 
this situation, not our Government 
but our people themselves are to 
blame. 

Unfortunately our citizens, with 
rare and spasmodic exceptions, have 
refused to take the responsibilities 
of self-government seriously. Of 
late, it has been rather the fashion 
to look upon those who are active 
in the performance of their civic 
duties with a supercilious contempt. 
It has been rather the smart thing 
to speak slurringly of men in public 
life as “nothing but politicians.” 
Both the public press and the the- 
atre invoke bold sarcasm, dry wit 
and pungent effrontery to breed dis- 
respect for public officials and so 
contribute to the undermining of 
our Government. The people as a 
whole accept the present attitude 
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toward government and public life 
with a calm indifference or a sense 
of amusement, which they make no 
effort to conceal. They forget that 
every slur in derogation of public 
officials is a reflection upon their 
own handiwork. 

I fear that too many of us have 
lost our sense of values. With blind 
confidence we assume that our Gov- 
ernment and our liberties like the 
forces of nature will go on indefi- 
nitely and without effort on our 
part. Thus we do ourselves and 
those who are to follow, great injus- 
tice. Indeed, we pay respect in 
scant measure to those of our an- 
cestors who bought for us with their 
blood this heritage of citizenship in 
a free Republic. 

In these days of flux and confu- 
sion we must shake off our lethargy; 
we must be keen to sense the ever- 
present dangers to free government; 
we must be quick to check any 
drifting policies which unopposed 
will change the Government in 
Washington from one of limited to 
one of unlimited powers. It is true 
that popular acquiescence in the 
exercise of usurped power and the 
disregard of constitutional limita- 
tions is induced by a lavish distri- 
bution of public funds. But, what- 
ever the temptation may be, let us 
not be diverted from our task as the 
guardians of constitutional freedom. 
Let us repulse any unwarranted as- 
sumption of power by the national 
Government else we _ shall be 
stripped of our right to local self- 
government; a right which the Con- 
stitution reserved to the whole 
people. 

The numerous limitations upon 
the central government, which are 
imposed by the first ten amend- 
ments, were designed to be a con- 
tinuing guarantee of sovereign right 
in the people to manage all affairs 
purely local, and in that manage- 
ment to be wholly free from com- 
pulsion or interference by the 
central government in peace or in 
war, in ordinary or extraordinary 
times and regardless of the peregri- 
nations or machinations of any po- 
litical party. In other words, under 
our Constitution, we are a sovereign 
people but ours is not a sovereign 
government. 


People’s Right 


Should any problem confront this 
Government which it can not solve 
under existing authority, the people 
and the people alone have the right 
to extend the powers of the central 
government by amending the Consti- 
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tution in one of the prescribed 
methods. 

No one has ever stated the prin- 
ciple involved more clearly than did 
Washington in his farewell address. 
He said — 


“The basis of our political systems 
is the right of the people to make and 
alter their constitutions of govern- 
ment; but the Constitution which at 
any time exists, till changed by an 
explicit and authentic act of the 
whole people, is sacredly obligatory 
epon a. * © **” 


And, he added these significant and 
pertinent words of caution— 


“It is important, * * * that the 
habits of thinking in a free country 
should inspire caution in those in- 
trusted with its administration, to 
confine themselves within their re- 
spective constitutional spheres, avoid- 
ing, in the exercise of the powers of 
one department, to encroach upon 
another. The spirit of encroachment 
tends to consolidate the powers of all 
the departments in one, and thus to 
create, whatever the form of govern- 
ment, a real despotism. * * * Let 
there be no change by usurpation; 
for though this in one instance may 
be the instrument for good, it is the 
customary weapon by which free gov- 
ernments are destroyed. * * *” 


Surely, in this utterance, George 
Washington rose to the high plane 
of far-sighted statescraft. In those 
closing days of the eighteenth cen- 
tury he saw clearly a great danger 
which was to threaten his country 
a century and a half later. 

Nor should we be unmindful of 
the potential possibilities for under- 
mining and destroying the existing 
order through an unwarranted use 
of the taxing power. It was John 
Marshall who said that “The,power 
to tax is the power to destroy,” and 
it has been recently remarked that 
he might well have added “The 
power to tax is the power to effect 
revolution and to overturn any es- 
tablished form of free government.” 

Under our Constitution all direct 
taxes must be apportioned among 
the States according to their popu- 
lation and all duties, imposts, and 
excises must be uniform. So long 
as the taxing power within the con- 
stitutional limitations is employed to 
support a balanced budget and to 
provide the national Government 
with adequate facilities for attend- 
ing to its own business; so long also 
as taxes are levied equitably “to the 
end that everyone who votes for 
those who are to spend public money 
shall be tax conscious and therefore 
quick to resent and to rebuke 
governmental extravagance, we are 
on sound and wholly defensible 


ground.” But, whenever the taxing 
power is used to punish particular 
groups or selected industries; when- 
ever it is employed for the purpose 
of promoting an economic, social 
or political revolution, then the fun- 
damentals of the American system 
are being undermined and the estab- 
lished order is in danger of being 
overthrown. 

It was Abraham S. Hewitt who 
wisely said that the “compulsion of 
a majority * * * exercised through 
the power of taxation without ref- 
erence to the Bill of Rights or to 
moral principle, is the most danger- 
ous enemy which liberty has to 
face.” 


Economic Distribution 


It is perfectly possible to accom- 
plish a distribution of the nation’s 
wealth through the tyranny of un- 
just taxation. If the motive behind 
such action were to improve soci- 
ety, to better the lot of the average 
citizen, and to secure a full measure 
of happiness for all, we might swal- 
low this proposal to distribute the 
nation’s wealth and prepare to adjust 
ourselves to a new order. But the 
fact is that the motive behind any 
wealth distribution program, whether 
to be accomplished by taxation or 
otherwise, is not moral. It is 
economic. It is unquestionably 
prompted by the desire of certain 
men to obtain “a personal share in 
the results of the labors and sav- 
ings of other men.” It was Nicholas 
M. Butler who recently suggested 
that “all share-the-wealth programs 
are misnamed.” He said “they really 
should be called steal-the-wealth 
programs.” 

The vital problems pressing for 
solution in our national emergency 
are legion. And we must face the 
fact that it is becoming increasingly 
dificult, under present-day condi- 
tions, to distinguish the false from 
the true and solve our problems with 
approximate correctness. For ex- 
ample, one of the many modern in- 
ventions which are multiplying the 
complexity of, and in great measure 
revolutionizing, our national life is 
the radio. Closely organized mi- 
norities use it to stir up dissatisfac- 
tion and convert the innumerable 
audience of the air to their various 
points of view. Individuals skilled 
in the art of popular appeal and 
posing as the exemplars of ideal 
citizenship employ the radio to 
blackmail Congress into adopting 
measures which are approved neither 
by the judgment nor the conscience 
of the people’s representatives. The 
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Right of Motorist to Park in Front of Store 


r YHERE is no getting away 
from the fact, that the con- 
tinuous parking of automo- 

biles in front of a store or other 

place of business may result in 
injury to the business by shutting 
off ready access thereto by pros- 
pective customers. Further, in 
some cases parking of this kind 
may seriously interfere with the 
receipt of goods by the merchant 
or the sending out of goods for 
delivery. This then raises the 
question of what a merchant may 
do to gain relief in such a situa- 
tion. 

In the first place, in the absence 
of a valid ordinance or statute giv- 
ing the right to park, an abutting 
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property owner usually has such 
rights in the adjoining street as to 
entitle him to relief from con- 
tinuous parking if it shuts off his 
easement of access. Of course, a 
property owner cannot interfere 
with the passage of traffic or ‘the 
usual stops incident to the use of 
a street as such, but the use of a 
street merely as a parking place 
is another matter. For example. 


Store Cut Off From Street 
By Parked Automobiles 


In one case, the owners of a 
store objected to the more or less 
continuous use of the street in 
front of their place of business by 
a bus company parking its busses 


thereon. The bus company not 
only used the curb to receive and 
discharge passengers, but per- 
mitted its busses to remain there 
for long periods of time. The 
merchants objected to this on the 
ground that it prevented ready 
access to their store by customers 
with resulting loss to them. In 
holding that the merchants were 
entitled to relief the court said: 
“It appears that the defendant 
(bus line) did not make use of 
the highway in front of complain- 
ants’ (merchants) property simply 
to receive and discharge passen- 
gers, but lingered there for an 
hour at a time; in fact the bill 


(Continued on page 108) 
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CONVENTION CALENDAR 


California Retail Hardware Asso- 
ciation Annual Convention and Ex- 
hibition, Santa Cruz, Cal., Feb. 3 to 
5 inclusive, 1936. Headquarters, 
sessions, and exhibit: Casa del Rey 
Hotel. LeRoy Smith, manager, 417 
Market St., San Francisco, Cal. 


Illinois Retail Hardware Associg- 
tion 39th Annual Convention and 
Exhibit, Peoria, Ill., Feb. 4 to 6 
inclusive, 1936. Exhibit: State 
Armory. Headquarters: Pere Mar- 
quette Hotel. C. G. Gilbert, secre- 
tary, 1155 Merchandise Mart, Chi- 
cago, Ill. 


Indiana Retail Hardware Associ- 
ation Annual Convention and Ex- 
position, Indianapolis, Ind., Jan. 28 
to 31, inclusive, 1936. Sessions and 
Exposition; Murat Temple. Head- 
guarters: Lincoln Hotel. G. F. 
Sheely, managing director, 130 E. 
Washington Bldg., Indianapolis, 
Ind. 


Towa Retail Hardware Association 
38th Annual Convention and Ex- 
hibition, Des Moines, Iowa, Feb. 11 
to 14 inclusive, 1936. Headquarters 
and business sessions: Hotel Savery. 
Exhibit: Coliseum. Philip R. Jacob- 
son, secretary, Mason City, Iowa. 


Kentucky Hardware and Imple- 
ment Association Annual Conven- 
tion and Exhibition, Louisville, Ky., 
Jan. 21 to 23 inclusive, 1936. Head- 
quarters, business session and ex- 
hibit: Seelbach Hotel. J. M. Stone, 
Room 9, Seelbach Hotel, Louisville. 


Michigan Retail Hardware Asso- 
ciation Annual Convention and Ex- 
hibition, Detroit, Mich., Feb. 11 to 
15 inclusive, 1936. Headquarters: 
Statler Hotel. Business sessions and 
exhibit: Masonic Temple. Harold 
W. Bervig, secretary, 1112 Olds 
Tower Bldg., Lansing, Mich. 


Minnesota Retail Hardware As- 
sociation 40th Annual Convention 
and Exhibition, Minneapolis, Minn., 
Jan. 21 to 24, inclusive, 1936. Ses- 
sions and exhibit: Municipal Audi- 
torium. C. J. Christopher, manager- 
treasurer, Nicollet and 24th Sts., 
Minneapolis, Minn. 


Missouri Retail Hardware Associ- 
ation 38th Annual Convention and 
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Exhibition, St. Louis, Mo., Feb. 18 
to 20 inclusive, 1936. Headquarters, 
exhibition, and sessions, New Jeffer- 
son Hotel. F. X. Becherer, secre- 
tary, 2861 Gravois Ave., St. Louis. 


Mountain States Hardware and 
Implement Association 34th Annual 
Convention, Denver, Colo., Jan. 20 
to 22 inclusive, 1936. Headquarters 
and sessions: Cosmopolitan Hotel. 
John T. Bartlett, secretary, 2005 
Mapleton Ave., Boulder, Colo. 


National House Furnishing Exhib- 
it, 9th Annual, Chicago, Jan. 5 to 11: 
inclusive, 1936. Headquarters and 
exhibition: Stevens Hotel. Under 
auspices of National House Furnish- 
ing Manufacturers Assn., Inc., 228 
N. La Salle St., Chicago, Ill. 


Nebraska Retail Hardware Asso- 
ciation 35th Annual Convention, 
Lincoln, Neb., Feb. 4 to 6 inclusive, 
1936. Headquarters and sessions: 
Cornhusker Hotel. George H. Dietz, 
secretary, 414 Little Bldg., Lincoln, 
Neb. 


New York State Retail Hardware 
Association 34th Annual Convention 
and Exposition. Headquarters and 
business sessions at Hotel Syracuse, 
and Exposition at State Armory, 
Syracuse, N. Y., Feb. 11 to 14 in- 
clusive, 1936. John B. Foley, secre- 
tary, 510 Hills Bldg., Syracuse, 
HN. ¥. 


North Coast Hardware and Im- 
plement Association Annual Con- 
vention, Seattle, Wash., Jan. 31 and 
Feb. 1, 1936. Headquarters and ses- 
sions: Olympic Hotel. Ray Cava- 
naugh, secretary, 1148 Pacific Ave., 
Tacoma, Wash. 


North Dakota Retail Hardware 
Association Annual Convention and 
Exhibit, War Memorial Bldg., 
Devils Lake, N. D., Feb. 4 to 6 in- 
clusive, 1936. Louis J. Thompson, 
secretary, 21 Clifford Bldg., Grand 
Forks, N. D. 


Ohio Hardware Association 44th 
Annual Convention and Exhibition, 
Cincinnati, Ohio, Feb. 18 to 21 in- 
clusive, 1936. Business sessions, 
headquarters, and exhibition: Neth- 
erland Plaza Hotel. John B. Conk- 


lin, secretary, 175 S. High St., 
Columbus, Ohio. 


Oklahoma Hardware and Imple- 
ment Association 33rd Annual Con- 
vention and Exhibition, Oklahoma 
City, Okla., Jan. 28 to 30 inclusive, 
1936. Sessions and Exhibit: Ma- 
sonic Temple. Chas. F. Nelson, 
secretary, 301 Key Bldg., Oklahoma 
City, Okla. 


Panhandle Hardware and Imple- 
ment Association Annual Conven- 
tion, Amarillo, Tex., Feb. 3 to 5 in- 
clusive, 1936. C. L. Thompson, sec- 
retary, Canyon, Tex. 


Southern California Retail Hard- 
ware Association Annual Conven- 
tion and Exhibition, Los Angeles, 
Cal., Feb. 11 to 13 inclusive, 1936. 
Headquarters, sessions and exhibit: 
Ambassador Hotel. J. V. Guilfoyle, 
managing director, 1122 Pacific Na- 
tional Bldg., Los Angeles, Cal. 


South Dakota Retail Hardware 
Association 3lst Annual Convention 
and Exhibition, Sioux Falls, S. D., 
Jan. 28 to 30 inclusive, 1936. Ses- 
sions and exhibition: Coliseum. C. 
J. Christopher, manager-treasurer, 
Nicollet and 24th Sts., Minneapolis, 
Minn. 


Texas Hardware and Implement 
Association 38th Annual’ Conven- 
tion, Hotel Adolphus, Dallas, Tex., 
Jan. 21 to 23 inclusive, 1936. Dan 
Scoates, secretary, College Station, 
Tex. 


Western Retail Implement and 
Hardware Association 47th Annual 
Convention and Exhibition, Kansas 
City, Mo., Jan. 14 to 16 inclusive, 
1936. Herbert J. Hodge, secretary, 
Abilene, Kan. 


West Virginia Hardware Associa- 
tion Annual Convention, Greenbrier 
Hotel, White Sulphur Springs, 
W. Va., Jan. 20 and 21, 1936. H. B. 
Clower, secretary, Oak Hill, W. Va. 


Wisconsin Retail Hardware Asso- 
ciation 40th Annual Convention and 
Exhibition, Milwaukee, Wis., Feb. 
4 to 7 inclusive, 1936. Business ses- 
sions and exhibit: Milwaukee Audi- 
torium. George W. Kornely, ex- 
hibit manager, 3374 N. Green Bay 
Ave., Milwaukee, Wis. H. A. Lewis, 
executive secretary, Stevens Point, 


Wis. 
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IN ae Sealed CANS! 


“I'd rather be selling merchandise than packaging it—and particularly a product like linseed 
TELL YOUR CUSTOMERS oil. Item by item, I’ve seen the bulk merchandise I used to handle go into packages—and now 
THE STORY that the bother of packaging linseed oil is over, watch me go places with this new 
POL-MER-IK is a 100% POL-MER-IK Linseed Oil in cans.’’ You'll find your customers strongly in favor of 
pure linseed oil. It gets its POL-MER-IK in cans. They prefer to buy packaged, sealed, and branded merchandise. To 
name from the fact that 10% th sa a , lik io a —_ ‘ 
of this oil is kettie-cooked to a em, it's a guarantee of quality and purity. They like, too, the clean cans; it’s an easier way 
varnish body before blending for them to handle linseed oil. 


Because of the heat-treated 

oil it contains, it imparts to On the profit side of your business, you'll find these factory-sealed cans of POL-MER-IK 
gery tern ee giving you a real lift. Losses that occurred in bulk selling, such as drips, over-measuring, foots 
wearing quality. POL-MER- in the bottoms of drums, time consumed in bulk packaging—these losses are over. Today you 
IK is as light in color as buy a gallon of POL-MER-IK, and you sell a gallon—no depreciation, no loss. Read the note 


regular raw of boiled and on why POL-MER-IK is replacing raw and boiled linseed oil. Then write us for the name of the 


















should be used for mixin 
paint in exactly the a jobber in your territory who can supply you with POL-MER-IK in pints, quarts, one- and two- 
manner as ordinary linseed oil gallon containers, and five-gallon drums. 








ARCHER-DANIELS-MIDLAND COMPANY Minneapolis, Minnesota 
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Who Makes It? 


Information regarding sources of supply as provided readers 
of Hardware Age by the Who Makes It? editor is here pre- 
sented as an aid to others in the trade who may be seeking the 
same articles. The inquiries reproduced have been selected be- 
cause of their general interest to hardware merchants and buy- 
ers. This editorial feature in each issue supplements the ser- 
vice rendered by the “Who Makes It?” issue published on Sept. 
26, 1935. When writing to the firms mentioned, state that you 
saw the product listed in Hardware Age “Who Makes It?” sec- 


tion or issue. 


Mattituck, L. I., N. Y.: Furnish 
name and address of the manufac- 
turer of Penn. vises——W. V. Duryee. 

ANSWER: Hollands Mfg. Co., 
Erie, Pa. 

*% * * 

Ness Crry, Kan.: Where can we 
buy a set of cutters for Carews pat- 
ent wire nippers?—Williams Hard- 
ware Co. 

ANSWER: M. W. Robinson Co., 
28 Warren St., New York City. 


* * * 


JouHnson City, Tenn.: Who 
makes an electric sanding machine 
for sanding table tops, etc., called 
Take-About? — London Hardware 
Co. 

ANSWER: Porter-Cable-Hutchin- 
son Corp., Syracuse, N. Y. 

* * * 


Grove City, Pa.: Who makes the 
Pointer Brilliant coal range?—W. 
A. Redmond Co. 

ANSWER: Gohmann Kahler Corp., 
New Albany, Ind. 
* * * 

ARCHBOLD, OHIO: Provide names 
and addresses of manufacturers of 
(1) Estellite electric fixtures, and 
(2) Halcolite electric fixtures.— 
Stotzer Hardware Co. 

ANSWER: (1) Estellite Co., 
578 Broadway, New York City. (2) 
Halcolite Co., 68 Thirty-fourth St., 
Brooklyn, N. Y. 

% % * 

CaruisLteE, Pa.: Who makes Le- 
high brand fire brick?—Cochran & 
Allen. . 
ANSWER: J. H. Frank Refrac- 
tories Co., Snow Shoe, Pa. 

* * * 


Somerset, Mass.: Who makes a 
machine, operated by foot power, 
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that can be used for fastening cor- 
rugated paper shipping cartons?— 
Williamson Bros. 


ANSWER: Boston Wire Stitcher 
Co., East Greenwich, R. I. * 


* * * 


CHARLOTTESVILLE, VA.: Frovide 
names and addresses of manufac- 
turers of corn shock removers.—W. 
T. Martin Hardware Co. 

ANSWER: Chase Mfg. Co., 3216 
Delmar St., St. Louis, Mo., and 
Harry B. Kircher, Belleville, Til. 


* * * 


ABILENE, Kan.: Who is _ the 
American distributor or representa- 
tive for the Rolls safety razor?— 
Western Retail Implement and 
Hardware Association. 

ANSWER: Lee & Schiffer, Inc., 
305 E. 45th St., New York City. 

* * * 

TRAVERSE City. Micu.: Who 
makes the Eclipse door closer?— 
Bain & Miller. 

ANSWER: Sargent & Co., New 
Haven, Conn. 


New York City: Where can we 
buy goggles for welders, grinders, 
and furnace men?—J. Pinsky Hard- 
ware Co., Inc. 

ANSWER:  Testrite Instrument 
Co., 57 E. 11th St., New York City; 
Willson Products, Inc., Reading, Pa., 
and Harry Buegeleisen, 287 Fulton 
St., Brooklyn, N. Y. 


* * * 


Bemipj1, Minn.: Advise who 
makes open front Franklin stoves.— 
Carlson Cash Hardware. 

ANSWER: S. M. Howes Co., 511 
Medford St., Boston, Mass., and 
Edwin Jackson, 175 E. 60th St., New 
York City. 


* * * 
MitwavkeEE, Wis.: Who makes 
Tinker Toys?—Badger Paint & 

Hardware Stores, Inc. 
ANSWER: Toy Tinkers, Inc., 


Evanston, Ill. 
* * * 


Peasopy, Kan.: Who makes clay 
radiants for gas stoves?—Peabody 
Hardware & Lumber Co. 

ANSWER: Ohio Valley Clay Co., 
Steubenville, Ohio. 

*% * * 

New York City: Who manufac- 
tures refrigerator hinges bearing the 
mark N. L. Co.?—New York-West- 
chester Supply Co., Inc. 

ANSWER: National Lock Co., 
Rockford, Il. 

* * * 

Aucusta, Ga.: Who makes small 
electric automatic pumps for pump- 
ing light fuel oil to oil burning heat- 
ing stoves, etc.?—Bowen Bros. 
Hardware Co. 

ANSWER: Autopulse Corp., De- 


troit, Mich. 
* * * 


Kineston, N. C.: Who makes the 
Hazel coal heating stove?—D. V. 
Dixon & Son. 

ANSWER: Rome Stove & Range 


Co., Rome, Ga. 
* * * 


PortsmouTH, Va.: Who makes 
wires for measuring threads?—Ex- 
tension Tool Co. 

ANSWER: The Taft-Pierce Mfg. 
Co., Woonsocket, R. I. 

* * * 

Wauconpa, ILtt.: Who makes the 
Humphrey Radiant Fire gas heater? 
—Blackburn & Broughton. 

ANSWER: General Gas Light 
Co., Kalamazoo, Mich. 

& * * 

OserRLIN, OnI0: Who manufac- 
tures the Vacuette sweeper ?—Miles 
J. Watson. 

ANSWER: Scott & Fetzer Co., 
Cleveland, Ohio. 
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It'S NO USE,GANG ! 
THIS ROPE 15 


oper Worst Enemies. er 


Gi LED! 


WATER CAN'T 
HURT THIS ROPE - 
IT'S WATERPROOFED 





HE exclusive method we use in 

treating each individual fibre in 
Columbian Rope accounts for this vic- 
tory. WATER, INTERNAL FRICTION 
and DECAY—ropes worst enemies— 
don’t bother Columbian. It is protected 
by our Waterproofing and Lubricating 
processes which seal the rope fibre 
against decay and give our rope 


NO PLACE FOR 
INTERNAL FRICTION 
HERE -THIS ROPE 

1S LUBRICATED! 





Look for the Red, White 
and Blue Surface Yarns 
and the Columbian Tape- 
Marker. 





greater flexibility. Expert seamen like 
Columbian because it is so easy to 
handle and to coil even when wet. 


We know it is good rope. That is why 
we take full responsibility by guaran- 
teeing every foot of it. The Red, White 
and Blue Tape-Marker in one of the 
strands positively identifies Columbian 
Rope. 





COLUMBIAN ROPE COMPANY 
352-80 Genesee St. 
AUBURN, “The Cordage City,” N. Y. 


COLUMBIAN su. ROPE 
PURE MANILA 
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Chicago Retail Hardware Ass'n. 


Remodels Store Third ‘Time 


OR the third time in five 
|e the Chicago Retail 

Hardware Association has 
completely remodeled its model 
retail hardware store in the Mer- 
chandise Mart, Chicago, Ill. Lo- 
cated on the fourteenth floor of 
this unusual display and office 
building, the two previous model 
stores of this association have at- 
tracted thousands of hardware men 
from practically every state in the 
United States as well as a couple 
of hundred hardware visitors from 
foreign countries. The new and 
third store was formally dedicated 
on Sept. 20, 1935, with appropri- 
ate ceremonies. It is one of the 
show places of the giant Mart 
building. 

The new fixtures are finished in 
silver, black and gray with the lat- 
est available lighting fixtures and 
display lighting. Use of step-up 
tables and ledge type displays 
along the walls provides a maxi- 
mum amount of display space and 
permits elimination of two tables 
in front to permit a complete de- 
partment on major electrical ap- 
pliances just inside the front door. 
Fixtures were produced and in- 
stalled by W. C. Heller & Co., 
Montpelier, Ohio. The model 
store is in charge of J. C. Amis, . 
secretary-treasurer of the associa- 
tion, who maintains offices in the 
rear of the store. Frank J. Horky 
is president and Roland H. Popken 
is vice-president of the association, 
which has more than 600 members. 

It is the desire of the association 
and its officers that this new model 
store will inspire modern display 

(Continued on page 110) 





Two views of the newest version of the Chicago Retail Hardware Assn’s model 
store in the Merchandise Mart 





82 HARDWARE AGE 





<9 ancy, 


































@ The properties of Hercules Steam-distilled 
Wood Turpentine make it the best thinner 
for paints and varnishes. You can recom- 
mend it for its purity, solvent action, 
leveling qualities, odor, and rate of evapo- 
ration. Hercules Turpentine also keys the 
coat to the surface. @ The convenient con- 
tainers— pint, quart, and gallon cans, and 
5-gallon, 30-gallon, and 50-gallon drums — 
provide a size for every purpose. @ Prices 
remain constant for as long a period of time 
as possible; they do not change weekly. 
Ask your jobber for quotations. @ Send 
the coupon below for further information. 


HERCULES NAVAL STORES 


HERCULES POWDER, COMPANY 
INCORPORATED 
938 MARKET STREET, WILMINGTON, DELAWARE 


Branch Offices: Chicago * New York « Philadelphia * St. Louis ¢ Salt Lake City * San Francisco 
























HERCULES POWDER COMPANY, 938 Market Street, Wilmington, Delaware} 
Send information about Hercules Steam-distilled Wood Turpentine in the convenient containers. I 
My jobber’s name and address are. 
Signature Company. i 
City Street. anna --------- State______-__--...----_. j 
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ats New 


for Retail 
Hardware Stores 


Plastic Gem Bolts 


The jet black or ivory knobs and 
roses of these Gem bolts are molded of 
a tested plastic material which is said 
to be unaffected by those conditions 
which discolor and corrode metal hard- 
ware. The barrel is brass with cadmi- 
um plated steel jimmy-proof bolt and 





striker. Each bolt is mounted on a deck 
which permits the customer to operate 
it as it operates on the door and also 
serves as a templet for easy attaching. 
Dozen bolts, complete with chromium 
plated screws, packed in attractive car- 
tons suitable for window or counter 
display. Suggested retail selling price 
is $4.50 per doz. with dealer discount 
of 331/3 per cent. Sargent & Green- 
leaf, Inc., Rochester, N. Y. 


American Leather 
Catalog No. 35 


Catalog No. 35 of the American 
Leather Specialties Corp., 135 W. 17th 
St. New York City, illustrates and 
describes the company’s line of leather 
products as ankle supports, brief case 
traps, suitcase straps, belts, etc. The 
catalog, however, is devoted largely to 
leather specialties for animal pets. 
Items as muzzles, baskets, braided col- 
lar, braided leather whips, brushes, dog 
harness, novelties, lead, locks, Grey- 














New and Improved Merchandise— 
Display Helps—Sales Liter ature— 
Window Trims— New Packages 
—New Colors—New Deals— 
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hound racing goods, blankets, brushes, 
etc., are shown among a large variety. 





Kadette Radio 
Window Display 


The International Radio Corp., Ann 
Arbor, Mich., is offering an animated 
electrical window display which is 


of 
Show 


J ~ 
4 24010 FOR EVERY ROOM 





lighted from within to obtain a moving 
picture-like effect. A succession of 
eye-compelling pictures appears on the 


central panel that has the appearance 
of a movie screen. Continuous move- 
ment produces a “travel-read” sales 
message in electrically lighted letters. 
Display is furnished with a second 
auxiliary reel which shows electric 
lighted photographic reproductions of 
various models of the full Kadette line. 
Made of heavy lithographed board, 
forming a sturdy stand on which actual 
radio sets are mounted, the display is 
36 in. high and 54 in. wide. 





Barcolox Offers Drop 
Forged Tools Catalog 


The Barcolo Mfg. Co., Buffalo, N. Y., 
is offering an attractively covered loose- 
leaf type of catalog on its line of Drop 
Forged Tools. Items as wrenches, pliers, 
tinner’s snips, screw drivers, hammers, 
tool kits, auto creepers, wrench sets, 
etc., are illustrated and _ described. 
Specifications are handled in a compact 
manner. 





Disston Offers 
Masterpiece Hand Saw 


The Masterpiece, manufactured by 
Henry Disston & Sons, Inc., Philadel- 
phia, Pa., has been created to help 
dealer sales of quality tools. According 
to the maker, it is of the finest Disston 
steel; accurately taper ground, pains- 
takingly set and filled by skilled 
artisans; highly polished and stream- 
lined for beauty, finer action and ser- 
vice. Masterpiece hand saw is made in 
three attractive color combinations— 
onyx green and red; brown and green; 
black and orange. Sold singly of any 
color. Handle is moulded in two pieces 
-—handle which carries the blade, and 





a separate shield. It is stated that 
handle will not chip or crack, shrink 
or swell; contrasting colors of handle 
and shield are permanent—moulded in 
the material. Blade fits snugly into a 
recess in handle and over four hollow 
moulded dowels. Shield attaches with 
chromium-plated screws and nuts pass- 
ing through dowels. Blade does not 
come in contact with screws. Replace- 
ment of screws is eliminated. Two flat 
surfaces of handle and shield press 
solidly against blade and hold it se- 
curely. Packed individually in box of 
hammered silver and soft black finish. 
Price tag of silver and black. Box 
made with special easel so that the en- 
tire ensemble may be used as a display. 
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THIS DISPLAY BOX 
pa SELLS SETS FOR 

ME WITH 4 PROFITS 
\ INSTEAD OF ONE 
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| NEVER KNEW THERE 
WAS SO MUCH PROFIT 
IN CASTERS ‘TIL | 

DISCOVERED THE 


FAULTLESS 


WAY OF SELLING 
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Hardware dealers the country over are praising this 
new way of selling casters—originated by Faultless! 
Packaged Faultless Casters have ended the old fuss and 
bother of caster selling . . . boosting profits by slash- 
ing overhead and increasing sales. Here’s how: 


1. Striking new package makes effective window and 
counter display . .. a self-selling unit that encour- 
ages the sale of sets instead of single casters. 


2. Every package lists caster features, uses and direc- 
tions for installing. Saves time because every caster 
is easily identified for stocking and selling. 


3. The complete Faultless line covers every require- 
ment from a smaller stock than ever before possible. 


Ask Your Jobber Today About Packaged Faultless Casters 


FAULTLESS CASTERS 


EVANSVILLE, IND. 


Branch Offices in Principal Cities. 
Canadian Factory: Stratford, Ontario 
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The Rixson No. 
33 holds firm 
against the many 
forces that 
would move a 
door —— except 
the positive pres- 
We osure of a human 

hand. Friction 
discs operate as 
a multiple disc 
clutch. 


ORIGINATED 


by 


RIXSON 





Simplicity of design is one 

of the most valuable quali- 
ties a product can have—and when it is coupled with 
highly efficient performance that product is hard to 
beat. Both of these factors account for the long 
leadership among stay devices of the Rixson No. 33 
Friction Stay. 


It is a means to hold hinged in-swinging windows in 
any desired position between full open and closed 
and is also used for a variety of similar purposes— 
such as in-swinging cellar windows, transoms, and 
light interior doors. 


Because of its moderate price the Rixson Friction 
Stay is the sort of item you can stock and sell the 
year ’round. 


THE OSCAR C. RIXSON COMPANY 


4450 Carroll Ave., Chicago, IIl. 


New York Office: 2034 Webster Ave., N.Y.C. 
Philadelphia - Atlanta - New Orleans - Los Angeles - San Francisco 
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1935 Line Of One 
Minute Washers 


The new line of the One Minute 
Washer Co., Newton, Iowa, embodies 
six models listing from $49.95 to $99.95, 
the manufacturer states. “Lifetime” 
model No. 270 has been tested to give 
the equivalent of 50 years continuous 
washing service. It features the One 
Minute leverless aluminum wringer, 
with all wringer operations automatical- 





ly controlled from the top bar, and with 
2% in. rubber rolls. No. 260, illus- 
trated, has 14 x 23 in. double water 
action, full porcelain enamel tub and 
Lovell de luxe safety push release 
wringer with automatic reset lever. 
Model 251 is equipped with four-cycle 
Briggs & Stratton engine and comes 
with Lovell bar release wringer 
equipped with 2%4 in. soft balloon rub- 
ber rolls, extra large capacity porce- 
lain enamel tub. Other models include 
the Nos. 250, 240 and 230 electric ma- 
chines, and the No. 241 gas engine 
machine. Manufacturer states all new 
One Minute Washers come with an 
improved new synchro mesh gear as- 
sembly which reduces servicing prob- 
lems and is silent. Descriptive folders 
available. 


“Precision” Metal 
Working Lathe 


This lathe made by American Power 
Tool Corp., 80 4th Ave., New York 
City, lists at $14.95 and, according to 
the maker, may be converted into a 
geared reversible power feed screw- 
cutting lathe with the addition of $9.85 
in accessories. Features are: carriage 
screw-feed entire length of bed; over 
9 in. swing between centers; % in. 
hollow head spindle—free end for out- 
board turning; heavy lever-action tail- 
stock for drilling; replaceable bronze 
bearings; generous oil cups at all 
necessary points; built-in countershaft 
with quick-acting clutch and belt-shift 
available; pre-drilled holes ito take 
floating motor mount. Accuracy is 
guaranteed to within 0.001 in. At- 
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tachments available for milling, bor- 
ing, grinding, armature undercutting, 
valve and piston grinding, turning, 
drilling, etc. Catalog describes and 
illustrates other American power tools 
and suggests shop outfits; things to 
make and how to make them. 


Mickey Mouse Sled 


S. L. Allen & Co., Inc., Phila., Pa., 
are offering a Mickey Mouse sled with 
decorations in color showing Mickey 





dashing down hill on his sled with 
Minnie Mouse standing by. The com- 
pany is also the manufacturer of the 


Flexible Flyer. 


Permutit Co. Has 
Faucet Adapter 


The FAF self locking faucet adapter 
has been manufactured to fit all stand- 
ard faucets. It comes in two styles. A 
soft rubber hose can be easily pushed 
on one style, while the other provides 
a screwed coupling for garden hose. 
For attaching to faucet, adapter is 
screwed on. When lever on side is 
thrown over, a steel band compresses 





the rubber against the faucet clipping 
it tightly in place. Releasing the lever 
loosens the adapter so that it is easily 
removed. FAF adapters are furnished 
with a removable inner sleeve which 
when in place causes adapter to fit 
small faucets snugly. Sleeve can be 
readily removed or inserted, extending 
range of usefulness of adapters. They 
may be used for making connections 
for washing machine, bath or shampoo 
spray, dishwater and kitchen spray for 
washing vegetables. The manufacturer 
states the list price is 50c. each. The 
Permutit Co., 330 W. 42d St., New 
York City. 


Delta Has Defender 
Bicycle Tail Light 

The Defender is a streamlined, mod- 
ernistic, bicycle tail light that is self 
contained and has no wires. Has em- 


bossed speed ornaments on either side, 
each fading into the navigation il- 





luminated sidelights, red on the left 
and green on the right. Finished in 
chrome. Manufacturer states lenses 
are unbreakable. Automotive type 
switch same as furnished by Delta to 
car manufacturers. Mazda No. 123 
bulb or equivalent for 1% in. cell. 
Packed in individual corrugated car- 
tons, 12 in. standard shipping case 
weighing 10 lbs. Manufacturer states 
list price is $.85 less battery. Delta 
Electric Co., Marion, Ind. 


Display for Air 
Meter Ventilators 


Air Meter glass ventilator window 
or store display unit, offered by Conti- 
nental Screen Co., Detroit, Mich., 
measures 30 in. square, is rigidly con- 
structed, lithographed in six colors, and 
provides for inserting an Air Meter 
Ventilator. Supplied free to dealers 
with orders to wholesalers for four 
dozen or more. Air Meters are made 
with antique hardwood frame, 10 in. 
high, in two extensions, viz.: adjustable 
from 22-37 in., and from 28-49 in. Set 
up by attaching brackets to window 
casing and sliding ventilator into 
grooves. Packed in individual cartons, 
12 to a case. Suggested retail selling 
price is $1. 
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Glue Buyers Want LePage’s 


y™ the product folks use when they mend or make things. My 

reputation is based on strength. But my strength is unknown 
—in joint tests where the toughest wood (rock maple) is used, 
the wood gives away while my joint does not yield. It can’t be 
accurately measured. 


Millions of readers know Le Page’s, because I’ve been shown in 
bottles, tubes and cans for fifty-five years. Your grandfather bought 
me years ago as everybody does now who wants a sure sticker. They 
use me when they want a permanent job. 


I’m in circulation all the time—but in the Fall I get a thrill out 
of being passed over the counter with greater rapidity. I’m happy 
for several reasons—the dealer profits, and the customer is satis- 
fied, with me. How’s your stock? 


Russia Cement Company 
Laboratories & Factory 
Gloucester, Mass. 

Warehouse stock at New York, Chicago, and San Francisco 

















And Now—A CLEAR TRACK 
TO EVEN GREATER PROFITS 


... With the DREADNAUGHT SANDER 
RENTAL SERVICE PLAN 


An average of $600.00 annually in EXTRA PROFITS for more 
than 3500 dealers—that’s the record of the DREADNAUGHT 
Sander Rental Plan all through the period when public inter- 
est in home improvement was at its lowest ebb. Today there 
is a tremendous new market for this service. The three billion 
dollar federal and private home modernization program has 
loosed a flood tide of purchasing power and recovery psy- 
chology. The DREADNAUGHT Rental Plan—complete in 
every detail—stands ready to make big money for you. Makes 
your paint department 100% complete and profitable. In- 
creases finishing material sales many times over. Start to 































big extra profits. 


Remember _ that the DREAD- CASH IN RIGHT NOW. VIRTUALLY NO INVESTMENT. 
‘NAUGHT Sander is the ONE Use the coupon for details. 
cone Be has By Mag 4 
HLY PRA AND 
PROFITABLE in Rental Service DREADNAUG HT SANDERS 
for more than FIVE years. MUSKEGON, MICHIGAN 


DREADNAUGHT SANDERS 

Dept. HA-1135, Muskegon, Mich. 

Without obligation, please show me how I can be sure of highly attractive profits on 
DREADNAUGHT rentals. 


er ren re ne PPO ee ONE re tf er PRP On VOTE AE ne Sa eee an 
BD 6.6.05 Ronde SS ib acetone dae SPE EU Fe TT ORE Ie ee ee ee er 


The DREADNAUGHT SANDER STANDS ALONE 


Lighter + Faster « Practically Fool-proof + Infinitely Easier to Operate 
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50-100-150 Watt 
Three-Light Lamp 


The Incandescent Lamp Department 
of General Electric at Nela Park, Cleve- 
land, Ohio, has announced the devel- 
opment of an inside-frosted lamp, de- 
signed primarily for the I.E.S. “Better- 
Sight” type of portable for study and 
reading, and providing three different 
levels of illumination from a single 
bulb. It contains two filaments, 50- 
watt and 100-watt, which may be 
burned individually or in combination 
with the other. The manufacturer 
states the lamp answers the need for 
a higher level of illumination for nu- 
merous difficult eye tasks and at the 
same time it provides a lower level of 
lighting that may be used when the 
family is either not at home or when 
eyes are not engaged in prolonged or 
dificult work. This lamp is not 
adapted to present types of Better- 
Sight lamps, nor is it intended to re- 
place the Indirect-Three-Lite. It re- 
quires newly designed equipment which 
several manufacturers will soon have 
on the market. The lamp is equipped 
with a mogul, 3-contact base; has a 
designed life of 1000 hours total un- 
der average conditions of usage. The 
suggested retail selling price is 80 
cents. 


Snap-Cut Long- 
Handled Pruner 


Snap-Cut Pruners, for trimming trees 
and vines, the manufacturer states, are 
made from electric welded, hardened 
and tempered tool stee! throughout 


with an attractive blued finish. It is 
claimed that the pruner has a patented 
easy draw-cutting action, light weight 




















perfectly balanced, easily replaceable 
cutting parts, hardened tempered alloy 
tool steel “v” blade, soft metal anvil, 
narrow head, strong ash handle, long 
strapped ferrules pinned to handle. 
Length of handles, 20 in. Overall 
length, 25 in. Weight 2% lbs. Sug- 
gested retail selling price is $3.50 ea.; 
west of the Rocky Mts., $3.75 ea. Sey- 
mour Smith & Son, Inc., Oakville, 
Conn. 





Roebling’s Issues Woven 
Wire Fabrics Catalog 


“Jersey” wire cloth, wire netting and 
wire screening are shown in the 1935 
catalog of the Woven Wire Fabrics 
Division of Roebling’s. Containing more 
than 80 pages of illustrations and de- 
scriptive data this catalog tells how to 
order wire cloth and wire screening 
described in the catalog. Tables of 
wire gages in decimal parts of an inch, 


decimal equivalents and other tables 
are included. Illustrations show differ- 
ent meshes, tell what constitutes a 
“mesh” in wire cloth, give instruction 
as to how to gage wire, etc. Price 
information is given. John A. Roeb- 
ling’s Sons Co., Trenton, N. J. 


Stanley Flexible 
Rigid Steel Rules 





Stanley Tools, New Britain, Conn., 
is now offering two Pull-Push rules of 
the removable blade type. The case is 
enclosed against dirt. The flexible-rigid 
steel blade can be removed entirely from 








the case. The six-foot blade is gradu- 
ated on both edges in l6ths the entire 
length, and in 32nds on upper edge for 
six inches. No. 7406 has a two chromium 
plated brass case with red decorations 
and the suggested retail selling price is 
$1.00. No. 7506 has a gun black finished 
steel case and the suggested retail sell- 
ing price is $.60. Both types are packed 
in individual boxes—six in a display 
carton. 


Sawyer Wedge Catalog 
And Price List No. 14 


This catalog shows the complete line 
of wedges manufactured by the Sawyer 
Belt Hook Co., Pawtucket, R. I. In- 
cluded are such items as axe, hatchet, 
hammer maul and joint wedges, made 
of malleable iron. With each item the 
weight, price and packing is given. 
There are display cards for the different 
wedges. Shim automobile wedges may 
be had in special sizes to order. Wood- 
choppers’ wedges of solid steel are in 
all sizes and splitting wedges of forged 
steel in two sizes. 





Wrought Washer Co. Has 
Construction Washers 


In order to enable the hardware 
supply and jobbing trade to partici- 
pate in the marketing of iron, steel 
and malleable washers, used exten- 
sively in building projects, the Wrought 
Washer Mfg. Co., Milwaukee, Wis., is 
offering the hardware trade a complete 
line of construction washers, including 
square washers, plate washers, dock 
department washers, pronged washers, 
malleable washers, nad other needed 
types. All standard sizes and many 
special sizes are carried in stock for 
prompt shipment. 


Simmons Complete 
Catalog No. 5 


Simmons Hardware Co., St. Louis, 
Mo., has recently issued its catalog list- 
ing its complete line. The volume con- 
tains 2118 pages and is bound with a 
hard cover. The yellow pages of the 
catalog are devoted to a complete alpha- 
betical index. The catalog is divided 
into sections featuring: tools, automobile 
tires, tubes, etc., agricultural supplies, 
builders’ and shelf hardware, plumbing 
fixtures, electrical goods, heavy hard- 
ware, paints and varnish, household 
goods, sporting goods, wheel goods, and 
store fixtures. The rear pages contain 
tables designed to aid the dealer. 


10c Package 
For Holdems 


A. & F. Products, 1 W. 37 St., New 
York is introducing a novel 10 cent 
package of Holdems, a gadget to hold 
loose chair rungs, containing 10 of the 
two most popular sizes. Package con- 











sists of a Cellophane envelope stapled 
to a 3% x 5% in. orange and black card 
giving full information and directions. 
The 10 cent card is packed 36 to a dis- 
play carton, listing at $3.60 less retail 
33 1/3 per cent discount. 





Samoline, Household 
Cleansing Cream 


Samoline, a white household cleans- 
ing cream, is manufactured by the 
A. S. Boyle Co., 1934 Dana Ave., Cin- 
cinnati, Ohio. It is not a powder, oil 
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SAMOLINE 
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or waterless soap. It is a _pleasant- 
scented, creamy-white compound. When 
applied on a damp cloth, the manufac- 
turer states, it requires little rubbing 
and no scrub-buckets, scrub brushes or 
sponges. Samoline may be used for 
woodwork, floors, linoleum, painted 
walls, bathtubs, lavatories, washbowls, 
fixtures, tile, kitchen utensils, refrig- 
erators (inside and out), automobiles 
and silverware. 
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RINGING 
the 
BELL 


A XMAS NATURAL FOR ONLY 597 


The New McKinney Mail Box gives you a 
modern, practical utility unit that will ring 
the bell with your Christmas Trade, and it 
retails for only 59¢. It’s a natural for 
your Xmas showing, Mr. Dealer. 


Available in handsome sprayed brass or in 
rich dull black—this new Mail Box by 
McKinney is complete with peep hole, card 
holder—a lock and two keys—and a maga- 
zine holder for good measure. Catalog 
Numbers:—Brass_ Finish 12692-SB—Dull 
Black Finish 12692-DJ. Packing: 6 boxes 
to a carton—approximate weight 14 pounds. 
Order now from your jobber—immediate 
deliveries available. 


ale 


LOCKED UNLOCKED 


THE McKINNEY MANUFACTURING COMPANY 


Main Offices and Factories PITTSBURGH, PA. 
District Offices 


NEW YORK CHICAGO SAN FRANCISCO 
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BUT THE STOUTEST OF THE STILLSONS! 


"= Improved Stillson was born with 
a tough frame, powerful jaws and 
the disposition to do a swell job for 
its user. 


One of its important improvements is 
the elimination of the conventional flat 
springs that might break and cut 
the hand. The new springs are 
of safety-coil, music wire, 
anchored out of sight but 
simply replaced if one 
should break. With 
these new springs 
there is no pin 
hole through 
the handle to 
weaken it. 


























Handle and 
jaws are of heat 
treated tool 
steel. Frames 


are of special 
heat - treated al- 
loy. The adjusting 
nuts are heat-treated. 
And there’s a useful 
accurate pipe scale on 
the hook jaw. 


Wood or 
steel 
handles 


With all its improvements and 
sturdier construction it is an 
improved Stillson and all parts 
are interchangeable with any other 
Stillson. 


Its advanced features should make it a big 
sale item for you. Ask your Jobber or 
write direct for details. 


THE RIDGE TOOL CO. 
‘ELYRIA, OHIO 


Makers of the famous RIDGID Pipe Tools 
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Hamilton Beach 
Iceless Freezer 


The freezer 1s recommended only 
for use in refrigerators capable of pro- 
ducing a temperature of 15 degrees 
above zero or colder in the ice cube 
department. Wide, flat side of freezer 
known as “Contact Face,” heated with 
hot water from faucet, melts frost and 
freezes to the bottom of ice cube com- 
partment, making the “contact.” This 





makes possible the freezing of ice 


cream in minimum time. Ingredients 
are put in container and freezer placed 
in ice cube compartment. Motor-driven 
freezer stirs mixture constantly while 
freezing. When mixture is sufficiently 
frozen and no longer needs stirring, mo- 
tor stops automatically. Then paddles 
are removed and extra lid put on. Ice 
cream may be kept in air-tight freezer 
indefinitely. Container, of die cast alu- 
minum, is separate from motor and 
may be washed like any sauce pan— 
smooth surface, no crevices, sanitary 
and easy to clean. Wooden paddles 
are easily detachable for washing— 
no metal-to-metal scraping. Manufac- 
turer states motor operates three hours 
on about lc. worth of electricity and 
uses 115 volts, 60 cycles, alternating 
current. Will not operate on direct 
current or 32-volt farm light plants. 
Capacity about 144 quarts. Length 
12% in.; diameter, 3%4 in.; 7-foot cord 
with unbreakable rubber plug. Cord is 
flat so that refrigerator door can be 
closed on it without injury to door 
gasket or cord. Suggested retail selling 
price, manufacturer states, is $9.95. 
Hamilton Beach Co., Racine, Wis. 


Casco Bicycle 
Fenderette 


The Fenderette is of heavy molded 
rubber with glossy black lacquer finish. 
Sturdily constructed. Easily attached. 
Keeps mud, water and tar from splash- 
ing. Made to fit all bicycle fenders, 
front and rear. Clamp allows it to be 
installed over clip of rear fender or it 
may be bolted onto front or rear fender 
by drilling % in. hole and using bolt 
supplied. Size of Fenderette, 64% x 7 
in. Weight, approximately 4 oz. Stand- 
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ard package, 10, weight about 2% Ibs. 
Manufacturer states No. 1, all rubber, 
lists at 30c; No. 1-R with red jewel lists 
at 35c and suggested dealers discount, 
standard package is 40 per cent; on 
less than standard package, 33 1/3 per 
cent. Display card furnished free on 
request. Casco Products Corp., Bridge- 
port, Conn. 





Display Package For 
Rochester Thermometers 


To give them added “eye-appeal” 
and better counter display, Rochester 
Thermometers for oven, refrigerator, 
room, outdoor and auto, are now 
packed in bright colored individual 
boxes, each with illustration showing 





thermometer in use. Face of irtstru- 
ment with dial shows. Rochester Ther- 
mometers, the manufacturer states, re- 
tail at 35c. and are of modern de- 
sign, chrome and enamel finish, un- 
breakable crystal and are accurate. 
Rochester Mfg. Co., Inc., 117 Rock- 
wood St., Rochester, N. Y. 





Crestoloy 24 
Inch Wrench 


The 24-inch size Crestoloy wrench is 
of steel and the manufacturer states 
will stand a pull on the end of its 
handle of nearly a ton. Capacity of 
wrench is 27/16 in. Thickest point is 
1 13/32 in. Tip of jaw, 28/32 in. Han- 
dle tapers toward end instead of being 
larger at end than at base. Weight 
packed, 9 lb. Chromium plated finish. 
Catalog number is AC124. Crescent 
Tool Co., Jamestown, N. Y. 





Ingersoll Aero 
Wrist Watch 


The Ingersoll Aero Wrist Watch, listing 
at $2.95, is available with sweatproof 
leather strap or stainless metal band. 
Watch has a second hand. Display pieces 
are available for featuring this watch. One 
is a wooden display rack in tones of blue 
with vermilion-colored airplanes descend- 





ing into the case. There is room in the 
case to display the new model as well as 
other members of the Ingersoll clock and 
watch line. A large window set-up repeat- 
ing the same reds and blues is also avail- 
able. There are cut-out airplanes in vari- 
ous blues for pasting on the glasses. For 
stores desiring a smaller display a smaller 
edition has been prepared. Consumer ad- 
vertising will be used on the watch. The 
Ingersoll-Waterbury Co., Waterbury, Conn. 





Bluffton Fruit And 
Vegetable Cutter 
The No. 19 Ever Ready Bluffton 


Fruit and Vegetable cutter, manufac- 
tured by the Bluffton Slaw Co., Bluff- 
ton, Ohio, is usable for slicing all kinds 
éf fruits and vegetables and for shaving 
soap in the laundry. It has five three 
inch tempered, razor edge knives which 
the manufacturer guarantees to remain 
sharp for five years. Dimensions of 
cutter are 4 x 11 inches. Weight 3% 
Ibs. per dozen. Manufacturer states 
suggested retail selling price is 15c. 
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SILENCE IS GOLDEN 


Yard-Man's many exclusive advan- 


tages mean golden profits for you 


The new Silent Yard-Man is a real lawn mower | 
sensation—the greatest forward step in mower | 
design in 50 years. No more noise—and “no more 
noise” means plenty more profits for dealers 


handling this revolutionary machine. 


And we back you up with national advertising and 


effective merchandising helps. Ask your jobber 





about the Silent Yard-Man Demonstrator Plan, or 


write us direct. Yard-Man Inc., Jackson, Michigan. | 





1. Silent Yard-Man, “V“ belt- 2. Silent Yard-Man, “V" belt- 
driven, rubber tires. driven, plain metal wheels. 


3. Silent Yard-Man, gear- 4. Silent Yard-Man, gear- 
driven, rubber tires. driven, plain metal wheels. 


veo WARD-MAN 


1935 
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Better Sale..Bigger Profit 




















PIN TUMBLER 
EXTRUDED BRASS 


- PADLOCKS - 


e ADMIRERS of quality are where you 
find them. It generally pays to flatter 
plain John Smiths who want padlocks by 
first showing them good Eagle Pin Tumbler 
Extruded Brass Padlocks. 


Such men think more of a store whose 
salesmen think enough of average custom- 
ers to suggest their best goods, while the 
cash register tallies the results of better 
sales at bigger profit. 


eee 
The Eagle Quality Line 
Night Latches Store Door Sets Wood Screws 
Trunk Locks Padlocks Stove Bolts 


Front Door Sets Cabinet Locks Machine Screws 


eacte {BC ice c 0. 


26 Warren Street -- New-York, 
Branch Offices: 
521 Commerce St., 179 N. Franklin St., 114 Bedford St., 
Philadelphia, Pa. Chicago, Il. Boston, Mass. 
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Standard Electric Stove 
Window Trim 


The window trim, illustrated, is now 
furnished to Standard dealers and 
comes to the dealer without the range 
shown as a range from stock may be 
used. The trim consists of four pieces 











of background and foreground and the 
cutout lifesize figure of a boy asking 
for more food. Width left to right 
approximately 7 feet. Height 6 feet. 
Front to back is depth of range plus 
space for cards, about 3 feet in all. 
Colors are attractive. There is a charge 
for this display; may be used either 
in window or store. The Standard Elec- 
tric Stove Co., 1712-1720 N. 12th St., 
Toledo, Ohio. 


Winchester Single 
Shot Adapter 


The Winchester Model 52 Target 
Rifle, of .22 rim fire caliber, is a re- 
peater having its own special type 5- 
shot box magazine, fully enclosed. For 
use with this model, Winchester has 
added a new feature—the single-shot 
adapter—which when in use prevents 
the shooter from loading from the maga- 





zine. The Single Shot adapter com- 
pels him to stick to single loading and 
avoid haste, also to avoid getting mud- 
dled as to the number of shots fired. 
It replaces the magazine and its pres- 
ence in the rifle instead of the maga- 
zine is noticeable at a glance. The 
adapter assists the shooter in single 
loading, providing a convenient loading 
tray and guide for the cartridge. This 
is depressed into the magazine, out of 
the way, by the bolt when the rifle is 
closed for firing. The adapter is the 
same size and shape as the magazine, 
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except for the loading tray at the top. 
The tray is brightly finished, rest of 
the adapter blued. Supplied only as 
an extra, retails for the same as for 
an extra magazine. Winchester Repeat- 
ing Arms Co., New Haven, Conn. 





Browning Factory 
Conversion Service 


A Browning factory service has been 
developed that alters five-shot Brown- 
ing Automatic Shotguns to regular 
three-shot models by installing a rede- 
signed, shorter and lighter magazine 
assembly (patent pending) with a 
shorter, neat and distinctive forearm. 
This conversion service, the manufac- 
turer states, will make the gun look 
exactly like the new three-shot Brown- 
ing model just announced as an addi- 
tion to the regular convertible five-shot 
Browning line. In keeping with their 
sales policy, the manufacturer will in- 
sist that all present Browning users who 
avail themselves of this alteration ser- 
vice and send the gun to them, supply 
them with the name of their dealer so 
that the commission check to the dealer 
on the service can be forwarded. The 
retail price on the service is $7.50. 
Transportation charges to and from the 
factory must be paid by the customers. 
Browning Arms Co., St. Louis, Mo. 





Conco Deluxe 
Coffee Mill 


The Conco Coffee Mill can be ad- 
justed to grind coffee from coarse to 
fine. Burr is self-sharpening. Mill 
mounts on wall providing enclosed 





storage space for 1 lb. of coffee beans. 
Overall height, 1634 in.; overall width, 
9% in.; weight, 64% lbs. Green enamel 
finish with ebony handle. Packed one 
to a carton. Conco Engineering Works, 
Mendota, III. 


Sargent Door Fasteners 
The Door Fastener No. 288 is a de- 


vice for securing entrance doors, mak- 
ing it possible to open the door suff- 
ciently to see who seeks entrance be- 
fore opening the door enough to admit 
him. Arm is secured to casing and 










Nabe clasts 
NIMH PAN TY 


when in use is engaged with strike 
plate which is placed on door. Shape 
of arm allows for opening of door 
slightly. It is claimed that door fasteners 
will not strike or mar edge of door. 
Made of cast brass or bronze—attrac- 
tive, durable, strong and easily applied. 
Size of foot, 2 x 1 in.; size of strike, 
1% x 2% in. Packed with screws to 
match, one in a box, weight, % Ilb.; 
six boxes in large box, weight, 4%4 lb. 
Manufacturer states suggested retail 
selling price of Group 1 finishes is 
$2.30 each and of Group 3 finishes is 
$2.60 each. Sargent & Co., P. O. Box 
1940, New Haven, Conn. 


Combination Shower 
And Bath Spray 


Keystone Brass & Rubber Company, 
811-15 Chestnut St., Philadelphia, Pa., 
has a portable combination Shower and 
Bath Spray. It may be used as wall 
shower or bath spray, for outdoor 
shower, children’s bath, washing dishes, 





shampooing, cleaning tube, etc. May 
be had with Needle Shower Head or 
Handee Shower Head, illustrated. As 
illustrated it has 2% in. spray head 
with moulded rubber cap to prevent 
splashing. Furnished complete with 5 
ft. of extra quajity rubber tubing. 
Hold-Tite faucet connection. Each 
spray boxed in attractive display car- 
ton. Manufacturer states suggested re- 
tail selling price is $1.00, and of Needle 
Shower Head type, $1.50; dealer’s dis- 
count is 40 per cent. 


HARDWARE AGE 











: A JEON) BALL BEARING 











HED ANE SLNILS 
VES 


“ACME” Ball Bearing Casters roll silently, easily, smoothly in any 
direction. They not only protect all types of floor coverings, but they 
give a modern, up-to-the-minute note to furniture. 


THEY SELL AS EASILY AS THEY ROLL 


““ACMES” are a source of continual profit . . . a small item that de- 
velops mass sales. Show the customer how “AcMES” work. Roll one 
on the palm of your hand or run it along the counter—always an 
interesting demonstration that results in a sale. 




















THE ScHATz MANUFACTURING Co. 
yy POUGHKEEPSIE, N. Y. 
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Permanent 
as the handle itself 


For a hundred and sixty-one years the "Genuine 
O. Ames" label has adorned this pioneer shovel, 
and today this famous label is more a part of 
the shovel than ever—for the label is die pressed 
into the handle. 


Unlike the old paper label, it can't come off, 
become mutilated or torn—it is there for the 
life of the shovel—the same old label that thou- 
sands of buyers of shovels look for. 


This is a patented process and only ABW 
shovels, spades and scoops can use this new type 
label. It is however available for Jobber brands 
as well as ABW Factory brands. 


ASK YOUR JOBBER 


AMES BALDWIN WYOMING Co. 
Parkersburg, W. Va. North Easton, Mass. 
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CHAIN 
DEPT. 


MY 
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. Sell a COMPLETE line—the Hodeil Line 
—a better chain for every purpose, for 
customer satisfaction. 


2. Sell a MODERNLY PACKAGED and DIS. 
PLAYED line—the Hodell Line—for your 
convenience and the usage of less floor 
and shelf space. 


3. Sell a line backed by a real “MOVE-’EM- 
OFF-THE-SHELF” merchandising cam- 
paign—the Hodell Line—for quicker 
turnover and greater profits. 


Write today for complete details—mientioning 
your Jobber’s name. 


THE CHAIN PRODUCTS CO. 


COOPER AVE. & PENNA. R.R. 
CLEVELAND, OHIO 





WELDED AND WELDLESS 


CHAITIN 


FOR EVERY PURPOSE 





COW TIES TIE-OUT CHAINS -ANTI-COW KICKERS - HALTER CHAINS- 
TRACE CHAIN: HARNESS CHAIN - DOG CHAINS: KENNEL CHAINS "WELL 
CHAIN: PUMP CHAIN: PORCH SWING CHAINS - HAMMOCK CHAINS - SASH 
CHAIN: TIRE CHAINS - TOW CHAINS FURNACE CHAIN: PLAYGROUND CHAIN 
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| store. 
| on these windows to call attention 


| otherwise inaccessible. 


They Sell Regular 
Hardware Lines 
at Christmas 


(Continued from page 39) 


| cash for it as they are. with the 


advertising space they would give 
more time and attention to them. 


| Nevertheless, window space costs 
| money and the less use you make 


of them the more they cost. ° 


A vacant building across the 
street from the Smith-Winchester 
store was used last year to dis- 
play Christmas merchandise in 
the windows. Just as much at- 
tention was given to these dis- 
plays as to those in the regular 
Floodlights were played 


to them. At the regular store, 
Christmas trees were arranged 
across the front and lighted with 
colored lamps and floodlighted. 
As a rule, Smith-Winchester, 
whether doing an advertising or 
display job, take a dominating 
position. Full pages have been 
used in the Jackson newspapers 
to good advantage. A page de- 
voted to Christmas gift merchan- 
dise from the regular lines of the 
store gives a good idea of the 
Smith-Winchester method of ad- 
vertising. This firm believes the 
person looking for a gift sugges- 
tion will read well packed ads. 
This ad is real help for all mem- 
bers of the family. For instance, 
note the box at the bottom of the 
page at the left. The heading, 
“Men often wonder why women 
don’t think of gifts such as these.” 
There is a sentence that will in- 
terest any woman who is trying 
to think of an appropriate gift. 
That heading in itself is good 
enough to lead off an entire page. 
The detailed descriptions of the 
tools is another good point about 
this ad. Each paragraph tells 
what the item will do and gives 
its price. A small screw-driver, 
says the ad, has a spring in the 
handle to automatically come 
back for the next push and can 
be worked with one hand in places 
A ratchet 
driver, it continues, has a thumb- 
turn on the blade for starting 
wobbly little screws with thumb 
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and forefinger. All such informa- 
tion means something to the man 
or woman who is making a gift 
of tools, or who may be contem- 
plating to do so. 

The smaller ad on bicycles is 
distinctly in boys’ language. 
“Hey! tell Dad you want a ‘Rex’ 
Bike for Christmas.” The text of 
the ad points out the advantages 
of owning a bike like this in a 
way that will get across to the lad. 
It appeals to his pride of owner- 
ship and the desire to earn money, 
too. All this indicates an under- 
standing of boy psychology. 

This firm sells about five hun- 
dred bicycles a year and their ac- 
tivities along that line favorably 
affect the hardware stores in sur- 
rounding towns and villages. In 
other words, the total sales ef- 
fected by their efforts run many 
more than five hundred a year. 
Ralph Woodhurst is in charge of 
the wheel goods department and 
his record is one to shoot at. 

Forward planning of displays 
and advertising coupled with well 
balanced merchandising make the 
average hardware stock first class 
Christmas gift goods. Dress yours 
up and make the cash register 
play Christmas music for you. 


Vandervoorts 
Christmas Plan 


(Continued from page 37) 


screen, is framed in neon lights, 
which flicker for a few moments 
before the picture starts, complet- 
ing the illusion of television re- 
ception. 

A calliope breaks the monotony 
but is played only at intervals. 
Radio programs are broadcast 
over WJIM direct from the store. 
A clown does tight rope stunts 
and even a flying trapeze act to 
the tune of the well known song 
about the daring young man. This 
was abandoned when the crowds 
began to grow, due to danger of 
an accident. 

All the posts in the store were 
covered with red and green corru- 
gated display material, making 
the effect very striking. The lower 
portions of these posts were 
draped in cotton of the same 
colors. All price tickets and show 
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This display sells 32 
No. 1 rolls of “U.S.” 
Security Friction 
Tape. 
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\ ELSECURITY 






7lon Fravelling 


FRICTION TAPE 


United States Rubber Company 





THIS TAPE WILL SELL 
ITSELF FOR YOU! 
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4 FRICTION TAPE 
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This display offers 
16 No. 2 rolls of 
“U.S.” Security Fric- 
tion Tape. Put it to 
work, 








Practically every one of your custom- 
ers needs friction tape. Mechanics, 
householders, sportsmen — all have 
innumerable uses for tape. And will 
buy it in your store if they have a 
reminder. 


The new “U. S.” Security Tape coun- 
ter-display will sell it to them in a 
jiffy—any time they come up to your 
counter. Just place these silent sales- 
men where they can be seen and let 
them go to work for you. 

The “U. S.”’ trademark on “U. S.” Se- 
curity Tape says quality —to every 
one. Here’s a fast-moving, reliable 
item that will bring you profits the 
year ’round. 


United States Rubber 
Products, Inc. 


1790 Broadway, New York City 



















@ 40 Page Catalog, 
in color 


@® Broadsides and 
window posters 


@ Envelope stuffers 
@ Window stream- 


ers and display 
cards 


@ Complete news- 
paper mat and 
catalog cut service 


The outstanding success DRIVER POWER TOOL dealers are making is 
not the result of chance or hit-and-miss methods. With DRIVER Tools a 
superb product is merchandised, promoted and advertised along defi- 
nite, planned lines. A national campaign covering a list of seventeen maga- 
zines, with an aggregate circulation of nearly two and a half million 


monthly... 


stores of DRIVER dealers. 


If you are interested 
in handling DRIVER... 
the fastest selling line 
of power tools...write 
Dept. HA for further 
information. 


leads thousands of interested prospects each month into the 


Tools bearing the - 


DRIVER seal of quality 
are easier fo sell. Some 
dealers report a turn- 
over of ten to twelve 
times a year. 








WALKER-TURNER CO., Inc. ° Plainfield, N. J. 





16 sizes for 3/16” screws to 
3%” serews. Sell them singly 





“LITTLE GIANTS” 


ARE 
Sales Builders 





Handsome lithographed metal 

display, carries 35 extractors 

in six best selling sizes. No 
charge for the stand. 


Garages, machine shops, plumbing 
stores — all have to repair broken 
studs and screws. “Little Giant” 
Screw Extractors are the tools to take 
out the broken parts. 


They are designed for sturdy, lasting 
service, priced for quick sales and 
good profit. Take your choice of 
these quick selling display assort- 
ments. 


revit 


-. 


Win 





Twelve quick movers in neat, 
self-contained stand. Ideal 


for small stores. 
(eae 
CORPO ATION ’ 
MASSACHUSETTS. 


GREENFIELO, 


New York: 15 Warren Street * Chicago: 611 W. Washington Blvd. 
Detroit: 228 Congress St. W. 











cards were of uniform design, 
purchased from a manufacturer of 
merchandise cards, and lettered in 
the store’s own sign making room. 
The sign room is conveniently lo- 
cated on the main floor so that 
cards may be quickly made to re- 
place those scruffed and soiled. 
The ability of the Van Dervoort 
sign men is indicated by the ar- 
tistry displayed in the photos. 

Valuable publicity was obtained 
for the opening of the building 
when, prior to the announcement, 
the tower windows were painted 
red and green. The newspapers 
carried news items about the mys- 
terious goings on at the old post 
office tower. Naturally this 
aroused public interest and it all 
added to the value of the place 
when it actually opened. Before 
the decorations were started a 
sketch of the building was made 
and the decorative scheme all 
worked out in pencil. This made 
less false starts and expensive mis- 
calculations than would otherwise 
have been met with. 

As the season advances towards 
the happy day, the show part of 
the campaign will slow down and 
all attention will be given to sell- 
ing. Much of the selling help is 
fairly experienced and particu- 
larly suited for this work. Some 
of the girls and women have 
taught school and kindergarten, 
others have had library or book 
selling experience which enables 
them to help parents choose suit- 
able gifts and playthings for their 
children. Some of the girls have 
university educations and subse- 
quent training that makes their 
selling intelligently valuable. 

The Van Dervoorts believe 
their Christmas merchandising ef- 
forts are, besides being profitable, 
a great help to them as prestige 
building, not only for them but 
for Lansing as a Christmas shop- 
ping center, drawing trade from 
great distances. Their permanent 
store on East Michigan Ave. does 
a good Christmas trade in regular 
hardware lines, sporting goods, 
electrical appliances and power 
tools. Both A. D. Van Dervoort 
and Ed, his brother, were foot- 
ball players in their school days 
and their acquaintance and genu- 
ine interest in the local college 
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teams have enabled them to sell 
the equipment. 

In all their activities they are 
aggressive merchandisers and ac- 
tive advertisers. They make good 
use of printers’ ink and their 
minds are forever busy planning 
some new and appealing ways to 
attract customers to their store. 
Whether you agree with them or 
not, it is true that they get great 
crowds to their store. That is a 
satisfying result in itself. 


Old Age Pensions 


(Continued from page 54) 


ically covered services rendered in 
the preceding year, when the lower 
rate will apply. 

It is also important—this is not so 
much a deduction as it is a reduc- 
tion as a protection to you—where 
work is done outside for you, where, 
for any reason, you engage an out- 
side contractor, or what is known in 
the laws as a subcontractor, your 
relations with that contractor should 
be in writing and have it specifically 
stated that he is liable for the pay- 
ment of taxes on the wages of his 
employees, because there are possi- 
bilities that until you do that he 
could avoid those taxes and you 
would be liable for them. That in- 
volves in some cases the way state 
laws are drawn. 

If a man has 20 employees he 
pays on 20—the eight are not excep- 
tions under the Old Age Pension 
taxes. Here No. 1 says, “All em- 
ployers are subject to taxes imposed 
by these provisions.” That is Old 
Age Pension. That is a federal tax 
and applies to every employer of one 
employee or one thousand persons. 

The Unemployment Insurance ap- 
plies only to employers who have 
eight or more in their employ. 

Question: The eight are not ex- 
empt? 

Answer: If you have eight, you 
pay on all of them. If you have ten, 
you pay on all of them. If you have 
seven, you pay on none of them. 

Question: Suppose I hire ten men 
to paint my house? 

Answer: Well, that under the one 
section would be casual employment 
and not subject to the law. Under 
the other section I don’t think it 
would be subject, but to be real 
technical you might have to get the 
Social Security Board to rule on it, 
but I think the answer would be 
“No.” 
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Ever watch an upholsterer drive tacks? He holds the 
tacks in his mouth, working them one at a time, head fore- 
most, between his lips. He drives with a magnetic hammer, 
touching the magnet to the head of a tack, and driving it 


home in one blow. 

A tack that makes good with profes- 
sional users is a good tack for your gener- 
al business. For after all, your business, 
like ours, depends on giving the customer 
full value for his money. That’s why 
Cross Sterilized Tacks maintain their 
uniformly high quality. 

We thought maybe you'd like to know 
that you can depend upon CROSS. 


UPHOLSTERERS * CARPET - CARPET LAYING * COPPER 
WEBBING ° GIMP * HIDE * LACE * WIRE CLOTH STAPLES 
BILL POSTERS * DOUBLE POINTED * CLOUT NAILS 


Sold in 


these distinctive boxes 


RED—BLACK—WHITE 


"O K. if theyre 


YOUR JOBBER HAS CROSS, OR CAN GET THEM FOR YOU 


Uniform — 100% usable 


—no cul 
Sterilized 
Packed clean — no dirt 
Blued in high heat elec- 


tric furnaces 
Made of best domestic 
materials 
Needle sharp points 
Round centered heads 
stay on 
Straight strong shanks 
Full net weight 
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W.W.CROSS & CO.INC. EAST JAFFREY,N.H. 
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~ 


Flexible - Rigid 





The practical combination 


of Tape and Rule 





Has solid Hook - Handy for 
measuring within or beyond 
arms reach. 


Lengths, 6 and 8 feet. | 





Sell the most popular 


Tape - Rule 


tea SS profitable 
business for you 





__ Send for General Catalog No.l2 


THE JUFKIN RULE [0 


SAGINAW. MICHIGAN. U.S.A. 


NEW YORK 


Lafayette 


Factory 


Car adiar 


WINDSOR, ONTARIO 








Old English Capitals for Show Cards 


(Continued from page 42) 


six intermingled among the leaves. 
The operation is not one-half as 
hard as it may seem. Poinsettias 
or other flowers cut from seed 
catalogs can easily be pasted in 
show cards and, if neatly done, 
will look as if painted there. 

An illustration used on a card 
will have a tendency to compel 
attention much quicker than one 
without a design of any character. 

In copying the Old English cap- 
itals, first draw them out roughly 
in pencil, after which trace over 
lines using a number four or six 
Red Sable brush; after which fill 
in letters with any bright color, 


| using number six or eight brush. 


The shading of letters should be 
done with number ten or twelve 
brush. 

The beginner cannot expect to 
accomplish the best results using 
any old lettering brush. The writer 
has repeatedly stated in previous 


| articles the importance of pur- 





chasing brushes that were made 
purposely for show card writing. 
Success in this line can be sum- 
med up in two words—proper 
brushes—and much practice. 
These capital letters of the Old 
English alphabet are not intended 


to be used in the entire composi- 
tion of a show card, but as illumi- 
nated capitals only in connection 
with the Roman, Gothic Block or 
any modern type of letter. No 
definite rule can be laid down as 
to the exact formation of each let- 
ter, so long as the heavy shaded 
and light hair lines are uniformly 
carried out. The principal parts 
of many of these letters begin 
alike, for instance, the letter “F” 
is very much like “E” and “L,” 
“7” and —_— — and — The 
letter “N” is just one half of letter 
“M;” “V” is one-half of “W.” 

If you will notice the construc- 
tion of the letter “Q,” you will 
see how the brush strokes should 
go; first, the left stroke beginning 
at the top, holding the brush at a 
slight angle, starting with a fine 
point, the widening out the stroke 
by pressing slightly on the brush. 
Then, by gradually lifting the 
brush, by the time the bottom of 
the letter is reached the left stroke 
will be narrowed to a fine line. 
The right stroke is executed in a 
like manner and the hair lines 
which add so much character to 
the letters are done with a No. 6 
lettering pen. 





Savage Shotguns With 
Cutts Compensators 


Automatic shotguns with Cutts Com- 
pensators and spreader tube are offered 
by Savage Arms Corp., Utica, N. Y., 
in model 720-C, 5-shot and model 726-C, 
3-shot. Standard design automatic 
shotguns with barrel especially designed 
for simple attachment of Cutts Com- 
pensator. Barrel length including com- 
pensator and spreader tube, 25 in. 
Suggested retail selling price is $58.75. 


| Compensator supplied with open pat- 


| in use is $30.75. 


tern “spreader” tube for skeet and 
short range upland game _ shooting. 
Purpose of compensator is to reduce 
recoil and make several different 
chokes available in one gun. Addi- 
tional tubes may be purchased in sev- 
eral degrees of chokes, from open to 
full. Suggested retail selling price 


for fitting special barrel with compen- 
sator to Savage automatic shotguns now 
Guns should be re- 


turned to factory for fitting or sent to 
authorized gunsmith. 





Packaging For 
Mouse Traps 


An attractive one color package with 
a two color effect, holding one dozen 
Victor and Holdfast mouse traps, has 
been designed for the Animal Trap 
Co. of America, Lititz, Pa. The white 
letters on red are to give visibility. 





Counter Display 
The Safe Padlock and Hardware 


Co., Lancaster, Pa., manufacturers of 
padlocks, night latches, and brass hard- 
ware, is distributing an attractive 
counter display in the form of a 
Colonial entrance doorway. The dis- 
play is approximately 12 x 15 in., with 
a highly polished door knocker and 
letter plate, in cast bronze. 
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because of its 
Copper-Bearing Steel 
and Extra Heavy 
Zinc Protection 





Sat te, L, ‘Made in 
LS Scene 
Styles 

It is generally agreed that good paved highways 
have many advantages over the old time un- 
improved roads—because they save time, money, 
largely prevent interruptions in transportation, 
provide superior, all weather service. The better 
the foundation and materials, the longer the 
highway lasts. 


So, too, RED BRAND “GALVANNEALED” 
Fence with its COPPER-BEARING steel foun- 
dation together with its extra heavy zinc outer 
protection, withstands the rigors of heat, cold, 
snow, moisture, decay and corrosion years longer 
than ordinary galvanized fence. 


“GALVANNEALED” 


Copper-Bearing 


The copper in the steel in itself adds 
years of life. In addition Keystone’s 
patented heat-treating ‘Galvanneal- 
ing furnace applies an extra heavy 
zinc coating to the steel wire which 
adds more years of field service. The 
combination of copper and ‘“Galvan- 
nealing” makes RED BRAND the 
longest life fence you can buy. In sell- 
ing it to your customers you are giving 
them the greatest value for their 
money—and in the long run, the 


RED BRAND gives 
you a distinctively 
marked line of fence and 
posts. No other trade- 
mark stands out so 
prominently. Coupled 
up to this is the new 
1935-36 selling plan 
that helps you get more 
volume, more profits. 
Write for details. There’s 
money to be made with 





RED BRAND. lowest price fence they can get. 
RED TOP KEYSTONE 
STEEL POST (Aluminum Stripe) 
STEEL POST 


More strength, stiffness, 
reinforced all 4-ways. 
Proper spring. Made of 
railsteel. Double finish. 
Greater strength, util- 
ity, attractive appear- 
ance. The RED TOP 
identifies them. 


Unsurpassed for 
strength and sturdiness 
and beauty.Railroad rail 
formation. The Alumi- 
num Stripe Post that 
attracts buyers because 
ofits big value. A profit- 
able seller for you. 














KEYSTONE STEEL & Wire COMPANY 


Dept. P PEORIA, ILLINOIS 
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UNIVERSAL 
DOOR CLOSERS 

















Powerful... Efficient... 
PROFITABLE 


The dealer who is stocking and selling Ico 
Universal Door Closers knows that this prod- 
uct has built up good will and satisfied cus- 
tomers for him. He is aware that he is hand- 
ling the most outstanding door closer on 
the market. 


These Ilco advantages appeal to him: 


1. Operates either right or left hand doors 
without reversing parts. 

2. All parts are built with power, size and 
strength to : Non-breakable steel top 
cap—patented steel combination packing 
nut. 

3. Double adjustment of closing and 
checking speeds makes it simple to adjust to 
any draught condition. 

4. Stays adjusted and is built to give years 
of satisfactory service. 


Take advantage of the opportunity to se- 
cure extra sales this Fall with Ilco Universal 
Door Closers. You will find the prices right 
and the product good. 


INDEPENDENT 
LOCK COMPANY 


Fitchburg, Mass. 


{1LQ0 


May ena 
THE SYMBOL OF SUPREME 
LOCK PROTECTION 
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Mark Yourself Down 


(Continued from page 44) 


To this I had to frankly reply: 
“My dear fellow, they don’t think 
of you at all. They are worrying 
about their own affairs. They don’t 
care whether you have a job or 
not.” “Do you really think that?” 
said he. “Yes,” I replied, “the 
only way to do, in my judgment, 
if you have had losses, is to mark 
yourself down, forget the time you 
were a millionaire, take a new 
inventory, and then go to work 
with a will, based on the mark- 
down. Probably you may be a 
bargain at your present price. 
Today there are a good many bar- 
gains, in real estate, in buildings, 
in manufactured goods, etc., and 
I am also afraid there are a lot 
of bargains in the services of 
human beings. 

But the one man in the whole 
mess who gives me the biggest 
pain is the fellow who is out of a 
job, and when he is offered one, 
will not accept because it does not 
exactly suit him. 

I believe every man, woman 
and child has a first duty to so- 
ciety, and that duty is to be cheer- 
ful. By that I don’t mean that 
they have to be cracking jokes all 
the time or trying to be the life 
of the party, but just live in an 
atmosphere of quiet cheerfulness. 


Getting Jobs 


I am asked to get a good many 
people jobs. There is one young 
man I know who needs a job bad- 
ly. His wife has written asking if 
I would not get something for 
him. But I can’t get this young 
fellow a job, because when you 
recommend a man for a job, in a 
sense you are sponsor for him. 
And this young fellow was born 
a pessimist. He can’t see anything 
but the hole in the doughnut. He 
lost his last job because he quar- 
reled with his meal ticket. By that 
I mean he was constantly criticis- 
ing his employers. One day he 
just laid them out to me and when 
he had finished, I said: “You 
know, my boy, you are indulging 
in a very dangerous pastime. In 
these days of depression, when 
jobs are few and far between, to 


cuss out your employer is a lux- 
ury that few can afford to enjoy. 
Look out,” I warned him. “If you 
keep on indulging in this line of 
talk down at the office, some of 
these fine days you will hit the 
sidewalk with a blue slip.” How- 
ever, he would not listen, and a 
few weeks afterwards, his wife re- 
ported he was out of a job. Now 
he is a smart fellow. I am sure 
he could have done well with that 
job, if instead of criticising, he 
had buckled down to work. How- 
ever, as a matter of fact, he is by 
nature a Communist. He thinks 
Red. He talked himself out of a 
job, but now, strange to say, the 
Communist Party will not support 
him. 


Life’s Humor 


All of us if we will just try, 
can get a lot of fun and pleasure 
out of little things. I hear things 
said almost every day that give 
me a good laugh. I mean things 
that are said, not to be funny, but 
that are so absolutely true that 
they are humorous. Here is an 
illustration. I was talking to a 
very attractive young lady who is 
visiting friends here in New York. 
She remarked: “It certainly is 
hard to please everybody. Now 
if J go out with a man and his 
wife, just the three of us, and I 
don’t try to be attractive or spark- 
ling, they put me down as a dumb- 
bell and never ask me out again. 
But on the other hand, if I try to 
be as attractive and amusing as | 
can, then the wife gathers the idea 
that I am trying to vamp her hus- 
band, she gets up on her high 
horse, and they never ask me out 
again. So what is a poor girl 
to do?” This young lady wasn’t 
trying to be amusing when she 
said that. But her remarks, to me, 
were amusing because they were 
so true. All of us have been out 
on a party where suddenly some 
husband or wife goes off in a state 
of silent gloom. An analysis of 
the situation almost always reveals 
that somebody in the party of the 
opposite sex has been too attrac- 
tive. 
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STRIKE OUT 
FOR MORE BUSINESS 


NOW! 


Lists That Bring Maximum 
Success To Your Direct Mail 
Sales Promotion Advertising 
And To The Personal Sales 
Contacts of Your Salesmen 


USE- 


We can supply you with 
the following lists :— 


1331 Outstanding Major Hardware Retailers 
whose sales exceed $50,000.00 Annually. 
For $15.00 


11476 Major Hardware Retailers whose sales 
exceed $30,000.00 Annually. 
For $6.00 per M. 


6552 Hardware Retailers whose sales are 
$20,000.00 to $30,000.00 Annually. 
For $6.00 per M. 


15743 Hardware Retailers whose sales are less 
than $20,000.00 Annually. 
For $6.00 per M. 


33771 Hardware Retailers (Complete List). 
For $4.50 per M. 


1043 Department Stores handling Hardware 
and Housefurnishings. For $6.00 per M. 


ALL LISTS ARE COMPILED IN LOOSE LEAF 
LIST FORM. WHEN DESIRED ON 3”’x5” 
CARDS THERE IS AN EXTRA CHARGE OF 
60c PER M. FOR THE CARDS. 


WE ALSO DO ADDRESSING AND MAILING 
OF CIRCULAR MATTER AT REASONABLE 


RATES. 
Ask for Details 


HARDWARE AGE 
Direct Mail Addressing Dept. 


239 West 39th Street, New York, N.Y. 











BEHR-MANNING 
FLINT & EMERY 





2 Staples with 
CONSUMER ACCEPTANCE 


Carpenters, Painters, Mechanics and Home 
Craftsmen have known for many years that 
they can depend on the uniformly high 
quality of any sandpaper or cloth carrying 
Barney's picture in the Triangle. 






LOOK FOR 
iy) OMY PICTURE 


Ride the tide of consumer acceptance 
enjoyed by these products. Give your 
customers the sandpapers they know are 
dependable— 


BEHR-MANNING 
FLINT and EMERY 


PAPER CLOTH 


Return the coupon today for full 
details and prices 


BEHR-MANNING 


DIVISION OF NORTON COMPANY 


Oe TROY, N.Y. 


Troy, N. Y. 
Please send full details and prices on BEHR-MANNING 

Flint Paper and Emery Cloth. 

Name 


Street 


City State — — | 
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Na 
Bassick 


DIAMOND- DART | 








Théeesiast swiveling caster ever 
made to retail at less than $1.00 
per set. Two sizes, with all- 
purpose “Universal” composition 
wheels. _. 


Caster Sockets for Metal Beds 





These sockets with the above casters are 
all you need to stock to take care of 
‘ever 80% of all requirements for metal 
bed casters. You increase your turnover, 






decrease your investment and give your 
. customers the very finest caster for a 


an san lt eR ane 





THE BASSICK COMPANY 


Connecticut 


Bridgeport, 
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Is Our Government a Failure ? 


(Continued from page 76) 


result is not only unwise and harm- 
ful legislation but an almost com- 
plete disappearance of political and 
intellectual courage. 

Indeed, the radio has conspired 
to produce a reign of terror for 
the nation’s legislators. Persistent 
broadcasting by those bent upon 
revolutionizing our political and eco- 
nomic system, continued reiteration 
of false theories and the proposal 
of quack remedies result finally in 
molding an innumerable following, 
the threat of whose open opposition 
is defiantly hurled across the ether 
to whip men of naturally inde- 
pendent thought into supine sub- 
mission. Men who have spent the 
better part of their lives in public 
service hesitate to incur the dis- 
pleasure and opposition of power- 
fully organized minorities. Coerced 
into a choice of yielding or sacri- 
ficing their public careers they 
prefer to follow the path of least 
resistance and continue in public 
life. 

So long as the indifferent and 
thoughtless many will succumb to 
the fervid appeals of the agitator 
and lend him their support, so long 
shall we continue to have a cow- 
ardly Congress. Terrorized into ha- 
bitual cowardice and overshadowed 
by a popular executive, Congress 
will yield to continued demands un- 
wise and impolitic. There is but 
one end to such a situation. Inevi- 
tably some despot will rise up and 
seize the reins of absolute power. 

If an intelligent public opinion 
shall not come to the rescue of the 
legislative branch of this Govern- 
ment and help to restore the balance 
of power between it and the execu- 
tive, our experiment in self-govern- 
ment is destined to miserable failure. 

I quote you the prophetic words 
of Benjamin Franklin, spoken in the 
closing hours of the constitutional 
convention— 


“There is no form of government 
but what may be a blessing to the 
people, if well administered for a 
course of years, and can only end in 
despotism as other forms have done 
before it, when the people shall be- 
come so corrupted as to need despotic 
government, being incapable of any 
other.” 


For whatever of evil, injustice, 
or failure has resulted under this 
Government of ours, the people 
themselves are responsible. A com- 
mon acceptance of the necessity and 


a firm popular resolve to meet every 
civic responsibility will make us the 
happiest and most prosperous of 
people. To that end we must bestir 
ourselves and make an intelligent se- 
lection of our public officials. We 
must about-face and cease our con- 
tinued demands upon this Govern- 
ment to lend us money, furnish us 
employment, “give us our daily 
bread and deliver us from evil.” 
No government of whatever form 
can long bear up under the pres- 
sure of such demands. Certain it is 
that this Government of ours has 
only the substance we give it, only 
the power we supply it, and only 
the tenure of life we make possible 
for it by our support. 


Have Faith 


Let us not despair. No great end 
was ever attained without self- 
sacrifice and struggle. Adversity has 
never yet beaten down the courage, 
resourcefulness, and self-reliance of 
our people. We shall yet surmount 
present-day obstacles and rise to 
record levels of high attainment. 

I quote you John Bright, a great 
statesman and a man of boundless 
faith in popular rule. 


“TI see from the East unto the West, 
from the rising of the Sun to the 
going down thereof, in spite of what 
misled, prejudiced, unjust and wicked 
men may do, the cause of freedom 
still moving onward, and nothing in 
human power to arrest its progress.” 


Ours is indeed a sacred trust. To 
our hands is committed the task of 
strengthening the foundations and 
making more secure the future life 
of this Republic. For our own well- 
being and that of others yet to be 
we must demand that constitutional 
limitations upon absolute power be 
strictly observed, that the right of 
each citizen to regulate and control 
matters of purely local concern be 
unimpaired, and that a just reward 
for merit and ability continue to be 
the guiding star in the life of our 
whole people. 

Let us gird ourselves for the con- 
test which is even now upon us. Let 
ours be a courage so unyielding, a 
will to serve so tireless, a faith so 
long enduring that a doubting and 
fearful world may know that the 
ideals of our patriot fathers still live 
and that representative government 
under our Constitution shall not 
perish from the earth. 
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CORBIN 


Attractive and 
Sturdy 


SOLID BRONZE 
PIN TUMBLER PADLOCK 


Size—1% inches. 

Mechanism—Brass Pin Tumbler Cylinder. 

Shackle—Spring-Wrought Steel Hard- 
ened. 

Key Changes — Practically unlimited. 
Keyed alike or master-keyed. 

Keys—2 Nickel Silver Keys with each 
lock. 

i i Packed—Each lock in an individual box. 

No. 9944 One Dozen Boxes in a Carton. 


CORBIN CABINET LOCK CO. 


The American Hardware Corp., Successors 


NEW BRITAIN, CONN., U.S.A. 
New York Chicago Philadelphia 





























A FINE XMAS SELLER 


It’s new and a real profit maker. Feature it in your 
window and store display. Nationally advertised. 
A demonstration sells it. 






TOOL OF 


100! 
USES ! 







Quicker, Better Jobs 


The Handee does away with slow hand 
work. Grinds, routs, drills, carves, saws, 
sharpens, cuts, polishes, engraves—uses 
200 different accessories. For use at 
home, in shop or take to job. Weighs 1 
pound. 13,000 r.p.m. 110 volts AC or 
DC. Sells for $10.75 and up. (3 Wheel 


Plug In A 
Shapes Free). Light Socket 


new SeLue MODEL! 








Revolutionary Performance 


For constant service. Nothing else like this easy-to- 
handle production tool for saving time and labor. 
Fastest, smoothest, most powerful tool for its type 

and weight (12 oz.). 6” long, 154” diameter. 25,000 
. r.p.m. Sells for $18.50. (6 Wheel Shapes 
Free.) 


DEALERS—write for discounts and our special 
offer to place in your hands a Demonstrator Outfit. 


~~ CHICAGO WHEEL & MFG. CO. 


» We 1102 W. Monroe Street 
SEND FOR CHICAGO, ILLINOIS 





Sree BOOKLET 














Branch Offices and Warehouses: 
| NEW YORK: 45 Warren St. BOSTON: 113 Purchas 
CHICAGO: 162 N. Clinton St. SAN FRANCISCO: 703 inurket St. 
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Quality—Precision 


Outstanding features of design . . . . uniformity 

. long wearing qualities . . . . attractive ap- 
pearance .... correct prices! This combination 
accounts for the wide preference for GRIFFIN 
hardware among dealers and jobbers alike. A copy 
of our complete catalog No. 19 awaits your request. 


Door Butts 

* 
Strap and ——— 
Tee Hinges 


* 
Pressed Steel nS Sel tse 


Shelf Brackets 


®@ 
Ornamental 
Hinges 


Sabety Heaps 
* 

Hinge Hasps 
¢ 

Door Handles 


& 
Garage 
Hardware 


* 
Corner Irons 





Ceanst Braces 
Barrel Bolts 


2 
Cellar 
Window Sets 


Back Flaps 
Chest Hinges 


2 
Screen Door 
Hardware 


( SRIFFIN 


nufacturing Company 


ERIE, PENNSYLVANIA 
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SHERMAN 
StayFlat Spray Head 










Fig. 72 (Patented) 
Connects with 
hose in series. 
3%” hose thread 


ONNECTS in series and cre- 

ates a flexible and portable 
lawn sprinkling system at low 
cost. Body is heavy wrought 
brass with attractively lacquered 
steel base. 
Patented construction prevents 
tipping over. Creates extra sales 
of hose and fittings. Cartons of 
4 with 2 end caps. 


Write for literature. 
Sold through Jobbers 


H. B. SHERMAN MFG. CO. 
Battle Creek Mich. 











FIRELINE 


FIREPOTS 








Connecticut Tercentenary 


(Continued from page 59) 


technology, came to Connecticut 
as a youth and established his 
home there, where he developed 
many electrical devices. These 
were made in Connecticut fac- 
tories under license. It is said 
that this activity started the in- 
dustry which later became the 
General Electric Co. 

Firearms and Munitions—The 
joint exhibit of six manufacturers 
included historic guns of Connec- 
ticut manufacture, as well as many 
types of modern firearms. The 
exhibit paid tribute to the inven- 
tive genius of Eli Whitney and 
Simeon North, who _ introduced 
standardized parts for firearms 
which revolutionized their manu- 
facture. The first gunsmith of 
record was Thomas Nash, who 
plied his trade in New Haven in 
1638. Such marked progress has 
since been made in the industry 
that half of the small arms pro- 
duced in the United States are 
now made in the State. 

Hand Tools—Nine makers of 
hand tools displayed their prod- 
ucts in this exhibit. The back- 
ground was formed by four strik- 
ing murals depicting the four 
major divisions of hand tools— 
industrial, home workshop, skilled 
artisans and agricultural. Many 
contrasts between new and old- 
fashioned tools were to be seen, 


ers participated. 
builders’ hardware items, repre- 
senting 30 different classifications, 
were displayed on an attractive 
modernistic background. An un- 
usual display of finely wrought 
door hinges and locks was also 
shown. The State’s first builders’ 
hardware was made at hand forges 
in 1635. In 1716 the discovery of 
bog iron at Salisbury and North 
Haven gave great impetus to the 
manufacture of the line, although 
most door latches, etc., were made 
of wood for several years there- 
after. When Linus Yale invented 
the barrel and tumbler lock, this 
made the use of flat keys possible. 
Since then, artistry has accom- 
panied mass production in the 
line and today the State leads the 
world in the quantity manufac- 
tured. 

Miscelianeous Metal Products— 
Seventeen makers of metal prod- 
ucts in general household use dis- 
played their wares in this exhibit. 
The articles shown were vacuum 
jugs, meat choppers, scales, egg 
beaters, can openers, cash boxes, 
pruning shears, automobile tools, 
and similar miscellaneous items. 
A feature was a miniature black- 
smith shop reproduced in detail, 
and shown in the midst of a very 
complete dis play of horseshoe 
nails. In the early days, toast- 


Thousands of 


ing forks, pot hooks, skillets, spit 
turning devices, and like articles 
were manufactured. In_ natural 
sequence this led to the manufac- 
ture of the diversified products 


Plastic as easily 
molded to any 
thickness as put- 
ty, this superior 
firepot lining 
material has 
sufficient | 
strength to re- 
pair indefinitely, 
cracked, broken and burned-out fireboxes of 
ranges, stoves or furnaces. It ends the re- 
placement casting problem, the delays, high 
cost, high shipping costs and losses through 
obsolescence. FIRELINE “fits” all firepots; 
can be put in quickly by anyone; is “burned- 
in” by an ordinary fire and is Guaranteed: 
To withstand 3000° F.; not to crack, fuse 
or spall. 
Copr. 1935 Plibrico Jointless Firebrick Co. 
FIRELINE STOVE & FURNACE LINING CO. 
1159 Clay Street Chicago, Ill. 


S| = >>, 


and the display of modern tools 
for a wide range of uses was very 
impressive. The principal rea- 
sons why the State pioneered in 
the manufacture of hand tools was 
that the Connecticut Yankee early now embraced by this classifica- 
envisioned the need for better tion. As a result of metal con- 
tools from their own experiences. _ trol, which made the development 
In Colonial times, tools and other _— possible, the first machine-made 
necessities could be obtained only —_— horseshoe nail was produced in 
at great expense and effort, and Connecticut, and such nails are 
after much loss of time. To sur- "ow a notable product of the 
mount this problem many a settler _—_ State. 

learned to be his own blacksmith Novelties and Sporting Goods— 
and mechanic. After crops were With nine manufacturers partici- 
harvested, some settlers made pating in the joint exhibit the 















Write... — hardware items and tools, which _ sporting goods portion of the dis- 
Sample FIRELINE they sold in the neighborhood, play was quite complete. One 
Can ' rn es and this led to the development of the features attracting more 
FREE! TOVE & FURNACE mace of the now important hand tool _ than the usual amount of atten- 
Use Your Ss SS industry in Connecticut. tion was a display of old fash- 
mane HOW Ce ee Locks and Builders’ Hardware _ ioned ice and roller skates. His- 

are eee —In this exhibit 12 manufactur- torical data on the part the State 
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Built for MORE YEARS 
of BETTER SERVICE 


Performance talks turkey every month of the year. 






Regardless of what others may do, we continue to build Myers Self- 
Oiling Power Pumps for more years of better service. 


Our quality standards speak for themselves in excellence of materi- 
als, superiority of construction, outstanding improvements and fine 
finish. Our style and size range is widely 
\ diversified. Our prices are exceedingly 
J favorable. 





With this splendid combination of support, 
sales are satisfactory and profitable. Our ) 
new catalog is ready. Ask for a copy 
of it. : 





FE.MYERS & BRO. & « 


ASHLAND, OHIO. 











ABRASIVE CLOTH BELTS 
JEWEL BRAND PRECISION MADE 

True, clean edges. Smooth, 
tight joints that hold fast until 


the belt has delivered its full 
service. 


Made by expert workmen. 
Every operation controlled un- 
der laboratory supervision. 


SUPER-KEEN FAST-CUTTING 
es MORE BRUSHES” Abrasives, firmly anchored to strong, specially 


woven fabrics. 
says the Dealer. 


SWIFT MOVING! - These Brushes by Boker. Resistance 





These are just a few of the reasons why Jewel 
PEP UP dian utd Giteitts the, Ahi: dialing dh eaiiine Brand Abrasive Belts run true, cut cleanly and 


Your materials and the plan of store appeal to al! who paint. rapidly and give long service. 
BRUSH DEPARTMENT |! eo aiy f) » high in consumer hands. Symbolized 


Quality ) By) fixes itself permanently - Turnover 
speeds mounting volume thru the year. @ Baker Standards 
invite consumer trade: Baker Policy accents YOUR welfare: 


REG. U.S. PAT. OFF That's why Brushes by Baker are 


F undamentally yours Abrasive Products, Inc. So. Braintree, Mass. 


b i bru sh Send us a copy of your catalog. (H.A-3) 
P ESL ATLL HE Oe 
gd er TUS C 4 INC. poe a sigcigisinteees date teeta tn aasaede:s 


87 GRAND STREET @ NEW YORK 


Jewel Garnet, Aluminum Oxide, Sili- 
con Carbide and Emery. All grits, all 
sizes. Delivered Quickly. 
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EVANSVILLE 


GOOD SERVICE TOOLS 





EVANSVILLE “‘X-PERT” 
ALLOY-STEEL AXES 






EVANSVILLE 
Tr 


AXE 





iD 
MADE IN ALL POPULAR 
PATTERNS AND SIZES 


ASK YOUR JOBBER 


THE EVANSVILLE TOOL WORKS, Inc. 
EVANSVILLE, IND. 

















The Best Roofing 
May Be Ruined By 
Poor Roofing Nails 


Order your prepared 
roofing shipped with 
SIMPLEX nails en- 
closed. 1 inch for lay- 
ing new roofs, 1% 
inch for laying roof 
over shingles. Plain 
finish or rust-proof 

cadmium coated. | 





TRADB MARK 
SIMPLEX 
REG. U. 8. PAT. OFF. 


Samples FREE To Dealers 


We will gladly send you Samples of these 
nails to prove their advantages to custom- 
ers. Observe they are solid one-piece, light 
shanks, with large area curved heads made 
of heavy stock—edges will not curl up when 
driven. They drive quickly from any angle 
—never injure roofing—heads resist rust. 
SIMPLEX Roofing Nails are used on roof 
covering, sheathing, insulation, also lining 
and covering for tacking signs, export pack- 
ing, etc. Also SIMPLEX Built Up Roofing 
Nails, Flat Tin Circles and Tin Strips. 


Send for FREE samples. 
CRESCENT BRASS & PIN CO. 


Sole Manufacturers 
5770 Trumbull Ave. 
DETROIT MICHIGAN 
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played in pioneering in the man- 
ufacture of articles in this group 
is difficult to dis-associate from 
other products which do not 
definitely come under this classi- 
fication. However, it is known 
that the manufacture of fishing 
tackle was begun at an early date 
and developed along the sea coast 
in the making of fish lines and 
nets. The first fish hooks were 
made in England, being supple- 
mented by Indian hooks made 
from the leg bones of the musk- 
rat. History shows that steel fish 
hooks were made by E. Jenks in 
Colebrook in 1813. Skates were 


‘manufactured in Meriden in 1833, 


and prior to their advent, the old 
Dutch “rocker” skates, with a 
wooden footboard, were used. At 
present, Connecticut manufac- 
tures an ever increasing line of 
games, novelties, and sporting 
goods of every deseription. 
Screws and Screw Machine 
Products—Twenty manufacturers 
were represented by this exhibit, 
which had as its chief feature 
seven panels illustrating the in- 
numerable products made with 
automatic screw machines. In 
front of the panels, characteristic 
screw manufacturing machines 
were in actual operation. In much 
early machinery screws of wood 
were quite generally used as worm 
gears. When the geometric lathe 
was invented by Asa Spencer in 
1820, this made it possible to pro- 
duce more and better screws from 
metal. In the same year “screws 
of the largest kind for ‘powerful 
machinery” were being made with 
water power at South Canaan. 
Following the invention of auto- 
matic screw machinery, the indus- 
try extended into many fields of 
activity, and became vast in scope. 
Toys—Five manufacturers dis- 
played their products in this ex- 
hibit. The famous constructor 
toys, invented in Connecticut, were 
featured in motion, and in various 
forms. In addition there were bell 
toys, moving toys, cap pistols, 
model airplanes, and other play- 
things. About 1855, the Water- 
bury Clock Co., marketed a me- 
chanical walking toy called “The 
Brazen Young Lady,” which cre- 
ated a sensation. Prior to that 
time few factory made toys had 
been produced. When the con- 


structor type toys were introduced 
they revolutionized style in toys 
and made them creative. Today 
the State is a leader in unit toy 
production. 

Hardware men were also at- 
tracted by several exhibits of gen- 
eral historical nature. One such 
exhibit was that of ancient out- 
door crafts. In this, demonstra- 
tions were given, in a natural set- 
ting, showing how the early set- 
tlers made their own red cedar 
shingles, maple shoe-pegs, wooden 
spoons, brooms, candles, and other 
necessities of the times. In an 
adjacent exhibit, many old fash- 
ioned tools and articles of house- 
hold hardware of the Colonial 
era were shown. 

Another exhibit, appealing es- 
pecially to hardware men, was of 
early tin ware. This exhibit was 
highly important from the stand- 
point of Connecticut’s industrial 
history. For some years after the 
State was first settled, tin kitchen 
utensils were widely used, and 
were imported from England. In 
1740, a tinsmith named Pattison, 
who had learned his trade in Ire- 
land, settled in Berlin, Conn., and 
began making tin kitchen utensils 
of sheets imported from Wales. 
At first, he peddled his products 
from a large basket. As the de- 
mand increased he found it neces- 
sary to hire assistants or appren- 
tices in neighboring towns, and 
these assistants also peddled Pat- 
tison’s tin ware, but from two- 
wheeled pushcarts. One of these 
apprentices, James Upson, made 
the tin ware on display at the 
exposition, and which is shown in 
an accompanying illustration. 

The pushcarts, in turn, were 
supplanted by horse drawn carts, 
and the “Yankee Peddler” of his- 
tory really came into being. These 
enterprising vendors, within a 
short time had extended the mar- 
ket for tin ware until they were 
selling it to scattered farmhouses 
and hamlets from Canada to the 
Gulf, and west to the Mississippi. 
Meanwhile, the stocks carried by 
the Yankee Peddlers had been en- 
larged to include other related 
lines. Thus, a worthwhile market 
was opened up, and the founda- 
tion was laid for Connecticut’s 
great metal and novelty indus- 
tries of today. 
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profits! 


Order from your jobber today 
. . . display this selling display 
carton ... and make MORE fuse 


Carries Underwriters’ Label 


THE CHASE-SHAWMUT CO. 
NEWBURYPORT ~ MASS. 


eae SPECIALISTS 


StIncE 1893 














CIRCULARS 


2024 N. Racine Ave. 








CHICAGO LOCK COMPANY 


Chicago 
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1935 


TWO-: 
TRIGGER 
TRAP 


with its escape-proof Leg and Body Grip was an original 
Gibbs creation and has proved to be the World’s most effi- 
cient and most successful Trap for Trapping Muskrat and 
Mink. As yet, there is no substitute matching Gibbs 
Two-Trigger efficiency. 











Merchants who stock and display Gibbs Two-Trigger 
Traps enjoy profitable sales, plus consumer satisfaction, 
plus store prestige for selecting quality merchandise. 


FLAT STEEL 
JAW 






No. 1920 Gibbs Two-Trigger 


May we send you complete catalog illustrating and de- 
scribing the most complete line of traps and trapping ap- 
pliances obtainable. 


W. A. GIBBS & SON, INC. 


250 PRICE ST. CHESTER, PENNA, 




















GLASS VENTILATOR 


Easily installed, slides in and out of 
grooved brackets, gives ample fresh 
air, keeps out 
rain or snow. 























An all-year . Today’s 
DOLLAR sel- Leader 

ler with a 

profit-margin | DEMONSTRATOR 
of 





DISPLAY FREE 


Your Jobber 
Can Supply You 





























= SCREEN COMPANY 


Patented Se~* - 9935, 
No. 2014974 Detroit, Michigan 
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WICKWIRE 


Brand Hex. Poultry Netting 


150 feet of satisfaction 
in every tightly wound 
bale. A splendid selling 
grade of Hex. Poultry 
Netting that returns a 
good profit with steady, 
repeat sales. Always 


Made from 


OPEN HEARTH 
Copper Bearing Steel 


the most effective rust pre- 
ventative material suitable 
for poultry netting use. We 
control every operation. Gal- 
vanized before or after weaving. Our 
method and quality of galvanizing give 
added protection. 12 to 72 in. widths. 
Also good staples. 





Ask your Jobber for Prices 


STEEL PRODUCTS 
“NATURAL GAS now used in our fur- 
maces produces very low sulphur steel which, 
pe neg with a copper alloy, reduces cor- 


CORTLAND, N. Y. 











RATCHET DRILLS 
and Drilling Posts 






By far the most 
complete line of 
Ratchet Drills 
made, each 
steel 
ing parts 
ened. Improved 
“Packer”, “Rail- 
road”, “Standard 


(+ 


er”, “Short” and 
“Universal” types. 
All sizes. 


ARMSTRONG Drop 
Forged DRILLING 
POSTS come in 2 
types: Regular and 
Clamp-on. They are 
exceptionally well 
made, rigid and 
strong, still knock 
down to go in tool 
bag. 


; L ro 
fend bee cree | 
i. 


Write for Circular 


Armstrong Bros. Tool Co. 
“The Tool Holder People” 


314 N. Francisco Ave., Chicago 
New York Sales Office: 109 Lafayette St. 
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Hardware Age's. Courtroom 


(Continued from page 77) 


says that the busses were con- 
tinually in front of complainants’ 
premises, one departing being re- 
lieved by another. 

“If this is true, this destroyed 
the primary object of the highway, 
i.e., in the passage of the public, 
and in fact usurped all the rights 
of the complainants (merchant) in 
the highway in front of their prop- 
erty. * * * The facts alleged con- 
stitutes a nuisance and it has been 
so held in this State and other 
jurisdictions. * * *” 

In another case of this kind, a 
property owner objected to a mo- 
torist parking his car at the curb 
for a half a day at a time, day 
after day. The car owner con- 
tended that he had the right to so 
park under a city ordinance that 
merely forbids parking for longer 
than six hours on the street in 
question. The court held, how- 
ever, that the ordinance did not 
give the car owner the right to 
park for long periods in front of 
plaintiff's premises, where it was 
shown that such parking interfered 
with plaintiff's right of enjoyment 
of his frontage, and in directing an 
injunction against the car owner 
the court reasoned: 

“Street user of a minor and in- 
cidental character other than for 
travel, user as will not interfere 
with public or private rights or 
privileges, is permissible and is 
constantly indulged in .without 
question. Temporary stops by ve- 
hicles at the curb lines for social 
or business purposes are reason- 


able and are not interdicted. But 
even in these days of almost count- 
less automobiles, the storing of a 
vehicle for a considerable period 
of time at a curb in front of an 
owner’s residence may be a nuis- 
ance under the common law. * * * 

“If defendant (car owner) had 
the legal right to thus station his 
automobile for the day, ‘and day 
after day, then storied Tom, Dick, 
and Harry had the same right, un- 
til plaintiff's frontage became fully 
fortified against the owner’s 
various easement privileges, in- 
cluding temporary stops of busi- 
ness and social callers, piaintiff’s 
view of street affairs, even plain- 
tiffs stopping his own motor car 
at his curb in order that its oc- 
cupants might alight and enter his 
home. * * * Such a violation of 
plaintiff's rights brought about a 
private nuisance. * * *” 


To Sum Up 


So, while the outcome of each 
case of this kind will depend upon 
the particular facts involved, it 
seems clear that, in the absence of 
a valid ordinance or statute con- 
ferring parking rights, the use of 
street frontage purely for this pur- 
pose must be done with an eye to 
the rights of the adjoining prop- 
erty owner. And a property owner 
will, generally speaking, have the 
right to prevent parking if it 
reaches a point so as to interfere 
with his natural easements of ac- 
cess, light or view. 





Solvent Recovery 


| Stills Bulletin 


A bulletin has just been published 
describing in detail a full line of sol- 
vent recovery stills including Soxheet 
Extractors. These stills enable manu- 
facturers to recover solvents that have 
been used as thinners and for clean- 
ing metal parts, equipment, spray guns, 
etc., and for recovering solvents used 
in various other industrial processes. 
These solvents include alcohol, carbon- 
tetrachloride, triclorethylene, acetone, 
benzol, ethyl acetate, petroleum ether, 
and others. All may be restored to 
their original purity and used again 
and again, so the manufacturer claims. 
The manufacturer also claims that the 
savings thus effected frequently pay 
for this equipment in two months’ time. 


A copy of the bulletin may be had by 
writing to the Barnstead Still & Steri- 
lizer Co., 28 Lanesville Terrace, For- 
est Hills, Boston, Mass. 


Reversible Slip-on Mop 
And Venetian Blind Duster 


The Howard Dustless-Duster Co., 493 
C. St., Boston, Mass., is offering a com- 
pletely reversible mop of colored yarn 
for dusting, or washable white yarn for 
use as a wall mop. Slips on and off 
wire frame easily, it is stated. Has no 
lacing or snaps. Dealer’s cost is $9 per 
doz. and suggested retail selling price 
is $1.50. A duster to facilitate the 
cleaning of Venetian Blinds and also 
radiators, the backs and rungs of chairs, 
and bannister spindles, lists at 45c. 
The dealer’s cost is $3 per doz. 
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Uniform 


That’s Why Fowler & Union Brands 
Have Been the Blacksmiths’ Favorite 
for Over 50 Years! 











Uniform from head to 
Hardness point, do not buckle 


in hard feet, drive where you want 
them to go. 


clean, accurately centered 
y) 1 Shape hold-fast head ; perfect- 
« 





taper blade, entirely free from 
“waves.” Sharp, reinforced point. 


° Made on our own pre- 
Quality cision machines, so accu- 
* rate that every nail in the box is ex- 


actly the same. 
Three Quality Brands 


NORTHWESTERN-CROWN-UNION 


Cold-Rolled 


HORSE NAILS 


Order from Your Jobber 





FOWLER & UNION HORSE NAIL CO. 


1000 MILITARY ROAD, BUFFALO, N.Y. 











HARDWARE 
CLOTH 


Made From 


COPPER 
BEARING 
STEEL 


You can sell Superior 
Brand with the assur- 
ance that every roll is 
made from Standard 


size wire 


Setar mee som 5 te PHORESIS 


Wacecer 


G. F. WRIGHT STEEL & 
WIRE CO. 


Worcester, Mass. 
POULTRY RY NETTING — 


LATH 
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Nationally 
Advertised 


These Skates 
WILL ADVERTISE YOUR STORE 


We are telling 10 million prospective skate buyers that—‘“‘A few 
cents extra for Quality returns Dollars in Service.” Display 
“CHICAGO” Roller Skates—cash in on this Nationally Advertised 
Leader. Its quality attracts NEW CUSTOMERS, brings 
REPEAT SALES and creates CONFIDENCE in you. Whe 
Profits and Reputation are at stake—change to “CHICAGO’S.” 


CHICAGO Fs $C0 o- 
—" = RLYING Roller Skates 


Exclusive Patented Features 


e@ TRIPLE-TREAD “TRIPLE - WARE” WHEELS 
Greater Economy—3 TIMES LONGER LIFE. 


@ OVERSIZE BEARINGS—%” GRADE “A” 
LESS FRICTION—10 TIMES FASTER SPIN. 
@ CHANNEL ARCH—LIKE AUTO CHASSIS 
Tested for 250 lbs. WHEN FULLY EXTENDED. 


Write for descriptive folder, sales pointers and 
price range on Complete Line or Call your Jobber. 


CHICAGO ROLLER SKATE CO. 


Roller Skates With Records for Over 33 Years 
4456 W. Lake Street tes CHICAGO, ILL. 




















a ee 
DEPENDABLE 


@ Hand and power pumps 
of almost every type and 
capacity are included in 
the Deming line. 


Every Deming Pump and 
Water System is made RIGHT 
and priced right. Everything 
you need to make real 
profits in pumps and water 
systems is right here in the 
popular Deming line. 


Write for Deming Dealer Plan. 


THE DEMING COMPANY 


905 BROADWAY e e@ SALEM, OHIO 


PUMP MANUFACTURERS SINCE 1880 
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ONE OF THOSE” 


The reasen—Es5ICO’s handsome, chromium trimmed 
15”x18” display board! Set it on your counter— 
hang it on the wall—make it sparkle up your win 
dow—then watch it ring the cash register for you! 
You'll be surprised how soon (and how frequent- 
ly!) you'll hear the request, ‘‘Let me see one of 
those ESICO irons!’ 

Information about this ‘‘self-merchan- 

dising”’ FREE display upon request. 

Better still—order a display today 

from your Loon 


hed Bella IRON CO., Inc. “al 


342 West 14th Street, New York City 




















The customer is always | | 
right when he asks for 


FITLER ROPE 





Because Fitler Rope is noted for 
its strength and dependability, 
and gives that extra margin of 
safety so necessary on dangerous 
jobs. 


The EDWIN H. FITLER Co. 
Philadelphia Cordage Works 
Main Office and Warehouse 


PHILADELPHIA, PA. 


Established 1804 


New Orleans, La. 
628 S. Peters St. 


New York City, N. Y. 
55 Vandam St. 


Chicago, Ill. 
222 West Kinzie St. 


Houston, Texas 
1201 Commerce St. 














110 


Chicago Model Store 


(Continued from page 82) 


ideas and activity among members. 
All goods are on open display with 
provision for visible price cards. 


| The store also acts as a proving 


ground for interior and window 
display ideas, photographs and di- 
agrams of which are distributed to 
members. The store has a modern 
front with two good-sized, well- 
lighted windows in which displays 
are changed each week in conform- 
ity with the seasons. 

The manufacturers cooperating 
in the display of the merchandise 
shown are: The Alliance Mfg. Co., 
E. C. Atkins & Co., L. D. Cahn Co., 
Cleveland Cleaner & Paste Co., 
Chicago Roller Skate Co., W. J. 
Dennis Co., The Coolerator Co., 
The Dover Mfg. Co., Fisher-Brass, 
Inc., General Paint & Varnish Co., 
W. C. Heller & Co., Incandescent 
Lamp Dept., General Electric Co., 


Lux-Visel, Inc., Illinois Specialty 
Co., Landers, Frary & Clark, Kes- 
ter Solder Mfg. Co., Ostberg Seed 
Co., Pioneer Rubber Mills, Woos- 
ter Brush Co., Nestor Johnson 
Mfg. Co., J. Oliver Johnson, Han- 
son Scale Co., Minnesota Mining 
& Mfg. Co., National Carbon Co., 
The Peerless Mfg. Corp., Reiland 
& Bree Truck Mfg. Co., Samson 
Cordage Works, Master Lock Co., 
Mathias Klein Mfg. Co., American 
Steel & Wire Co., Weinig-Made- 
Rite Co., Zenith Machine Co., Mid- 
west Laboratories, Rose Products 
Co., and The Stanley Works. 

All hardware men, retailers, 
wholesalers and manufacturers are 
invited to visit this model store on 
their trips to Chicago, at which 
time Secretary Amis will be 
pleased to explain all details of 
this activity. 





Farm Trade Prefers Hardware Store 
for Harness Requirements 


| HARNESS department, 
seeds and farm implements, 


paint and ho use furnish- 
ings help hold the farm trade for 
the F. T. Blish Hardware Co., 
South Manchester, Conn. Old- 
time harness makers are passing 
and no new ones are learning the 
trade; at least not to operate in- 
dividual shops in farming ‘areas 
as in the past. Factory made har- 
ness is used almost exclusively to- 
day and farmers are not as care- 
ful of their equipment as they 
formerly were, states the old- 
time harness maker and now 
handling repair work at the Blish 
store. The department is located 
in the basement and farmers must 
walk through the store to get to 
it, passing a seed department that 
is extensive. 

A substantial quantity of har- 
ness and horse goods is sold, and 
although a mail order branch store 
is located across the street, giving 
competitive price advertising a 
play, the farmer finds that when it 
comes to the sizes and quality he 
needs he invariably finds it at 
Blish Hardware. The department 


is valuable in maintaining per- 
sonal contact with the farmers and 
frequently results in information 
regarding implement needs that 
later prove valuable. Seeman and 
son agressively conduct the busi- 
ness and do considerable business 
by outside selling among the 
farmers. 

This firm is another in the long 
list of enthusiastic boosters for the 
homeworkshop equipment line. 
They do between $2,500 and $3,- 
000 in the line, using newspaper 
advertising and store contacts as 
their main source of sales. While 
no homeworkshop club is organ- 
ized in South Manchester, there is 
a genuine enthusiasm for the work 
and it is growing in popularity. 





Sharon Hardware 
Catalog No. 15 


Sharon Hardware Mfg. Co., Sharon, 
Pa., is offering an illustrated catalog 
giving complete descriptions of its line 
of garage door equipment. There is 
an alphabetical index for the different 
parts manufactured by the company, a 
numerical index and a table on finishes. 
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CLARK BOLTS 


LARK BOLTS 

have dependabil- 
ity, character and fine- 
ness of construction 
. .. three factors so 
essential to maintain 
the high standard of 
your product. 
Every single bolt 
in every shipment, 
whether it be box or 
carload, is clean, ac- 
curate, uniform and 
well finished. 


Bemiss St. 
Milldale, Conn. 














REAL sales representa- 
tives advertise in the 
"Sales Accounts Wanted" 
columns of the classi- 
fied advertising section 
of HARDWARE AGE. 











ALWAYS NEEDED! 
A List of 


WHOLESALE 
HARDWARE 
HOUSES Giving 


Names and Addresses; Capitaliza- 
tions; Lines Handled; Territories 
Covered; Number of Men Travelled; 
Names of Officers and Buyers. 





Useful for 
PERSONAL SALES CONTACTS 
Price $10.00 a Copy CREDIT DEPARTMENT 
Cheek with Order DIRECT MAIL WORK 


HARDWARE AGE VERIFIED LIST 
239 W. 39th ST., NEW YORK, N. Y. 
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Mr. He 


AT A POPULAR PRICE 


A bolt clipper made for the 
kind of cutting jobs on small 
bolts, wire, nails, rods, etc., 
that fall to the handy-man- 
around-the-house — the base- 
ment, work shop and the home 
erafters bench—a quality tool 
built to Porter standards. 


A tool for over the counter 
sale in the retail hardware 
store. Small, easily handled, 
goes into the tool kit—retails 
for 

Measures 12 inches in length. 


Cuts up to 4” annealed bolts 
in the thread or 3/16” soft 





round rods. Jaws of regular 

Porter Bolt Clipper steel, as- R Ee TA I L S 
sembled with bolts, rubber 

buffers and orange colored FOR 
handles. Sold through hard- $Q@00 
ware jobbers and supply oS 


houses. All parts replaceable. 
Slightly Higher West of 
Ask for Rockies 


PORTER «33; BOLT CLIPPER 


The Porter line of two-hand cutting 
tools is complete—full range of sizes, 
jaw modifications, and special jaws. 


Rigid and Swivel Head construc- 


tion. Also Porter Forester—prun- 
ing and brush clearing tools. 


H.K.PORTER, INC. 
EVERETT, MASS. est.sovrs. 


°S 
ascend 
Hand-L-Mop 


= Women who are fas- 
- tidious about the ap- 
pearance of their 
hands prefer Gott- 
schalk’s Hand-L- 
Mop. To a rapidly 
increasing group of 
housewives this item 
sells on sight. 









Trade 


“The Little Fellow 
That Does the BIG Job” 


Backed by an advertising campaign reaching over 16 million homes 
each month, Hand-L-Mop is a fast-selling, profitable item. Lead- 
ing stores everywhere are featuring Gottschalk’s Metal Sponge, 
Bronze Ball, Hand-L-Mop and Kitchen Jewel. 


METAL SPONGE SALES CORP., Philadelphia 
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Mr. 
RETAILER :— 
Watch; 


—for coming 
advertising 
in space 
carrying this 
border; 

—announcing 
merchandise 
produced with 
probably the 
country’s greatest 
length of 
experience; 















AT YOUR SERVICE f 


THE “who Makes i” 
Editor will be glad to 
help you in your search 
for the name of the manu- 
facturer of that product 
you are interested in. 


If you do not find it or 
its trade name listed in 
the current Directory 
Number, in all probabil- 
ity it has been incorpo- 
rated in the revised list- 
ings that are being pre- 
pared for the next issue 
of the Directory Number. 
Many such changes are 
being made daily and the 
— brought up to 

ate. 


If your current Direc- 
tory does not give you 
the information you seek, 
write the “Who Makes 
It” Editor. He’s at your 
service! 
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Rnown Stove Offers 
Zipper Sales Clincher 


Rnown Stove Co., Owosso, Mich., 
has prepared a Zipper Sales Clincher 
which is designed as a medium for in- 
dependent dealers in meeting syndicate 
competition. Complete sales informa- 
tion, consisting of catalog No. 35 and 
sets of picture folders illustrating in 
color the company’s line of stoves and 
heaters, are contained in a handsome 
brown leather zipper case. The case 
opens as a book and the catalog is 
securely fastened therein by three rings 
as in a loose-leaf book. The folders 
are contained in an envelope sewn into 
the case. The catalog is illustrated in 
color and gives complete specifications 
and information about the different 
models. Colored celluloid index tabs 
identify the sections of the catalog and 
facilitate its use. 


Myers General And 
Repair Catalogs 


Catalog No. 68 on the farm operating 
equipment manufactured by The F. E. 
Myers & Bro. Co., Ashland, Ohio, shows 
old, new and improved styles, sizes and 
prices. The simplified discount sheet 
enables one to determine at a glance 
the net price of any item, whether it 
is in stock, in transit, or to be ordered 
from the factory or branch distributing 
house. Accompanying this catalog is 
the repair catalog No. R36 which has 
been revised, corrected, enlarged and 
is more complete than previous issues. 
Repair parts for old and new goods 
are listed while new descriptive illus- 
trations appearing for the first time 
will be helpful when ordering repairs. 





Folder on Gardex 
Garden Tools 


Gardex Inc., Michigan City, Ind., 
manufacturer of “Soil-Flow” garden 
tools, has prepared an attractive two- 
color folder for dealers to distribute 
to their customers. It shows the tools 
in action pictures as well as outlines. 
In simple language, the Gardex prin- 
ciple of operation is explained. 





New Jersey Zinc Co. 
Has Booklet on Paint 


This booklet tells why paint fails 
and states that moisture is the cause 
of most paint failures. It explains how 
to get the best paint job. The New 
Jersey Zinc Co., 160 Front St., New 
York City. 


Acme Metal 
Goods Catalog 


Acme Metal Goods Manufacturing 
Co., 12 Orange St., Newark, N. J., is 
issuing the latest copy of its catalog 
illustrating the company’s line of house- 
wares, kitchen utensils, gadgets and 
other specialties. 


Standard Electric 
Stove Booklets 


“Should I Handle Electric Ranges?” 
is a ten-page booklet containing the 
story of the electric range market from . 
the earliest days to the present. It is a 
brief for the prospective electric range 
merchandiser. Catalog No. 35-A, 32 
pages, shows all Standard domestic, 
commercial ranges and all other articles 
such as hotplates, griddles, water heat- 
ers and cookers. The Standard Elec- 
tric Stove Co., Toledo, Ohio. 





Edwards Sheet Metal 
Catalog No. 88 


This catalog of sheet metal building 
material manufactured by The Ed- 
wards Mfg. Co., Cincinnati, Ohio, con- 
tains information on such subjects as 
pitches, amount of nails per square, 
type of nails for roofer, recommended 
types of metal roofing for various types 
of construction, methods of applying, 
galvanizing and manufacturing metal 
roofing. 


Rawlplug Booklets 


Bulletin U-200 on Rawl-Anchors 
gives complete information on the zinc 
and lead bolt anchor. It contains tests, 
sizes, dimensions, prices, etc. Booklet 
U-300 on three-point masonry drills 
lists several tips on how to get bet- 
ter results from drills, drilling acces- 
sories, data tables on power hammers 
and many different styles of drills. 
Rawlplug Co., Inc., 98 Lafayette St., 
New York City. 


Catalog of Modine 
Unit Heaters 


Catalog No. 635 of unit heaters man- 
ufactured by Modine Mfg. Co., Racine, 
Wis., includes all current models plus 
four new models. It contains descrip- 
tions of exclusive Modine unit heater 
features. Industrial application of unit 
heaters for process work as well as for 
heating purposes is discussed. Com- 
plete dimensional diagrams and data 
tables accompany each description of 
the units. Two pages are devoted to 
methods of determining heat require- 
ments, heat loss calculations, and the 
capacities and final air temperature of 
all units at various steam pressures 
and entering air pressures. 


Gasket Catalog No. 48 


Catalog No. 48 recently issued by 
Goetzke Gasket & Packing Co., Inc., 
New Brunswick, N. J., contains in- 
formation on metallic and semi-metallic 
gaskets, sheet and stuffing box pack- 
ings, sealing compounds, gasket cut- 
ting tools, valve disks, filter screens 
and metal stampings. Has _ illustra- 
tions, blue print diagrams, size and 
price data. 
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Nationally Advertised to Sell for 


HANSON $3.20 
COOK-0-METER 


Featured in Good Housekeeping—ap- 
proved by 14 leading domestic science 
experts. It’s the greatest advance in 
kitchen scales in years; has features 
contained in no other scale. Here’s 
your chance to increase your kitchen 
scale profits. 


Ask your jobber about 
our special ABC deal 


HANSON SCALE CO. (Est. 1888) 


625 N. Ada St. Chicago, Ill. 





Slightly higher in 
West and South 











You'll Get Lots of “Repeats” with 


ral color. 


STAY-TITE 
WOOD CRACK FILLER 


1. Guaranteed Non-Shrinking. 2. Guaranteed Non- 
Sagging. 3. No waste—100% usable. 4. No deteri- 
oration—good until used. 5. Rapid-setting. 6. Takes 
all finishes. 7. Waterproof. 

This is the wood crack filler used by many pattern 


makers, manual training schools, painters, wood workers. 
Emergency size 15¢; 1-lb.—35¢. Also larger. All natu- 


If your jobber can’t supply you, write us direct. 


STAY-TITE PRODUCTS CO. 


Dept. H., 3107 Detroit Ave., Cleveland, Ohio 


Stay-Tite Sealer (for Auto Tops, etc.), Caulking 


c Readdi 





d (for Glass), 
XXX Cement (for Linoleum) and Rustgo (rust remover). Literature on request. 











MACHINE 
CORA SCREWS 


Screws—Wood, Drive, Coach, 
Cap, Set, Thumb, Lock 
Cap, Knob. 

Bolts—Stove, Tire, Sink. 

Nuts—Semi-Finished, Machine 
Screw, Acorn Cap. 

Chain — Sash, Jack, Safety, 
Ladder, Furnace, Register. 

Escutcheon Pins. 


THE CORBIN SCREW 
CORPORATION 
THE AMERICAN HARDWARE 
CORPORATION, SUCCESSOR 
New Britain, Conn. 
Warehouses: New York 











Hinges. 


Something Worth Talking About 
When You Sell 


The “Ajax” 





Construction and appearance are strong selling 
points for dealers who stock “Ajax” Spring Pivot 


The “Ajax” is made of high grade material and 
has been designed with many important features 
which dealers will find worthy of special mention. 
These include an adjustable tension, alignment de- 
vice, hardened steel roller bearing for piston and 
ball-bearings for carrying the weight of the door. 

The reversible bevel side plates present a pleas- 
ing and neat appearance when applied to the door. 


Chicago Spring Hinge Company. 


CHICAGO NEW YORK 





TYPE 3001 


~ (CHICAGO) — 
SPRING HINGES. 


U. S. A. 





MANY EXTRA DIMES FROM THIS 






New All-Metal Revolving Display Cabinet 
and tj FREE! 


7 Advertising creates a steady demand 
for Moore h-Pins, aluminum or 
glass headsand Moore Pushless Hangers. 


Our new Revolving Display Cabinet given 
absolutely free with 72 window front pack- 
ets...occupies only 6% square inches 

of counter space ... makes sale after sale. 
Get one from your jobber today... 
then watch the extra dimes build 
your daily volume. 


MOORE PUSH-PIN CO. 
113-125 Berkley St., Phila. 











NOVEMBER 21, 1935 

























DECREASING SALES RESISTANCE 





DRILLS 
REAMERS 
CUTTERS 
TAPS 
CHUCKS 
SPECIAL 
TOOLS 











BRANCHES: 


THE STANDARD TOOL (0. “85 


® SHIELD BRAND TOOLS not 
only stay sold but they create a 
demand for others of like quality. 


® Every sale is backed by a repu- 
tation for superior performance. 


© Supply the increasing demand 
for better quality. 








NEW YORK e@ DETROIT @ CHICAGO 
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ROCHESTER 
SASH BALANCES 
Have over FORTY 
YEARS’ EXPERIENCE 


built into them. 


QUALITY: We have it. 
SERVICE: We give it. 


Mi SATISFACTION “GUAR. 
p| ANTEED. 


Write for prices. 


Rechester Sash Balance Co., Ine. 
Rechester, N. Y. 











STEEL MORTAR HODS 

No dripping onto 
the user’s back. 
Made entirely of 
7 steel with wooden 
shoulder saddle 
and handle. 
Edges are heavily 
reinforced. The 
fork is pressed 
from heavy gauge 
steel, 





Write for prices. 

The Cleveland Wire Spring Co. 
38th St. and Hamilton Ave. 

- 9 Cleveland, Ohio s —s 














BETTER PROFITS 


are possible by selling 
S Gardiner Flux - Filled 











Sales and collection condi- 
tions, after continuing to show a 
| rise each month since mid-summer 
in 91 cities throughout the country, 
have leveled off and are holding pre- 
vious gains, according to the Octo- 
ber survey by the National Associa- 
tion of Credit Men. Forty-four cities 
report “good” collections and 52 re- 
port “good” sales. 

* x * 





Federal government spendings 
in October rose to $796,673,448, the 
highest level since June, boosted by 
heavy debt retirement and interest 
| payments, as well as by the increas- 

ing flow of funds into relief and 
WPA activities. Against expendi- 
tures of $796,673,448 in October, 
| the treasury was able to report in- 
come of only $235,435,000, leaving 
the treasury in the red $561,238,000. 
| During October the treasury largely 
| financed its deficit out of its huge 


How's the Hardware Business 


(Continued from page 63) 


Commercial failures in the 
United States for the week ended 
November 7 totaled only 212, 
against 239 in the preceding week 
and 223 in the same 1934 period. 
Collections are reported good in 
nearly all sections, and while credits 
are still carefully scrutinized, whole- 
salers and mills are steadily build- 
ing up the number of their active 
open accounts. 

* * * 

The value of department store 
sales, reported by the Federal Re- 
serve Board, dropped off in October 
in comparison with September, in- 
stead of showing the “usual” sea- 
sonal increase. However, the month’s 
sales were 6 per cent higher than 
in October last year, while the 1935 
ten months’ cumulative total was 4 
per cent higher than in the first ten 
months of 1934. Chicago, Minne- 
apolis and San Francisco led the 


country in improvement shown dur- 
ing October. These districts re- 
ported gains of 12 per cent each 


Y | cash balance. It borrowed only $40,- 
270,000 in new money, but this car- 
ried the public debt at the end of 








smiths and farmers. 


S R 

é-.. Cfudine (Aa hhite a 
~ NN ETAL CO 97 
4821 So. Campbell Ave., Chicago. il. 


men, manufacturers, tin- 


Your jobber can supply you. 











You'll find REAL 


Sales Representatives 
advertising in the 
Sales Accounts Wanted 
Columns 














| es 
Still the Greatest Mother 
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to its all-time high. 
* & # 


| 
| 

mechanics, _ repair | last month to $29,461,602,000—close 
| 


More electricity was produced 
in the United States in the Novem- 
ber 2 week than in any previous 
week on record. This was the sec- 
ond consecutive week in which a 
new peak was reached. The total 
for the week was 1,897,180,000 kw. 
hours, a contra-seasonal gain of 0.1 
per cent over the previous high 
_ mark, and 13.7 per cent higher than 
| a year ago. A steadily improving 

tempo in industrial activity ac- 
counted for these gains. The’ cen- 
tral industrial states, in particular, 
| have shown encouraging increase. 
Many of the country’s heavy indus- 
tries, including automobile plants, 
are in this area. 
| * * * 


Freight car loadings for the 
week ended November 2 totaled 
680,662 cars, the largest for any cor- 
responding week in four years, main- 
taining the favorable performance of 
the last two months. Loadings were 
| 27,164 cars (or 3.8 per cent) below 
the preceding week, but were ahead 
67,614 cars over 1934, 66,526 over 
1933 and 92,279 over 1932. Com- 
paratively mild weather prevented 
the showing from being even better. 
The movement of coal was only 129 
cars heavier than a year ago. Gains 
in other classifications, especially 
“miscellaneous,” over 1934 were 
substantial. 








over 1934, or twice the average rate 
of increase for all sections. 
* * * 


Domestic orders of the Na- 
tional Cash Register Company for 
October amounted to $2,650,700, an 
increase of 18.8 per cent over Oc- 
tober, 1934. This was the company’s 
largest October volume since 1931. 
Domestic orders for the ten months 
ended October 31 totaled $16,758,- 
525, a gain of 16.8 per cent over the 
same 1934 months. 


“Wizard” Junior 
No. 10 Motor 
This No. 10 motor of the Wizard 


Junior line of woodworking power 
tools, made by Herberts Machinery 
Co., Ltd., 2942 Santa Fe Ave., Los 
Angeles, Cal., has a cast base, bronze 
bearings, built-in switch, cooling fan, 





5/16 in. dia. shaft, cord and plug and 
1 in. dia. driving pulley on motor. 
Overall height is approximately, 5%4 
in.; width, 4% in.; length, 5% in.; dia. 
shaft, 5/16 in.; 110 volt, 50/60 cycle, 
3000/3600 r.p.m., 1/10 hp. Shipping 
weight is approx. 7 lbs. 


HARDWARE AGE 





